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Each Maker's Share... 


New-Car Sales Analysis, 1961-1960 


MAY vs, APRIL 


Pet. of Pet. of 
Regis., Regis., 
MAY APRIL 


26.69 





GEN. MOTORS 
FORD MOTOR 





6.88 
*—Miscellaneous figures include imports. 





FIVE MOS.—’61-'60 


Pet. Pt. Pet. of Pet. of 
Change Regis., Regis., Pct. Pt. 
During 5 Mos., 5 Mos., Change 
Month 1961 1960 ‘61 vs. ’60 
+1.02 27.04 25.80 +1.24 
+172 22.70 21.60 +1.10 
— 39 6.34 6.13 + 21 
— 22 6.07 6.33 — .26 
— 13 5.43 5.32 + .11 
— 54 5.32 6.94 —1,62 
— 25 4.78 4.03 + .75 
— 56 4.03 5.51 —1.48 
+ .35 3.03 1.34 +1.69 
— 19 2.63 2.29 + .34 
— .06 2.07 2.44 — 37 
— 21 1.58 1.21 + 37 
— 19 1.34 1.75 — 4l 
— Ol 56 37 + .19 
— .04 20 25 — 05 
Pepbenasls~)> “Sa bepeeeus 45 — 45 
+ .06 46.22 43.57 +2.65 
+2.00 28.36 25.75 +2.61 
—1,35 11.13 14.36 —3.23 
—. 22 6.07 6.33 — .26 
— 19 1.34 1.75 — Al 
— .30 6.88 8.24 —1.36 
* * * 


Take 32.8 Pct. of May Sales... 











MA new-car registrations top- 
ped a half-million for the first 
time this year, according to R. L. 
Polk & Co. figures crediting the 
month with 546,173. 

As has been the pattern thus 
far this year, it was the smallest 
total for the month since depres- 
sion-hit 1958. 
Compacts took a record share of 
he market in May, accounting for 
32.8 percent of the market with an 
alltime high of 179,392 registrations. 

month earlier, the 160,791 com- 


Imports Up 
Imported-car registrations to- 
talled 35,240 in May, compared 
/ with 32,344 a month earlier and 
45,623 in May a year ago. It was 
the highest monthly total record- 
ed for imports since last October. 


pacts were good for 32.2 percent of 
he total. 
* ok * 
E May total was up 9.34 per- 
cent over April, which in turn 
ad represented a 4.05 gain over 
é previolis month. The 1960 May 
otal was 647,055. 
For the first five months of the 
year, new-car registrations num- 
bered 2,314,184, a loss of 17.80 


Top Cars 


} New-car registrations for five months: 
1961 1960 


Pos, Make Pos. 
i 1— 625,670 Chev. 126,887— 1 
_2— 525,364 Ford 608,010— 2 
| 8— 146,303 Pontiac 172,623— 5 
4— 140,402 Rambler 178,074— 4 
>) 5— 125,727 Olds. 149,894— 17 
) @— 123,158 Plym. 195,288— 3 
>, 7%— 110,583 Buick 113,841— 8 
8— 93,290 Dodge 155,135— 6 
1 %— 70,109 Comet 37,633—12 
10— 60,937 Cadillac 64,522—10 
ll— 47,840 Mercury 68,684— 9 
12—— 36,518 Chrysler 34,162—13 
13— 31,045 Stude. 49,405—11 
14— 12,998 Lincoln 10,401—14 
15— 4,641 Imperial 7,061—15 

159,104 Misc. 244,685 

Total All Makes 
2,314,184 2,815,305 


Further details on Page 42. 


Compacts at New High 


percent from the 2,315,305 record-, 
ed in the corresponding period of’ 
last year. 


As was the case a month earlier, 
(Continued on Page 4, Col, 2) 


Shift to Profits 
Noted at ATAM 


Prospects Reported 
Clued on Shortage 


By Robert M. Finlay 
Editoria] Director 
ORTSMOUTH, N. H.— A dra- 
matic turnaround in the profit- 
ability of selling 1961 model cars 
was reported here last week at the 
midsummer meeting of the Auto- 
motive Trade Assn. Managers. 
Thomas F. Abbott jr., new pres- 
ident of the National Automobile 
Dealers Association, who was on 
hand to report to the managers, 
said in an interview that he be- 
lieved a shortage of cars was in 
the making for the cleanup. 
Other dealer representatives con- 
firmed this, some saying they be- 
lieved this was being planned by 
makers to insure against a repeti- 
tion of the debacle of last year 
when 1961 models bowed with such 
an overhang of 1960 models that 
profit possibilities of the year were 
ruined. 





x + * 
Now dealers, especially in Buick, 

Pontiac and Oldsmobile lines, 
indicate that they will be unable 
to get anywhere near enough new 
cars to meet their needs until the 
new models go on sale about Sept. 
21. 

While some indicated they 
would like more new cars, they 
added: “I’d a heck of a lot rather 
be short than have too many, 
though.” 

The new atmosphere of dealer 
profitability was confirmed by 
Vince Baker, veteran speaker who 
is a partner in a Pontiac deal in 


Colorado. 
* oe 


*x 
Ee TAKES only a little twist in 

attitude,” he noted, “to move 
from a situation in which the public 
ignores our sales efforts, believing 
we have cars coming out of our 
ears, to one in which customers 


are striving. to buy cars from the 
(Continued on Page 41, Col. 1) 





Best Cleanup in Years 
Predicted by Dealers; 


Car Shortage Looms 


possibility of dollar help from the| tories were being trimmed in gatis- 


By Robert M. Lienert 
Associate Editor 
G=uses sailing in this year’s 
cleanup is anticipated by deal- 
ers across the United States, an 
AvuToMOoTIVE News survey found last 
week. 

About the only problem envis- 
ioned this year is a possible 
shortage of ’6ls just before the 
new models appear. Certain mod- 
els are already reported scarce. 

With last year’s nightmare still 
fresh in their memory, the dealers 
anticipating a supply problem 
didn’t really seem alarmed. 

* * ok 

EALERS last week also were 

talking about: 

1. Surprisingly good volume and 
profit in June. 

2. Continued bullishness on 
compacts and indications of a 
slight softening in the used-car 
market in some areas. 

3. The outlook for an above- 
average sales pace during the sum- 
mer months. 

4. A feeling that ’62s and the 
fourth quarter will see a new-car 
sales spurt. 

a * cd 
[p2A-4e optimism on the clean- 
up apparently stemmed from 
their careful and conservative or- 
dering, a gratifying sales volume, 
lack of factory pressure and the 


Inside 
Auto News 


@ Testimony on Celler Bill. 
Page 42. 


e Tire price conspiracy charged. 
Page 2. 

@ Used cars short in South. 
Page 6. 

e@ Wilkie sees the new Renault. 
Page 2. 

e@ Challenge for dealer associa- 
tions. Dealer Forum, Page 3. 


factories. 

“There is no cleanup problem,” 
said a Milwaukee Chevrolet deal- 
er. “We're going to hurt if we 
don’t get more cars.” 

Dealers in the Logs Angeles area 
said some “might not even have a 
demonstrator left” by the time ’62s 
arrive. 

In New Orleans, a Chevrolet 
dealer said he placed a special 
order for nine Monzas 33 days 
earlier, and had not yet received 
a production order on the cars. 

He added that he expects to be 
out of new cars for two weeks be- 
fore the ’62s arrive. 

Dealers in the New England area 
reported increased price jockeying 
by prospects, but they said inven- 


factory fashion. 
* ok * 
DEALER on the Gulf Coast of 
Florida said “the only problem 
is whether to clean up fast and 
risk having no cars to sell or 
whether to clean up leisurely and 
hold out for better profits.” 
Dealers in Billings, Mont., said 
the cleanup prospects appear to 
be better than any time in the 
past 10 years. 

Said one, “Dealers are beginning 
to look at their stock and are tight- 
ening up on their deals. They aren’t 
going to have the cars to last until 
the ’62 showings.” 

One dealer said he had only two 
compacts in stock, and “hopes” to 

(Continued on Page 49, Col. 1) 


First-Half Car Production 
Trails 1960 by 28 Pet. 


7 domestic auto industry turn-| compacts. At the time Chevrolet 


ed out 2,739,663 passenger cars 
in the first six months of 1961, and 
General Motors accounted for 51.06 
percent of the total on 1,398,859 as- 
semblies. 
The first-half auto output was 
28.2 percent under the 3,813,529 
cars built in the comparable pe- 
riod a year ago. Commercial-ve- 
hicle production was off 22.3 per- 
cent from 725,108 units in ’60 to 
577,869 this year. The total of 3,- 
317,532 cars and trucks this year 
was 26.9 percent under the 4,538,- 
637 built in the first half of 1960. 
Makers assembled 962,752 com- 
pact cars from Jan. 1 through 
June 30, which was 35.1 percent of 
the total. A year ago the small cars 
took 25.9 percent with 987,413 units. 
GM divisions built 324,192 small 
cars in the first half, a gain of 
121.9 percent over the 146,115 pro- 
duced a year ago. 
However, a year ago there was 
practically no output of the BOP 





Leaders of Dealer Association Managers— 


Otto P. Henneberger, ‘center, business manager of the New Jersey Automotive Trade 
Assn., was elected president of the Automotive Trade Assn. Managers at the mid- 


summer meeting at Portsmouth, N. H., 


last week. At his right is William W. Egelhoft, 


executive vice-president of the Greater Kansas City dealer group, who was elected 
secretary-treasurer, and af his left is Herman Schaefer, manager of the Indiana dealer 
group, who is the new ATAM vice-president, 


had turned out 146,079 Coryairs, 
Buick had assembled only 16 Spe- 
cials and Oldsmobile had rolled off 
only 20 F-85s. Tempest was not yet 
in production. 

In the first half, the Corvair count 
was a record 184,595, Tempest, 63,- 
164; Special, 43,490, and F-85, 32,- 
943. 

as oJ + 

ORD MOTOR’S compact output 
was down .5 percent on 343,900 
units—254,074 Falcons and 89,826 
Comets—compared with 345,716 a 
year ago, when 268,136 Falcons and 

77,580 Comets were turned out. 
Both Ford Motor and GM in- 

creased their share of auto 

duction in the first half, ile 
American Motors Corp., Chrysler 
Corp. and Studebaker-Packard 
Corp. saw theirs dwindle. There 

(Continued on Page 53, Col. 1) 


Dealer Ranks Cut 
Another 2 Pct. 
During First Half 


ye profit squeeze and related 
problems cost the auto indus- 
try 688 dealers during the first six 
months of 1961, according to AuTo- 
MOTIVE News estimates. 

The midyear census found 31,- 
565 dealerships handling domestic 
passenger cars, compared with 
32,253 at the beginning of 1961. 
It was a loss of 2.13 percent for 
the six-month span. Considerably 
more than 688 dealerships went out 
of business during the period, of 
course. The 688 represents the num- 
ber of dealers who sold out, died, 
retired or were cancelled and were 
not replaced by their factories, 

* ok * 





LL five United States auto com- 

panies shared in the decline. 
Numerically, American Motors 
fared best, losing only 40 outlets 
during the first half. 

Ford Motor lost an estimated 
135 dealerships; General Motors 
dropped about 140; Studebaker- 
Packard’s total declined by 178, 
and Chrysler Corp.’s by 273. 

On a percentage basis, the GM 

(Continued on Page 4, Col. 1) 
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2 
By FTC Attorney... 


Tire Makers Accused 
Of Price-Fixing Plot 


WASHINGTON. — An allegation 
of long-term price-fixing conspir- 
acy involving tire makers and the 
Rubber Manufacturers Assn. has 
been made in the course of a hear- 
ing before a Federal] Trade Com- 
mission trial examiner. The charge 
was made by FTC attorney James 
S. Kelaher, who introduced into the 
record of the hearing documents 
dated as long ago as 1923. 

Kelaher also asserted that 
there exists a “price leadership” 
system in the tire industry. This 
entails the announcement, prob- 
ably by one of the major manu- 
facturers, of an impending rise 
in prices, 

This is often done through a 
news leak, it was said, so that the 
other companies would be tipped 
off to the forthcoming change in 
prices in time to adjust their own 
more or less simultaneously. Kela- 
her asserted that the tire makers 
“communicate freely with one an- 
other through RMA and RMA 
meetings and otherwise, prior to 
and during changes in pricing or 
pricing policies.” 

Price changes are made known 
prior to their effective date, Kela- 
her stated, “for the obvious pur- 
pose of leaking the news to all 
other respondent companies as a 
Signal so they can act with dis- 

itch.” 



















Auto Credit Rises 
After 7-Month Dip 


Big Boost Reported 
In New Borrowing 


WASHINGTON.—The volume of 
auto credit outstanding increased 
by $42 million in May, the Federal 
Reserve Board reported. It was the 
first increase in the credit total 
since September of last year. 

At the end of May, the credit 
total stood at $17,242 million, 
down $189 million from the year- 
earlier total as a result of the 
seven-month contraction in auto 
credit which ended in May. 

Consumers’ total installment debt 
increased by $139 million in May ~ 
to reach $42,127 million at month’s 
end. 

The boost in the auto credit total 
in May can be traced to a large 
increase in the amount borrowed 
to buy cars. Auto credit extended 
in May totalled $1,461 million, well 
above the $1,247 million extended in 
April but still below the $1,658 mil- 
lion extended in May of last year. 

Auto credit repaid in May 
amounted to $1,419 million, com- 
pared to $1,312 million in April and 
$1,397 million in May of last year. 

Of the auto credit outstanding 
at the end of May, banks had 
extended $7,901 million, up $59 
million during the month and a 
gain of $87 million in the last 
year. 

Finance companies held $7,204 
million of the auto paper, down $41 
million in May and a drop of $427 


kets and have conspired to rig bids 
to government bodies. Among other 
things, he said that. the companies 
are designated by code names when 
bids to the Federal Government are 
in question. This is done “all for 
the purpose of carrying out the 
conspiratorial acts,” Kelaher stat-| | 
ed. The code names cited are:| | 
General Tire, Soldier and Ralph; 
Goodyear, Canfield and Andrew; 
Firestone, Stoneman and Daniel, 
and Adam is said to be the Good- 
rich code name. 

According to the FTC attorney, 
the tire manufacturers “agreed to 
allocate state business among 
themselves.” To further this, they 
designate “certain companies to bid 
at higher prices than the company 
or companies to whom the business 
has been allocated.” 

According to Kelaher, the “big 
four” tire manufacturers use net 
price lists which result in “gen- 
erally identical” prices, though 
the smaller companies and Gen- 
eral Tire & Rubber have some- 
what lower prices. This differen- 
tial, Kelaher asserted, has “been 
recognized and maintained by 
agreement of respondents for 
many years dating back to the 
1920s and 1930s.” 

The single zone delivered price 
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Small Renaulf— 


Totally utilitarian is this new, low-priced Renault, which makes no pretense about 
its styling. This four-door station wagon, it is believed, will ultimately replace the 4-CV. 
6 3e'@ oe oe ee 


2 New Low-Price Renaults. 


Aimed at Utilitarian Buyer 


By David J. Wilkie that have not appeared on any 
PARIS.—Renault, Inc., one of the | Make in the lowest price range. 
world’s oldest auto makers, will in- The new Renault models have 
troduce two new models in the| been given rigorous road tests by 
lower price field later this year. automotive trade publications rep- 
Details of the new vehicles will | Tresentatives over highways in 
be announced on Aug. 29, along | Southern France, under the super- 
with the price, expected to be in | Vision of Renault factory executives. 
the Dauphine range. However, One of these representatives de- 
the cars are not intended to re- | scribed the new vehicles as “in- 
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° system plays a significant role in| place the Dauphine, which is to | tended for basic transportation; not 

Kelaher clearly implied that the|the alleged uniform pricing prac-| continue in production. elegance but utility. They don’t a ——o 4 Soatit ti had | 
tire companies have allocated mar-| tices of the companies. This per-| [Initial general public introduc-| have to be pampered. You can treat t ded 186 2 siiton ~ $24 rm st 
—_——— | mits recognition of price differen-| tion is scheduled for mid-October| them like workhorses, not as race] io) j ek gg sf $166 a. 

J d 9 ot tials to different classes of custom-| at the Paris Auto Show. While en-| horses.” ~ i at - 2 ga ie — 
u ge S inion ers, but also allows delivery at a| gineering and styling details are Certainly the test drivers ‘The - “vs i "088 villi se 
- ine uniform price “throughout the na-| being officially withheld for the| brought to France from various | j.jq a ae Beeler : anehened ne 
OK Ss Depositions conaen” aeecniane ynggae! are — = _ be oe the new “ao oe — m4 oe from the total at the end of April th 
. »| models will offer several new econ-| world market have not pamper m 
From Newbergs oe. a goes auiely omy features, including at least two| them. — pushed po oa dpe ae May 3 =" a ae ee re 
. RMA | ee ae, Senay ving effici- 

DETROIT.—Chrysler Corp. last accepted it as a part of its uniform ° ency. ‘ EA < Tea I 
week was granted the right to take|®¢Counting method in 1933. 30-Day Notice By the time the road tests have! Slickest Cleanup 
depositions from ousted president| A very detailed uniform standard ° been completed late in August some 
William C. Newberg and his wife costing system—which Kelaher said To Be Given on 20 groups of auto writers, ranging I Y m 
in their Wayne County Circuit tire firms — = age rene C D from six to 10 members, will have n ears een & . 
Court suit against the auto maker.| "8S @ major role in e allege tested the new cars, Three groups o & te 

Way for th e depositions was| Price conspiracy, according to Kela- onsent ecrees from the United States were mene By Chrysler Aide ki a 
opened in an opinion by Circuit| her. He said the tire companies set} 'WASHINGTON.—Attorney Gen-| the first to try them out. mB pe 
Judge Henry L. Beers. their prices for tubes and tires} eral Robert F. Kennedy has an-| ‘There was speculation, of course, DETROIT.—AIl indications point © 

Beers also reaffirmed his earlier| through the application of this al-| nounced that the Department of| by each group as to what the U. S.| toward the best new-car cleanup _ to 
injunction restraining New ber g|¢8¢d “cost formula,” which is said Justice will give public notice of| price tags will be. Many of the test| Since the end of the Korean War, a | 
a roceeding with his action to be a part of the RMA uniform| the terms of a consent decree set-| Grivers guessed they might become| Chrysler Corp. executive said last 1 M 
a ae Chrysler President and|*¥Stem of accounts. tling a civil antitrust suit at least/ the lowest priced cars in the Ren-| week. I 
Chairman LL, Colbert in neizh-|  Kelaher also claimed in the | 30 days before it becomes effective. | ault line. Thomas F. Morrow, defense and § 
boring Oakland County until tne course of the proceeding before This is an internal move that ac- There were varying opinions as special products su 
Shoes County litigation has been the examiner that the tire com- |C®°™Plishes what some Congress-| t. how they would do competi- | 8™°UP vice-presi- th 
settled. Later in the week, Beers| Panies rotate low bids to govern- | ™€n have attempted for several tively with other short-wheelbase | dent, said the in 
denied a Newberg petition for a| ment entities among themselves, | Sessions. Antitrust Chief Lee Loev-| imports in the U. S. market. | C@tryover of ’61s of 

that they have uniform systems |inger has several times put him-| while pointing out that they had | 2t the time of by 





rehearing. 

The court also required, at the 
request of Chrysler, that the New- 
bergs file a $15,000 injunction bond. 

This is in connection with the 
Newberg’s temporary injunction 
against Chrysler from enforcing 
collection on the promissory note 
and assignment given to Chrysler 
by the Newbergs at the time of 
their settlement last July of the 
claims by Chrysler against the 
Newbergs. 


new-model intro- 
duction will be 
less than half the 
number of ’60s 
carried over last 
year. 

“This orderly 
cleanup of 1961 i : ; ¢ 
models will in T.F.Morrow ~~ y 
turn lay the groundwork for excel- — a 
lent automotive sales in the fourth f¢ 

n 
h 
it 





self on record as being in favor of great expectations for their new- 
such a procedure. est models in all world markets, 
Almost three-quarters of the Jus- Renault representatives noted 
tice Department’s civil cases are| their total sales in the U. S. ac- 
settled by negotiations and agree- counted for only about one per- 
ment with the defendant. A Federal! cont of the. Renault world mar- 
Court then makes the decree bind- ket. 
ing, -, only ate it => From the Renault viewpoint the 
ake aitnes b ea a oe — demonstration tests are a complete- 
on a ‘t a t y the government | iy successful undertaking. Whether 
The on ng y- 4 i _|the cars will appeal to American 
_ ne change in procedure is CON-| bhuvers is yet to be determined. It 
sidered important since competing is a commonly known fact that 
parties would be fully aware of American motorists are luxury- 





of rebates and discounts, and 
that base prices for their prod- 
ucts are set by agreement. 

The “key to the entire pricing 
structure” of the tire industry, Kel- 
aher claimed, is in- the “suggested 
consumer list prices” put out by 
the companies. Used in conjunction 
with “schedules of discounts, al- 
lowances, and. bonuses,” the list 
prices become a base for computa- 
tion of net prices, Kelaher stated. 

















quarter of this year,” he said. 
“Preliminary estimates place the 
annual rate of new-car sales at 
year-end well above six million | 
units. If we enter 1962 with this ‘ 
expected high rate of sales, then se 
next year could turn out to be one” to 
of the best years in the history of F ne 
the automobile industry,” he said. fir 
Morrow spoke at the anniversary ca 
banquet here of the Booker T. 
Washington Business Assn. 


|| Oklahoma Law d 
Makes Licensing 
Duty of Buyer 


OKLAHOMA CITY.—Gov. J. H. 
Edmondson has signed a bill which ~ 
permits an auto purchaser to buy 
his plates and pay his tax in his © 




























the terms of the settlement in time ; 

. loving. They will not find luxury in 
to make their views known. The the new Renaults, but they will find 
the cars yield more than 35 miles 
per gallon of fuel and provide de- 
pendable transportation, 





Business Barometer 


Automotive News Economic Index— 


98.5 Percent of Last Week 
101.5 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 

Last Week Last Year 
Auto Production ................ 125,393 97.7 99.6 
Truck Production ............... 27,322 119.3 114.6 
Auto Registrations—Year to Date. . 2,294,532 ieee 82.1 
Truck Registrations—Year to Date. 315,314 carte 85.8 
Steel Production—Tons .......... 1,925,000 97.3 127.5 
Soft Coal Output—tTons ......... 8,965,000 101.1 99.4 
Oil Refinery Output—Barrels ..... 46,871,000 90.8 93.6 
Barometer Freight Car Loadings 327,485 99.1 95.7 
Department Store Sales Index .. 127 79.9 102.4 
Stock Market Price Index ....... 130.7 99.1 112.3 
U. S$. Government Spending 





Department has indicated that it 
will weigh all comments carefully 
and use its discretion in letting the 
defendant know of any complaints. 
During the 30-day period, the De- 
partment would be free to act on 
additional information or change ; 
its position if it feels “that the pro-| 
posed judgment is inappropriate, 
improper, or inadequate.” 




























Carryover Rebate 


On AMC Demos 


DETROIT.—American Motors 
has joined General Motors in ex- 
tending the 5 percent carryover 
rebate to dealer-owned demon- 
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Fiscal year to date .............. $97 472,612,000 es 105.0 strators. own county. The money will go to 
Commercial and Industrial Loans $31,705,000,000 100.6 99.7 As in the case of GM, the demo| f the schools in his own county. 
Savings Deposits ................ $28,526,000,000 100.2 sila rebate will become a part of the|?@ “The law gives the buyer three 
Used-Car Prices—Average ....... $995 96.0 105.1 AMC franchise and will take effect | — days in which to buy his tag for © 
Business Failures ................ 326 106.2 117.3 this fall. The 5 percent will be paid F Go, Not Sh anew car,” according to R. T. 
Common Common on ’61 demonstrators owned by|fOr [O, NO eran Scott, chairman, Oklahoma Motor 
Stocks July5 June 28 196! Range Stocks July5 June 28 196! Range ||] Rambler dealers when the ’62 mod- Spartan interior of the new Renault} Vehicle Commission. “The dealer 
AMC....... 17 16% 21%4-16% _ Re 544, 533%, 55Y%,-42% || els are introduced. model to be introduced later this year| gives the buyer a paper tag to cover 
Chrysler....45% 45 48 -37% Mack....... 48 47, 49%,-32% At press time last week, Ford| illustrates maker's goal of utility rather| this three-day period.” 

Ford....... 83% 81% 91%4-63%, | S-P......... 7% 7% MNT Motor, Chrysler Corp. and Stude-| than elegance. Short-wheelbase car is un-| The law shifts the responsibility ® 
GM........ 444, 445% 494,-50% White...... 56%, 56% 60-40%, || baker-Packard had taken no action | usually comfortable, according to Automo-| for tagging cars from the dealer ~ 


Ce FMwmmmmaae ee ee — ee x CU le Uf) eee 


to the buyer. Dealers applauded 


on including demos in the carry-| tive News Writer David J. Wilkie, who 
the change. 


(July 10, 1961) 
over allowance. drove the car in France. 
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Dealer Forum 


by Robert M. Finlay 





oe challenge that faces auto 
dealers and those who work 
with and for them was vividly 
pictured by several speakers and 
managers themselves at the Auto- 
motive Trade Assn, Managers meet- 
ing at Portsmouth, N. H. 

Thomas F. Abbott jr., the new 
president of NADA, accented this 
in calling for better leadership. 
Several managers supported this 
thought. Some 
were critical of 
their own conven- 
tions, wondering 
if dealers got 
enough out of 
them; some were 
even critical of 
the meeting they 
were attending. 
We heard similar 
critical self-ex- 

pa amination at the 
T. F. Abbott Jr. NADA conven- 
tion last January. 

Yet there was much meat to be 
found in both places. Consider, 
for example, the message of Ab- 
bott. He brought into focus much 
of the challenging unrest that 
pervades the industry and framed 
it into opportunities. 

If you make an effort, you can 
tune in some of the most knowl- 
edgeable people in the industry at 
such meetings. 

Abbott noted: 

“As a dealer and businessman, I 
sense a new attitude ... and it is 
not a good one... on the part of 
the public to all business, business- 
men and to the organizations which 
represent business, 

“I sense a new attitude on the 
part of the average dealer toward 
his associations.” 

He cited the case of the state- 
ment of a great business organiza- 
tion being portrayed as “selfish in- 
terest,” and meeting ridicule from 
a government spokesman and re- 
porters on a TV panel program. 

It is popular today, Abbott said, 
to be critical of business. 

* co 


Meeting Challenge 


| MEETING this challenge, Ab- 
bott warned managers not to 
substitute their own thinking for 
that of their members, or to be 
influenced unduly “by a minority 
of your dealers who, being pinched 
by competition, may be over-emo- 
tional in enumerating their prob- 
lems and less intelligent in sug- 
gesting solutions to those prob- 
lems.” 

Here are some of the criticisms 
from dealers cited by Abbott: 

“My local and state associa- 
tions are rabble-rousing outfits 
which feed on one crisis after 
another. In emotional outbursts 
they feed the public with much 
misinformation which actually 
hurts rather than helps my bus- 
iness.” 

Another dealer: 

“Somehow or other we have mis- 
Sed the boat. We are always talking 
to the same dealers, who do not 
need to hear what we say in the 
first place. The bad eggs, who have 
caused many of our troubles, have 
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never been members . .. We have 
always been on the defensive as 
far as they are concerned, and I 
am tired of apologizing to them 
and for them.” 

Still another: 

“Our association manager has let 
himself become nothing more than 
a supervisor of a bunch of clerks 
who are handling our insurance 
and hospitalization activities ... 
Our state association has got to be 
more than an insurance brokerage 
office .. .” 

* * 
Management 


fhe call, said Abbott, is clearly 
for better management of our 
associations, and “mind you, I did 
not say better managers; I said 
better management.” He noted here 
that he thought management of 
the national association was at an 
alltime high. 

Abbott saw the primary re- 
sponsibility of every association 
to represent its members in their 
relationships with their govern- 
ments, He enumerated the ingre- 
dients of the NADA program in 
successfully meeting the chal- 
lenge in Washington on the mini- 
mum wage bill 

“First, we had a basic policy. In 
this instance, it was that we want 

as little government interference in 
our business as possible. . 

“Second, we supported our basic 
policy with facts and figures, We 
passed on resolutions, and not once 
did we resort to emotional out- 

bursts. 

“Thirdly, we were carefully or- 
ganized. We devised the best plan 
we could think of and we stuck 
to it.” jz: 

Vital factors in better manage- 
ment, said Abbott, are keeping 
adequately informed, and commun- 
icating facts and figures, clearly 
and frequently. “. . . Too often we 
go off in all directions . , . and this 
is a good description of poor man- 
agement ... because we don’t read 
and we don’t remember what we 
do read.” 


* 


To Send Message 


— in on the message of an- 
other speaker at the same meet- 
ing for an insight into the prob- 
lems of communications—“the fight 
for men’s minds.” He is Walter 
Belson, public relations director of 
the American Trucking Assns. 

Each of us, says Belson, has the 
life that our wives, our neighbors, 
our business acquaintances see, and 
the secret life that nobody knows 
about. Yet it is critical that we 
reach the secret self if we would 
communicate. 

While communication is the most 
underdeveloped of the arts, Belson 
said he offered these rules for those 
who would communicate with 
others: 

1. State the message straight; 
don’t beat around the bush. 

2. Answer the reader’s (or listen- 
er’s) unspoken question: What’s in 
it for me? 

3. Prove what’s in it for him. 

4. Repeat it. 

And if you would improve your 
reception of other people’s ideas, 
here are some rules for listening 
from Belson: 

1. Think ahead (because your 
mind is so much faster than the 
speaker’s tongue that it will skip 
to other thoughts unless you give 
it something else to do in connec- 
tion with the message) to see if you 
can deduce the point he will make. 

2. Evaluate what he is saying. 

3. Review what he is saying. 

4. Listen for the between-the- 
lines message—what he isn’t say- 
ing. 

5. Watch people’s eyes as they 
talk: 

And here is a message that ATA 
has for other auto organizations: 

There is underway among gov- 
ernments an attempt to load the 
motor vehicle with the general 
cost of government. 


> 


Reflect Tax Boosts on Tires... 








Car Prices Adjusted 


By John K. Teahen Jr. 
Associate Editor 

N INCREASE in the Federal 

excise tax on tires brought 
about minor revisions in ’61-model 
new-car prices at Ford Motor, 
Chrysler Corp. and American Mo- 
tors last week. 

The three manufacturers boost- 
ed prices $2 per unit on cars de- 


Michigan Dealers Elect— 


livered to dealers on and after 
July 1. 

General Motors decided not to 
raise its prices, Studebaker-Pack- 
ard made no adjustment because 
the company had completed its ’61 
model run when the tax change 
went into effect July 1. 

* a * 


HE increased excise tax on tires 
is part of the Federal-Aid High- 





New officers of the Michigan Automobile Dealers Assn., elected at the group's 
40th annual convention in Detroit, are, back row, from left, Gilbert L. Haley, executive 
vice-president; Charles Barrett, Port Huron, vice-president Group I; Harold Labyak, 


Ontonagon, vice-president Group IV; E. H. 


Gilbert, River Rouge, vice-president Group 


V, and A. E. Summerfield jr., National Automobile Dealers Assn. director. Front row: 
David T. Roney, Detroit, convention co-chairman; Herb Estes, Ann Arbor, 1961-62 
president; Arnold Klett, Detroit, outgoing president, and Bill Hermann, Detroit, con- 
vention co-chairman. Other officers include Harold Rockwell, Grand Rapids, first 
vice-president; Ray Shank, Benton Harbor, vice-president Group |; Robert DeNooyer, 
Holland, vice-president Group III; Howard Cook, Lansing, secretary-treasurer, and 
Al Edwards, Lansing, assistant secretary-treasurer. 


2 More Akron Elections 
Go Against Salesmen 


By Francis J. Gawronski 
Staff Writer 

T= campaign to organize auto- 
mobile salesmen in the Akron 
area has reached the brink of fail- 
ure following the union’s defeat 
in two consecutive 
representation elec- 

tions. 
The organizing 
union, Retail Clerks 
Local 860, was re- 
jected by salesmen at Spot Motor 
Co. (Dodge), 4-to-3, and at City 

Chevrolet, 15-to-6. 

George Frazee, Local 860 business 
agent, said the two defeats were 
a serious setback in his union’s 
drive to organize Summit County 
automobile salesmen. 

“I don’t know what will happen 
now,” Frazee said, 

The union has won two elections 
and lost three. The results of a 
sixth election are being challenged. 

The election victories were 
gained at two Akron dealerships, 
Universal Motors, Inc. (Ford), 
and Summit Buick, Inc. 

Salesmen at Laughman Motor 
Co. (Ford), Barberton, have reject- 
ed Local 860. An election at Rich- 
ards-Wallace, Inc. (Lincoln-M e r- 
cury), Barberton, resulted in some 
challenged votes that are being in- 
vestigated by the NLRB. 

* * * 


NLRB Cites Dealers 


N HOUSTON, two auto dealers 
have been found guilty of unfair 
labor practice charges by a NLRB 
trial examiner. 
The charges were filed by the 
Retail Automobile Salesmen, 


W. Palm Beach Dealers 


Elect Schooley President 


WEST PALM BEACH, Fla— 
C. W. Schooley III has been elected 
president of the Automobile Deal- 
ers Assn. of West Palm Beach. 

Don Wilson igs vice-president; 





Autos and trucks are necessities; F. O. Dickinson jr., secretary- 
of our way of life, and not, as it| treasurer, and J. Reid Heuer, acting 


(Continued on Page 50, Col. 2) 


secretary-treasurer. 


Local 501, which is attempting to 
organize salesmen in the Houston 
area. 

The trial examiner ruled that 
Luke Johnson Ford, operated by 
Jack Roach Broadway, Inc., and 
Jimmy Green Chevrolet, had il- 
legally interfered with the union’s 
organizing activities. 

The examiner also found that a 
discharged salesman at Green 
Chevrolet should be reinstated and 
compensated for lost wages. 

The Houston organizational cam- 
paign is marking time while the 
NLRB in Washington decides 
whether the Houston Automobile 
Dealers Assn. can be classified as 
an employer and deal with the 
union for all employes of its mem- 
bers. The national office must rule 


on the question before representa- 
(Continued on Page 52, Col. 1) 


On the House... 


around to help 
on vacations. All 





Wembhoft 
about, and the dealer is holding the 


way Act of 1961. It added two cents 
per pound to the levy on floor 
stocks of tires, boosting the tax 
from eight cents to 10 cents per 
pound, 

The tax hike applies to stocks of 
tires held by auto makers for use 
in assembling cars and trucks, but 
it does not apply to tires mounted 
on vehicles in the hands of auto 
dealers on July 1. 

The auto makers who have re- 
vised their excise figures empha- 
sized that the $2 boost is strictly 
the result of the government’s 
tax increase. Factory list prices 
have not been touched, thus the 
$2 is not a part of dealer dis- 
count or markup. 

Tires on domestic passenger cars 
weigh between 18 and 24 pounds 
apiece, depending on size, or 90 to 
120 pounds for a set of five. The 
average is about 100 pounds per 
car. 

Ford, Chrysler and AMC decided 
upon an across-the-board excise 
boost of $2 per unit rather than a 
pro-rated hike on a model-per- 
model basis. 

* + * 
qeucn tires present a different 
problem because of their great- 
er weight and the many sizes in- 
volved. The excise-tax boosts on 
Dodge trucks, for example, range 
from $2.25 to $21 per vehicle. 

This is the second time in five 
years that a tire-tax increase has 
caused a midsummer revision in 
auto prices. 

The Federal-Aid Highway Act 
of 1956 increased the tire excise 
from five cents per pound to eight 
cents per pound, It led to price 
hikes of $3.20 to $5 per model on 
automobiles. 

Officials of leading imported-car 
firms said last week that the in- 
creased tire excise will not affect 
the port-of-entry prices of their 
cars. The tire excise does not apply 
to cars fitted with tires at the fac- 
tory overseas, they said. 

Imported cars carry the regular 
10 percent excise tax, plus an 8 per- 
cent import duty. ‘ 

oa 


N IMPORTER said the base for 

these taxes is determined as 
follows: The overseas auto manu- 
facturer sends the United States 
Government an affidavit showing 
his cost of production. It includes 
the cost of materials, minus U. S.- 
made materials. 

The U. S. Government uses this 
affidavit as the basis for levying 
the excise and import taxes. 

In offering the car for sale in 
this country, the importer must peg 
his price above the aforementioned 
cost of production. He may not 
charge less than that figure be- 
cause of the anti-dumping laws. 


Rodenfels Elected in Ohio 


COLUMBUS, O.—John L. Roden- 
fels, Cleveland, has been elected 
president of the Ohio Automobile 
Dealers Assn. He succeeds William 
McCoy, Wilmington, who resigned. 





Paraphrasing a West Coast dealer’s letter: “It’s 
the May-June contest time. If a dealer made money 
in May and there is any chance of not making his 
quota, he is severely criticized for not giving all of 
his profit away in June.. 
register all cars you can to relatives and employes, 
get every possible sale and then the factory boys 
win a trip to Florida and the dealers win a gorgeous 
trip to Las Vegas. When they come home broke 
from gambling, there will be no factory personnel 


. Keep your books open, 


clear up the mess; they are all 
the new-car shipments have been 


completed, the factory boys have nothing to worry 


sack”... 


R. 8. Lincoln, president of Reliable Chevrolet, Meridian, Miss., 
believes that factory field men should be “men with quts to stand 
up to the top-level factory officials and tell them where they are 
wrong,” instead ef pushing programs just to attain high ratings... 
If you expect a shortage of new cars before ’62 introductions, raise 


your profit sights at least $150 on 
Kansas City association ...The 8 


every ’61 sale, advises the Greater 
tandard-Star, New Rochelle, N. Y. 


saluted Derks Buick with an editorial on completion of its 40th 


year... 

One of the NADA Task Force 
that the auto industry’s retailing 
research firm, with suggestions for 


’s long-range recommendations is 
be studied in depth by a topflight 

improvements. 
—Pete Wemuorr, Editor, 
Automotive News 
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688 Fold in First Half... 


Dealer Ranks Thinned 
By Another 2 Pet. 


(Continued from Page 1) 


other; sometimes a medium has 
been moved into arn existing Chev- 
rolet or Cadillac location. Thus, an 
individual GM division may have 
as many franchises in effect as at 
the beginning of the year, although 
the corporation’s dealership total 
has dropped. 
* 












dealer total fell an estimated one 
percent, while AMC went down 1.34 
percent and Ford slipped 1.7 per- 
cent. Chrysler and S-P were harder 
hit. 

Chrysler lost an estimated 4.3 
percent of its dealer force during 
the first six months of this year, 
while Studebaker’s ranks shdwed a 
depletion of 7.9 percent. 

* + 












* * 


NCORPORATE duals were esti- 

mated at 1,390 on July 1, com- 
pared with 1,468 on Jan. 1. 

AMC was remarkably steady in 
this regard. At the beginning of 
the year, 875 dealers handled Ram- 
bler along with another domestic}, 


JULY 1, estimated totals for 

the five U. S. manufacturers 
were: AMC, 2,935; Chrysler, 6,050; 
Ford, 7,995; GM, 13,895, and S-P, 








While lack of profit is the chief 
reason for the decline in the dealer 
body, the effect of consolidation or 
dualling within the corporation 
must be considered in the case of 


the Big Three. 

This is especially true at GM, 
which offers three makes in the 
medium-priced field. Buick, Olds- 
mobile and Pontiac franchises 
often have been the subject of 
consolidation in smaller cities. 


Sometimes, the B-O-P makes 
have been combined with each 





Dealer Totals 


Automotive News estimates of num- 
ber of dealers handling U. S. makes 
of passenger cars on July 1 and Jan. 
1, 1961: 














duly 1, Jan. 1, 
1961 1961* 
American Motors ...... 2,935 2,975 
Chrysler Corp. .......... 6,050 6,323 
Ford Motor Co. ........ 7,995 8,130 
General Motors ......... 13,895 14,035 
SP Corp. .........000...00 2,080 2,258 
IE acdc cssersntscessseiced 32,955 33,721 
Minus Intercor- 
porate Duals .......... 1,390 1,468 
U. S. Passenger- 
Car Dealers ............ 31,565 32,253 
*—Revised 


© 1961, Automotive News 





Auto Business 
Needs Idealism, 
Canadians Told 


ST. ANDREWS, New Brunswick. 
—It is no use paying lip service to 
idealism in church, service club or 
local council if it is not practiced 
in the salesroom or service garage, 
according to John D. King, market- 
ing vice-president, Ford Motor Co. 
of Canada, Ltd. 

He told the Atlantic Provinces 
Auto Dealers’ Assn. that “idealism 
should be part of the so-called 
hard-boiled automotive business.” 

He added, “The very nature of 
our product makes us an open tar- 
get for public criticism and com- 
plaint. It represents both a major 
investment and a depreciating pos- 
session. A man will install a new 
heating system in his house and 
write it off as an investment. Not 
so when he is called upon to foot 
the bill for repairs to his car. 

“Let us recognize the continuing 
service needs of Canada’s 5,250,000 
vehicle owners,” King urged. “Since 
Canada sells close to 500,000 new 
vehicles a year, for every new pur- 
chaser there are nearly 11 owners 
requiring service. We are often 
prone to forget those 11 in our de- 
sire to make an immediate sale.” 


Dealers Drop 
License Office 


ASHLAND, Ky.—After two years 
of paying the $100-a-month rent for 
the local license office, the Ashland 
Automobile Dealers Assn. announc- 
ed that it will no longer finance the 
operation. 

The dealers have urged the 
county to keep the Ashland office 
open because of the volume of 
business it does. They claim 20,000 
auto plates were sold here last 
year, with each sale saving one 
dollar, the cost of a round trip to 
Catlettsburg, the county seat. 






































make. The current total is 870. 

Studebaker opened the year 
with 624 duals with other domes- 
tic makes, The total skidded to 
547 early in March, but S-P has 
more than held its own since 
then. The July 1 census found 
550 Lark duals. 


are 30 Rambler-Lark duals. 


(Continued from Page 1) 


there was an interruption in the 
report from Connecticut. Figures 
for that state were estimated by 
Polk. 
OF cs * 

Wut compacts in May taking a 

bigger chunk of the market 
than ever before, Falcon increased 
its domination of the compact field 
with a record count of 48,919 for 
the month. 

Rambler edged Corvair, 32,585 
to 31,783, maintaining a bare 
margin for second place in the 
compact ranks for the fourth 
month in a row. It was the best 
month for Rambler since last 
August and marked an alltime 
high for Corvair. 

Other compact-car registrations 
were: Comet, 18,319; Valiant, 10,- 
335; Tempest, 9,820; Buick Special, 
7,727; Studebaker, 7,100; F'-85, 6,- 
673, and Lancer, 6,131. 

Tempest and Special had best 
totals for any month in their brief 
history, while Comet had its best 
month since last October and F-85 
its best since December. 

* * * 


heed COMPARING May with the 
previous month, only three 
makes increased their share of the 
market. In doing so, Chevrolet, 
Ford and Comet also pushed their 
penetration to the deepest point of 
the year. In fact, Chevrolet’s pene- 
tration had not risen so high since 
the summer of 1958. 

Ford’s month-to-month pene- 
tration gain was 1.72 percentage 
points; Chevrolet’s, 1.02, and 
Comet’s, 0.35. 

Biggest loss during the month 
was taken by Dodge, which dropped 
0.56 points. Plymouth was down 
0.54; Pontiac, 0.39; Buick, 0.25; 
Rambler, 0.22; Chrysler, 0.21; Cadil- 
lac, 0.19; Studebaker, 0.19; Oldsmo- 
bile, 0.13; Mercury, 0.06; Imperial, 
0.04, and Lincoln, 0.01. 

For Pontiac, Oldsmobile, Plym- 
outh, Cadillac, Mercury, Lincoln 
and Imperial, market shares in 
May were the lowest of any month 
thus far in 1961. 

At the corporate level, the May 
market share was highest of the 
year for Ford and lowest of the 
year for Chrysler. In fact, for 
Chrysler Corp., it was the smallest 
monthly penetration recorded since 
March, 1959. 

* ok cS 

OR the first five months, as com- 

pared with a year ago, penetra- 

tion gains were chalked up, in 
order, by Comet, 1.69 points (al- 
though it got a late start a year 
ago); Chevrolet, 1.24; Ford, 1.10; 
Buick, 0.75; Chrysler, 0.37; Cadillac, 
0.34; Pontiac, 0.21; Lincoln, 0.19, 
and Oldsmobile, 0.11. 

Losses, in order, were, Plym- 
outh, down 1.62 percentage 
points; Dodge, 1.48; Studebaker, 
0.41; Mercury, 0.37; Rambler, 0.26, 
and Imperial, 0.05. 

At the corporate level, only Ford 


AMC has about 840 duals with 
Big Three makes, and S-P has 520 
with GM, Ford or Chrysler. There 







Friends Honor Dealer— 


Martin Pollard, seated, Sherman Oaks, Calif., received congratulations from his 
friends, who honored Pollard on his 65th birthday and 40th anniversary in the auto- 
motive business in California. Forty years ago Pollard established his first dealership 
in North Hollywood. He also established Chevrolet dealerships in Van Nuys, San 
Fernando and Reseda. Too, he founded Oldsmobile dealerships in North Hollywood 
and Van Nuys. At present, Pollard is president of Casa de Cadillac, Sherman Oaks. 
Standing, from left, are Warren Swem, sales manager; Joe Frink, used-car manager; 
Alex Von, general manager, all from the Casa de Cadillac, and Lew Fazackerly, gen- 


eral manager, Cadillac Los Angeles branch. 





Sales Score 
For May 


New-car registrations for May: 


1961 1960 
Pos. Make Pos. 
1—151,316 Chev. 171,779— 1 
2—129,568 Ford 131,721— 2 
38— 33,059 Pontiac 39,875— 5 
4— 32,585 Rambler 43,822— 4 
5— 28,377 Olds. 33,660— 7 
6— 27,5387 Plym. 46,016— 3 
I— 25,805 Buick 25,736— 8 
8— 21,258 Dodge 39,356— 6 
9— 18,319 Comet 17,293— 9 
10— 12,777 Cadillac 12,875—11 
11— 10,741 Mercury 14,280—10 
12— 8,289 Chrysler 1,573—13 
13— 7,100 Stude. 11,045—12 
14— 2,646 Lincoln 1,847—14 
15— 828 Imperial 1,274—15 
35,968 Misc. 48,903 
Total All Makes 
546,173 647,055 


Further details on Page 42. 





* * * 
Motor and GM showed gains. Ad- 
vances were rather evenly matched, 
with GM up 2.65 percentage points 
and Ford Motor up 2.61. 

Chrysler dropped 3.23 points, S-P 
was down 0.41 and AMC was off 
0.26. Miscellaneous makes, consist- 
ing mostly of imports, lost 1.36 
points. 

* * * 

NN TERMS of sheer volume, each 

of the Chrysler Corp. lines ran 
counter to May’s growing market. 
In other words, Chrysler, Imperial, 
Dodge and Plymouth all sold fewer 
cars in May than in April. Stude- 
baker also declined in May. 

All other makes moved upward 
during the month. 


Makes with higher volume in 


May than in the year-earlier month 


were Buick, Comet, Chrysler and 
Lincoln. 

For the five months, only 
Chrysler, Lincoln and Comet had 
a@ greater number of registrations 
than they did in the correspond- 
ing 1960 period. 

All other makes trailed their 1960 
totals. e. ee Oe 


L-M Says June Sales 


Were Second Highest 
DEARBORN. — Lincoln-Mercury 
reported its new-car sales for last 
month exceeded 37,600 for the sec- 
ond highest June total in history, 
Ben D. Mills, general manager, 
said the strong June sales pace was 
aided by an end-of-the-month 10- 
day selling period which was the 
highest for the division in six years. 
“The high consumer acceptance 
of Lincoln-Mercury Division car 
lines was especially evident in May, 
when retail deliveries of Mercurys, 
Comets and Lincoln Continentals 
totalled more than 32,600,” he said. 
“However, June sales not only 
topped the high May level by 15 











Compacts’ Sales at Record High 


percent but surpassed every other 
June total except the 39,000 sales for 
the month in 1955,” Mills said. 

In reporting the June sales per- 
formance, Mills also noted: 

Comet sales in June were at an 
all-time monthly record for the 
compact—m ore than 22,200 units. 
The Comet sales rate was up 16 per- 
cent from the previous month and 
was 22 percent higher than June of 
last year. 

Mercury sales in June were the 
highest this year, and the Mercury 
selling rate in the last 10-day period 
was the highest of any period in 20 
months. 

More than 2,240 Lincoln Con- 
tinentals were sold in June. 

* * 
Rambler’s June Sales 


Reach 12-Month High 

DETROIT.—Spurred by a 72 per- 
cent jump in deliveries in the last 
third of the month, Rambler retail 
sales in June rose to the highest 
level in 12 months, Roy Abernethy, 
executive vice-president of Ameri- 
can Motors, reported last week. 

June deliveries reached 40,055, up 
19.5 percent from May’s 33,515, and 
the 10-day level amounted to 18,991 
against 11,031 in the second 10 days 
of June, he said. 

It was the fifth time in Rambler 
history that sales exceeded 40,000 in 
a single month, Abernethy said. He 
added that Rambler sales in the 
second quarter totalled 104,576, a 
30-percent gain over the first quar- 
ter’s 80,476. 

* * * 
Ford Division Sales 


Up by 100,000 Units 

DEARBORN.—Ford Division re- 
ported that its car and truck sales 
in the second quarter of this year 
ran more than 100,000 units above 
the total for the first three months 
of the year. 

Sales for the period exceeded 461,- 
700 units, for the highest figure for 
any quarter since the second quar- 
ter of 1959, Matt S. McLaughlin, 
general sales manager, reported. 

Sales of the division’s ,cars and 
trucks in the first quarter of this 
year amounted to 361,467 units 

* * co 


Dodge Retail Car Sales 


Rise 10 Pct. in June 


DETROIT.—Retail sales of Dodge 
cars in the last 10 days of June 
were 61 percent higher than in the 
previous 10 days, General Manager 
Byron J. Nichols reported. 

Dodge dealers sold 9,297 new cars 
in the final June period, compared 
with 5,787 during June 11-20; he 
said. 

Nichols said Dodge retail sales in 
June totalled 20,456—an increase of 
10 percent over the 18,583 sold in 
May. Dodge truck sales in the last 
10 days of June totalled 1,723, an 
increase of 69 percent over sales 
in the previous 10 days. The total 
for the month was 3,640. 





=u /Dealer Held Liable 


As Stolen Car 


PHILADELPHIA. — The State 
Supreme Court has held a dealer 
liable for negligence in a case in 
which a car stolen from the dealer- 
ship was involved in an injury ac- 


| cident. 


The high court reversed a deci- 
sion of the Delaware County 
Court and ordered that the case 
be returned to the lower court 
for a jury trial. 

Bushong Pontiac Co., Inc., Upper 
Darby, is the defendant. 


from a car parked on the Bushong 
lot. The key theft was reported to 
police, but the company did not 
remove the car from the lot. 

On May 11 a 14-year-old boy who 
had obtained the keys from the 
boy who stole them, drove the car 
off the lot. 

The car ran up on a sidewalk 
and hit a woman, injuring her so 
badly that her right leg had to 
be amputated. When the woman 
sued, the lower court absolved the 
dealership of blame. 

Supreme Court Judge Michael J. 
Eagen, who wrote the reversing 
opinion, said that Bushong’s negli- 
gence in leaving the keys in the 
car started a “chain of causation” 
which resulted in the woman’s in- 
juries. 

Criticizing the dealer for failure 
to act after the keys were stolen, 
Eagen said: 

“It did not require much imagi- 
nation to realize that the car it- 

self might well be next on the 
list. Without the car, the keys 
were insignificant. 

“To prevent the car’s theft and 
operation required only a very 
simple mechanical operation. 

“That it might well fall into pos- 
session and control of an incompe- 
tent teen-ager was not difficult to 
visualize. 

“Retaining the car keys, in the 
first instance, until a customer 
came along would not constitute 
an intolerable burden.” 


Chrysler Offers 
10,000 Prizes in 


‘Summer Jubilee’ 


DETROIT.—A month-long con- 
test with 10,000 prizes—including 
12 new cars—will be launched to- 
morrow (July 11) by Chrysler Corp. 
and its two auto divisions, Dodge 
and Chrysler-Plymouth. 

The contest will be featured in 
the broadcast and telecast of the 
two All-Star baseball games (July 
11 and 31) which Chrysler is co- 
sponsoring. The campaign also will 
be the subject of a national maga- 
zine advertising program and will 
feature dealer promotional aids for 
local advertising. 


The high spot of the campaign ~ 


Testimony showed that on May : 
9, 1958, a boy stole a set of keys ~ 
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See 


will be the “Summertime Jubilee,” : 


a national prize drawing scheduled 


for all states except Wisconsin, ~ 


Florida and Nebraska. 

Owners of ’57, 58 and ’59 cars of 
all makes will be invited to enter 
the drawings by filling out entry 
blanks obtained from Chrysler 
Corp. dealers or clipped from ads 
and filed with dealers. 

Two drawings will be held, each 
for more than 5,000 prizes. The 
first will be July 29; the second, 
Aug. 12. Winners will be notified by 
dealers about four weeks after 
each drawing. 


The top prizes in each drawing # 


will be six new Chrysler Corp. cars. 
Other awards will include color 


Seactanbios 


television sets, room air condition- 7 
ers, motion picture outfits, radios © 


and cameras. 


Sunday Shutters 


For New Orleans 


NEW ORLEANS.—About 85 per- ~ 
cent of new-car dealers and a ma-_ 
jority of used-car operators have ™ 


agreed to close on Sundays. 


The agreement came ag a com- 
mittee of major church groups 7 


campaigned to close all businesses 
on Sunday. 
A number of dealers have been 


closing on Sundays for the past! 


several weeks. 





there is nothing harder to stop than a trend 
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There is nothing harder to stop than a trend. [= fS=TS=] 


ABC-TV] 210 | 20.4 | 
[Nery [167] 192 | 
inerz [16.7 [152 | 


Well, what kind of a trend has it been? 


It’s been, first, a trend to first place.* To the largest 
share of the viewing audience where it counts most. 

From October to June, in the markets where they can 
watch all 3 networks, they watched ABC-TV most.* 

It’s been a trend to new successes in new program- 
ming. My Three Sons and The Flintstones, for example, 
have continually hit the top ten. And such established 
trends as The Untouchables, 77 Sunset Strip, The Real 
McCoys, have kept trending right along. 

It’s been a trend to a new trend in public service 
series. Witness the acclaim for Sir Winston Churchill: 


The Valiant Years, Close-Up!, Expedition. And a new 
trend in news reporting: ABC-TV News Final. 

It’s been a trend to sports leadership . . . with Fight 
of the Week, NCAA and American League Football, 
College Basketball, All Star Golf, ABC-TV Wide World 
of Sports. 

It’s been a trend to the most tangible kind of 
sponsor enthusiasm—a 20% jump in billings for the 
first quarter of ’61, a figure far in excess of the industry 
pattern. 

It’s been a trend to new affiliate successes. t In Port- 


land, Ore., Seattle-Tacoma, Salt Lake City, Boston, 
Milwaukee, after affiliate switches to ABC-TV, aver- 
age evening audience shares soared as much as 52%. 

It’s been, in summary, that happiest of trends—an 
uptrend. A direction in which, it should be noted, we 
have every programming intention (Top Cat, The New 
Breed, Target: The Corruptors, Calvin and the Colonel) 


—“—“ABC Television 


*Source: Nielsen 24 Market TV Reports, Average Audience, week ending Oct. 
16, 1960 thru week ending June 18, 1961. Mon.-Sat. 7:30 to 11 PM. Sun. 
6:30-11 PM. vs. similar period a year ago. tSource: American Research Bureau. 
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Clean Units Hard to Get... 





Used Cars Critically Short in South 


By Robert H. Brown 
Staff Correspondent 


ATLANTA.—A very serious 
shortage of clean used cars exists 
in the South today, all the way 
from North Carolina and Tennessee 
down through Florida. What is 
more important, no relief from the 
shortage is foreseen by dealers. 

Dealers also make it known that 
the used-car departments would be 
doing a lot more volume if they 
could only find these extra clean 


jobs for resale. As it is, most of 


Disclosure Act 
Goes into Effect 


e 
In Arizona 
PHOENIX.—A new motor vehicle 


time disclosure act, passed by the 


1961 Arizona Legislature, went into 


effect July 1, giving buyers of new 


and used cars a clearer insight into 
the cost of car financing. 

The law requires that new-car 
and used-car dealers be licensed by 
the Banking Department as well as 
the State Highway Department. It 
permits dealers to sell sales con- 
tracts, signed by their customers, 
only to state licensed finance agen- 
cies including banks. 

It also provides for refunding un- 
earned interest to the buyer when 
such contracts are paid out by the 
buyer before the final due date. 
This was not legally necessary 
under the old law. 

The new statute sets a maximum 
of 8 percent a year on interest or 
carrying charges on cars sold with- 
in one year from the date of the 
manufacturer’s certificate of origin. 
On older cars, the maximum is 12 
percent. 

Other safeguards for buyers are 
provisions that signers of car sale 
contracts must be warned in large 
print on the face of the contract 
that they should not sign if the 
contract contains blank spaces or 
if they have not read it; that pub- 
lic liability is not included in the 
deal, if that is the case; that buy- 
ers are entitled to exact copies of 
contracts. 

Full disclosure is also required 
as to cash sale price of vehicle 
purchased; amount of downpay- 
ment and/or tradein allowance, 
difference between cash and trade- 
in; amount added for insurance, 
coverage specified; final cash price 
balance, time price differential, or 
amount of interest or carrying 
charge over and above cash bal- 
ance, with the time charges ex- 
pressed in dollars per hundred; 
total to be paid by buyer, number 
of installments in which it is pay- 
able, and amount and due date of 
each installment. 



























the concerns reporting said busi- 
ness on the lots is fair to good, If 
clean models could only be found, 
they say, business would be a lot 
better. 

A check of dealers in North 
and South Carolina, Kentucky, 
Tennessee, Georgia, Alabama and 
Florida has revealed the serious 
lack of salable used units. 

Two small town dealers in Geor- 
gia, at separate interviews, gave 
the same answer when asked about 
the shortage. 

“T haven’t had two good salable 
cars in here in weeks,” said one 
dealer in Western Georgia. In the 
northern part of the state, a Chev- 
rolet dealer also reported the same 
thing. He said: 

“If it weren’t for some of the 
old, extra-conservative customers 
who buy cars every five or six 
years and take extra good care of 
them, I wouldn’t have anything at 
all on the lot.” 

When the extra clean jobs are 
found, the dealer has a hard time 
getting them at a price he can 
afford to pay. Practically none are 
being found in the auctions and as 
several dealers reported about the 
only place they can be found is in 
trading for new ones. 

“Good clean used cars are very 
hard to find especially at a price 
you can afford to pay for them. 
Most new-car dealers just will 
not wholesale a clean piece. In 
most cases, they will not even 
make you a price on them,” re- 
marked W. W. Clevenger of Hig- 
ginbotham Motors, Inc., Knox- 
ville, Tenn. 

“We could sell more cars at a 
better margin of profit if we could 
obtain desirable merchandise. Also, 
with a clean car you can pick your 
deal on it. You do not have to trade 
for some “dog” in order to move 
it,” he said. 

Clevenger said his only source, 
so- far, has been the local new-car 
dealers. 

W. Ray Jones, of Azalea Motors, 
Summerville, S. C., also commented 
on the shortage: 

“Yes, clean used cars are hard 
to find in this area. Used-car busi- 
ness would be better if we had 
more clean cars, but I find that you 
have to pay so much for a clean 
car you can hardly retail and make 
a profit. In other words, there is 
very little difference in wholesale 
and retail. Our used-car business 
is generally good and I am attend- 
ing the auctions weekly trying to 
buy what looks like galable stuff.” 

Another situation is developing 
at the markets also, Jones said. 

“I have found that I don’t have 
the retail market for used cars 
to pay the price that some dealers 
pay. I have tried to analyze this 
situation, and my theory is that 





L-M’s Market Share Hits 
5.7 Pet. for ’61, Mills Says 


DEARBORN. — Lincoln-Mercu- 
ry’s market penetration at the end 
of the first five months of 1961 was 
5.7 percent, a gain of 35 percent 
over the like period last year, ac- 
cording to Ben D. Mills, general 
manager. 

“This is the best improvement 
of any division in the industry,” 
he told magazine writers at a pre- 
view of the 1962 line of L-M cars. 

Among the industry’s 12 auto di- 
visions, he continued, L-M has 
climbed from eighth place a year 
ago to fifth this year. However, he 
said he was aware that these fig- 
ures may change as a result of the 
Chrysler-Plymouth merger. 

The Comet S-22, L-M’s luxury 
compact, has won quick acceptance 
and currently is accounting for 16 
percent of all Comet sales, Mills 
said. 

“This again points to the need 
for flexibility, which I have said be- 
fore is vital to any auto marketing 
division that wants to compete in 
today’s explosive volume market.” 

He predicted the market will con- 
tinue to be volatile in 1962. 

“About 38 percent of 1962’s car 
buyers will downgrade their pur- 
chases,” he said. “Owner loyalty 


is hard to get and is getting hard- 
er to keep. 

“Assuming a six-million car year, 
about 37 percent of sales will be 
loyalty sales, but 63 percent will be 
in a huge free market,” he added. 

“This means approximately 3.8 
million new-car buyers will be 
searching for something new, some- 
thing different, something that spe- 
cifically suits their individual pur- 
poses.” 

Mills added that compact-car 
owners now are showing a tendency 
to upgrade their purchases. 


Late Report... 
















Used-Car Market 


The average price of used cars sold at wholesale auction buckled 
$41 last week to $995, according to Automotive News’ index—the 
biggest weekly setback in five months. 

Hit hardest were ’61s, which plunged $202. Other losses amounted 
to $54 on ’58s $43 on ’60s, $14 on ’57s, $12 on 59s, $11 on 55s and 
$4 on ’56s. The price of ’60s set a new low. 

Only ’54s, the oldest model indexed, escaped the downward move- 
ment, The increase on ’54s amounted to $14. 

At a group of representative auctions last week, the sales ratio 
was 74.2 percent, compared with 75.8 percent the previous week. 


Auction reports begin on Page 38. 













the junkyard dealers, body shops, 
independent garages and even 
service station operators take their 
customers to the auctions with 
them, let them pick out a car like 
they want, and bid on it until they 
buy. 

_ “These dealers: have an auto 
dealers license, but carry no in- 
ventory, therefore their overhead 
is nothing. This being the case 

they can handle a car for $25 
or $50.” 

This situation, incidentally, has 
been reported from time to time by 
other Southern dealers. Small in- 
dependent lot operators, operating 
along the side of the highways, are 
reported taking customers to auc- 
tions and bidding on cars selected 
by the customers for a fee of $25. 
These are primarily lots which 
have sprung up in front yards of 
homes on the side of the roads. 
Used to be, a man would put in a 
hamburger or soft drink stand in 
his yard by the highway sign; to- 
day he has a used-car lot. 

Still another factor in the used- 
car business that has sprung up is 
the fellow who holds down a 40- 
hour-a-week job and buys and sells 
cars on his off-days. Some go for 
junkers, it is admitted, but lately, 
with the good ones becoming scarce 
they’re snatching them up and 
running to their friends and ac- 
quaintances and disposing of them 
for a fast buck. 

One of the few brighter spots 
reporting an improved supply of 
better units was Louisville, Ky. 
Said a dealer: 

“Clean used cars are scarce 
but wholesalers are pretty well 
stocked now with cars. Expect 
the wholesale market to drop 
rapidly as these markets are full. 
This is a very peculiar business. 
Feast or famine. Not enough new 
cars when needed; too many 
when not needed.” 

From Miami, Fla., a dealer said: 

“Most new car dealers are not 
trading in enough good used cars 
to have a good selection, for prac- 
tically all new car dealers in Miami 
retail their trade-ins.” 

This same dealer said “there are 
not too many good used cars to 
be had, nor is there a surplus of 
buyers either.” 

Good units are not scarce now 
in Charlotte, N. C., but are “getting 
harder to find,” said J. L. Calvert, 
used-car manager of Thomas Cad- 
illac-Olds. 

He said he is getting about as 
many as he can handle through 
new-car tradeins at the present 
time and he is “working harder to 
trade for clean merchandise.” 

R. L. Fulmer, sales manager of 
Mutual Motors, Cadillac-Olds deal- 
er of Columbia, S. C., also said 
business would be better if they 
could get more good, salable mer- 
chandise on the lots. 

But even at that, the used-car 
business hasn’t been too bad this 
spring throughout the South, the 
dealers say. Most of the mer- 
chants reporting said business 
was anywhere from “fair to 
good.” A cool, rainy spring hasn’t 
helped very much. But as one 
dealer along the Gulf coast re- 
marked, rainy days help him. 

“When the weather is bad they 
can’t go fishing. So they shop the 
lots,” he said. 

‘I think our troubles (new car 
and used dealers) stem from the 
fact that new cars are not being 
sold to customers. The customer is 
bidding one new dealer against the 
other and when a car is finally 
traded in there is not much profit 
even at retail level,” said Clevenger, 
of South Carolina. 
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MG Midget— 













The new MG Midget shows a close family resemblance to the recently face-lifted 


At the Factories... 


Austin-Healey Sprite. The Midget, however, has a unique rear suspension using a 
quarter-elliptic spring and a parallel radius arm. 


Late Personnel News 



























Ford Motor Co. 

John McDougall has been ap- 
pointed director of Ford Motor Co.’s 
manufacturing engineering and de- 
velopment office and D. T. Axon 





John McDougall 


D. T. Axon 


has been named manager of the 
facilities planning department, 
Automotive Assembly Division. 

McDougall had been manager of 
materials and equipment engineer- 
ing department since 1958 and has 
been with Ford since 1935, 

Axon, who has been with the 
company since 1954, most recently 
was facilities programming co- 
ordinator for the Automotive As- 
sembly Division. 

* 


Chrysler Corp. 


Three executive appointments in 
the Chrysler Corp. defense group 
have been announced. They are: 
H. Douglas Lowrey, general man- 
ager, Defense Op- 
erations Division; 
James C. Smith 
jr., assistant gen- 
eral Manager, 
Missile Division, 
and Lovell Law- 
rence jr., director, 
Advanced Proj- 
ects Organization. 

Formerly as- 
sistant general 
manager of the 
Missile Division. 
Lowrey joined the company in 1949. 


Smith joined the Missile Division 
in 1956 as a chief engineer. He had 


* * 


H. D. Lowrey 


Union Carbide 
Stole Its Secret, 
Tiny Firm Says 


KANSAS CITY.—Hanlon Chemi- 
cal Co., Inc., here has sued Union 
Carbide Corp. for $1 million; charg- 
ing breach of confidential relations, 
unauthorized use of a trade secret, 
unfair competition and trademark 
infringement. 

The District Court suit involves a 
Hanlon product for washing and 
waxing cars. The Hanlon firm em- 
ploys 10 persons. 

Hanlon claims in its suit that a 
Union Carbide representative ob- 
tained information on formulation 
and manufacturing processes of the 
product, an impregnated sponge, 
after promising such information 
would not be used to compete with 
Hanlon. 

Hanlon charged that a short time 
later Union Carbide began adver- 
tising, manufacturing and selling 
a product containing essentially the 
same ingredients as Hanlon’s in 
direct competition with Hanlon. 








Projects Organization since Novem- 
ber, 1960. 

Long recognized as an authority 
in the rocket and missile field, 
Lawrence joined the Missile Divi- 
sion in 1953. He has been APO ex- 
ecutive engineer since last January. 

= * 


Chrysler International 


A. N, Cole has been appointed 
treasurer-comptroller of Chrysler 
International, S. A., with headquar- 
ters in Geneva, Switzerland. 

Cole, 47, will be 
responsible for 
directing all of 
Chrysler Interna- 
tional’s treasury 
and comptroller- 
ship functions, 
and for providing 
general coordina- 
tion and guid- 
ance on financial 
matters to sub- 
sidiary, associ- 
ated and affiliat- 
ed companies. He has been a mem- | 
ber of the comptroller’s staff of 
Chrysler Corp. since 1946. 

He joined Chrysler Corp. in 1939 © 
as an attorney in the legal depart- © 
ment, and in 1946 he transferred } 
to the comptroller’s staff as an at- 
torney and accountant, 


Chevrolet Deal Burns 


LEBANON, Ky.—A fire which , 
swept through Greer Motor Co. © 
(Chevrolet) caused damage esti- 
mated at $215,000, Five new cars 
and two new trucks were destroyed, 
and 29 used cars and four custom- © 
ers’ cars were damaged. i 


z 





A. N. Cole 









Sales Outlook Improves— 


The American market for British cars is 
continuing to show vitality and growing 
strength, according to Donald G. Stokes, 


right, newly elected president of the 
Society of Motor Manufacturers & Traders 
(London), during a visit to the British Auto- 
mobile Manufacturers Assn. headquarters — 
in New York. Stokes, general sales and 
service manager, Leyland Motors, Ltd., is 
Presently on a tour of the United States 
market. He is being accompanied by Alick 
S. Dick, left, managing director, Standard- 
Triumph International, Ltd. The two com- 
panies have been merged to form a $280 © 
million organization. In commenting on — 
the state of the American market for Brit- 
ish cars, Stokes emphasized the fact that i 
British importers do not anticipate an over- © 
all sales increase in 1961, as the entire i 
U. S. auto market is down. But, with a | 
sales pickup which began in March for | 
the first time in almost a year, and wiih 
shipments from England rapidly building 
up again, prospects for expansion in 1962 © 
are much improved, he stated. 
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automobi le man 
# 8 
You’re selling automobiles for someone else right now, 
and doing a good job. 


But you feel a vague discontent. Your present job is too 


¥ limited—doesn’t offer enough challenge. You want to 
run a business . . . own your own dealership. . : 
or mse but, how do you get it? 
a 


First, you must want your own dealership—really want it. 


Pest 






i- 


y Second, you must decide which franchise you want, 


which car you want to sell, which line of cars will bring out 
the best in you and return the best to you. 


i- 
X~- 


Being a really good automobile man, you know the score 


. on Rambler and its fabulous success. 


r- 


d, 
y. 
or 


You know that Rambler originated the compact car 
and is now one of the country’s top sellers. 


You also know that compact cars are taking an increasingly 
larger share of the business—currently 35 per cent. 


But there are important facts about Rambler and 
Rambler dealers that you may not know... 


@ Rambler dealers sell twice as many compact cars per 
dealer as most other dealer groups—are right behind 
Ford and Chevrolet in total sales per dealer. 


@ Rambler dealer profits continue their long, long record of 
being way above the industry average. 





e Rambler dealers sell the proved economy king. The 


8s; ERIM Mien Select Kia, 


Rambler American holds more top mileage honors in major 
h economy runs than all other compacts combined. 
2. 
. e Rambler dealers sell the only complete range of compact 


cars, all in the most popular models, including the lowest- 
priced U. S.-built cars. And the Rambler dealer 
discount structure is by far the best in the compact car field. 


Sol 
Grr wy 
Pa absent aad 


How do. you get into the Rambler business and start 
moving along the road to important profits? Contact us. 

We can assist you in arranging financing. And an experienced 
group of compact car experts will help you select and 

train your staff. 


Mail this coupon today 
to see how you ‘oinicin conan 


Important Export Markets. 
In Canada, Write to: 


can share in 9 sii em 
Rambler's Success 





Director of Dealer Development 
American Motors Sales Corporation, Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 


NAME____ dicta tee ects? ala ttinticlanatonepigheai ae © cmseniaiaimiciaored — 
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Approved by Congress yes 


FTC Reorganization 
Goes Into Effect 


WASHINGTON. — The Adminis- 
tration’s planned reorganization of 
the Federal Trade Commission 
went into effect Saturday (July 8) 
—60 days after President Kennedy 









new blood. 

As he said during his nomina- 
tion hearings, he placed the bur- 
den of a case from start to finish 
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more effective and brought in some 


submitted his recommendations. 


Roll call votes were taken in 
both Houses of Congress on res- 
olutions of opposition and both 
were defeated—on June 20 in the 
House by a vote of 178 to 221 
and in the Senate by a vote of 
31 to 47. 

The appropriate House commit- 
tee gave its approval to the Presi- 
dent’s plan, but the Senate commit- 
tee refused endorsement by a vote 
of 5 to 4 with the winning votes 
coming through a coalition of Re- 
publicans and Southern Democrats. 

The plan permits broad delega- 
tion of authority by FTC to an in- 
dividual commissioner or a group 
of them or to hearing examiners 
and, in some instances, to an in- 
dividual employe or a group of 
them. 

It also makes the right to review 
discretionary, with a vote of a 
majority of a commission quorum 
necessary to compel review. In- 
stead of having the whole com- 
mission responsible for assignments 
of particular personnel, the chair- 
man takes over the job. 

Congressional opposition was 
aimed mostly at the authority to 
delegate power. Although all 
the Administration reorganization 
plans were similar, some ran into 
major trouble and the plans for 
the Federal Communications Com- 
mission and the Securities and Ex- 
change Commission were defeated. 

Legislative proposals have been 
made in both cases. Congressmen 
seem to agree with the newly ap- 
pointed FTC Commissioner Philip 
Elman that the agencies have been 
stricken with rigor mortis but the 
big problem is how to streamline 
an agency without opening up op- 
portunities for abuse. 

President Kennedy’s issuance 
of an executive order establish- 
ing the Administrative Confer- 
ence of the U. S.—an expert panel 
—is one step. It is expected to 
come up with suggestions for 
cutting red tape. 

The role of the agencies is unique 
and very important. As quasijudi- 
cial bodies, their actions have far- 
reaching effects on industry. A 
problem common to all agencies is 
to be knowledgeable and coopera- 
tive with industry without being 
unduly influenced. 

Issuing of an FTC complaint can 
be devastating to the company in- 
volved. 

For instance, the issuing of a 
complaint of false advertising or 
unfair trade practices becomes 
known to both customers and com- 
petitors and some damage is al- 
ready done. 

Legal costs and delays are in- 
evitable and most defendants 
settle by stipulations or consent 
decrees which put them in the 
anomalous position of saying, “We 
won’t do it any more but we do 
not admit breaking the law.” Since 
reputation is an important selling 
point in merchandising, the effects 
of an FTC complaint linger and 
customers remember. 

For years FTC has tried urg- 
ing voluntary compliance through 
Trade Practice Rules to reduce 
its policing activities, This was 
the main effort of former FTC 
Chairman Earl Kintner. 

New Chairman Rand Dixon has 
stressed the “squad cars” approach 
(versus the hearse approach) and 
in general he is viewed in Wash- 
ington as a “litigation” man rather 
than a “compliance” man. Just how 
aggressive he will be should be 
shown in the next six months. 

Dixon has gotten off to a slow 
start because his was one of the 
last appointments made and be- 
cause of the 60-day delay in getting 
the additional powers he wants. 
However, he has not marked time 
in this interim. 

Just two weeks before the for- 
mal, external reorganization went 
through, Dixon reorganized his own 
house. He shifted some present 
commission personnel to posts 
where he thought they would be 



















































in one place and the responsibil- 
ity in one pair of hands. 


ations. 


it by the Justice Department under 
a seldom-used provision of the law 
—is to look into compliance with 
consent decrees made with the Jus- 
tice Department, 

Attorney General Robert F. Ken- 
nedy gave Dixon a list of 56 con- 
Sent decrees issued since 1940 so 
that FTC could check up on the 
defendants. 

The man Dixon has put in charge 
of this program ig Joseph J. 
Gercke, who has been with FTC’s 
Washington field office. 

The list is super secret, but they 
are all major cases and it would 
seem reasonable to assume that the 
1952 GM consent decree is among 
them. If there is any substance at 
all to the so-called instances of vio- 
lation alleged by members of the 
American Finance Conference— 
that GM has “coerced” dealers— 
then the FTC examination should 
either clear GM or discover useful 
evidence against the “giant.” 

The second series of internal 
changes, announced by Dixon last 
Thursday, become effective July 
21. They were described as “ex- 
tensive and far-reaching changes” 
in rules for trying and disposing 
of complaints against deception 
and monopoly. 

They were drafted to reduce de- 
lay by curbing dilatory tactics of 
respondents and by prohibiting 
“overly deliberate” prosecution and 
hearings of cases by FTC's staff. 
The principal changes are: 

Any negotiations looking to set- 
tlement of a case by consent order 
will be conducted prior to the issu- 
ance of an FTC complaint. These 
negotiations will be supervised by 
the commission’s new office of con- 
sent orders, instead of as at present 
by hearing examiners. 

If within 30 days after a case has 
been referred to the office of con- 
sent orders, the negotiations fail to 
produce a proper agreement to 
cease and desist from the com- 
plained of practice, the commission 
then will issue its formal complaint, 
and the case will be fully litigated. 
The consent order procedure will 
not be available to any respondent 
once a complaint is issued. 

With minor exceptions, any ap- 
peal from a hearing examiner’s 
ruling during the trial of a case 
would require permission of the 
commission, and the need for an 
immediate decision must be dem- 
onstrated. 

To prevent meritless review of 
hearing examiners’ initial decisions, 
a respondent henceforth must sat- 
isfy the commission that substan- 
tial matters are involved before it 
would hear the case. 

A new rule requires that the 
hearing of cases “shall proceed 
with all reasonable expedition.” 
Unless the commission otherwise 
orders, all hearings will be held at 
one place and will continue except 
for normal holidays without sus- 
pension until they are finished. 

The rules also provide for pre- 
hearing conferences at which the 
hearing examiner may direct 
counsel for either side to make 
use of the “principles of discov- 
ery” whereby both counsel would 
be required, to disclose the names 
of witnesses or furnish for in- 
spection or copying any non- 
privileged documents or other 
physical exhibits intended for use 
in the case. 

Off-the-record contact by “any- 
one acting on behalf of a party” 
would be barred. Dixson said this 
rule applied to members of Con- 
gress although they, just as any 
other citizen, could inquire about 
the status of a proceeding. 


Action on the backlog of 288 
antimonopoly cases and 241 decep- 
tive practices cases has already 
started. Furthermore, Dixon has 
been given increased appropri- 


A new activity of FTC—given to 




















Plymouth Dealers Elect Officers— 


The annual meeting of the Plymouth Dealers Assn. of the Los Angeles Region was 
highlighted with election of officers for the association's 1961-62 year and with 
the appearance of Plymouth executives from Detroit and Los Angeles. From left are 
E. M. Braden, Chrysler-Plymouth general sales manager; W. J. Gordon, association presi- 
dent; O. D. Thomas, Plymouth Western area sales manager, and Jack B. Sparkes, Los 
Angeles regional sales manager. Other officers include C. D. Colley, Los Angeles, vice- 
president; Carl Cannata, Reseda, treasurer, and Stanley O. Walker, Los Angeles; 
Ray Vane, Inglewood, and Joel Darner, Mesa, Ariz., directors. 











Ford Aide Sees 5.9 Million Car Sales... 





Economic Outlook: Sunny 


WASHINGTON.—Telling the 
Chamber of Commerce of the 
United States that he sees clearing 
and sunnier financial skies for the 
rest of 1961, a Ford Motor Co. econ- 
omist last week predicted total re- 
tail sales of 5.9 million new cars 
this year, including imports. 

Speaking at the chamber’s 
Business Outlook Conference, 
T. J. Obal, Ford senior economist, 
listed the “age mix of cars on 
the road” as a factor in estimat- 
ing new-car sales. The age mix 
is the relation between cars 
under four years and those that 
are somewhat older, that is, five 
to seven years. 

In contrast to the 1958 recession 
and its weak car sales, 1961 saw 
a higher proportion of these older 
cars on the road, indicating 
a stronger replacement demand, he 
said. 

“If there were no recession in 
1961, the industry would have been 
able to match the 6.6 million (car 
sales) of 1960 without any diffi- 
culty,” Obal said. 

“I am firmly convinced, on the 
other hand, that if 1958 had been 
a moderately prosperous year, new- 
car sales still would have fallen to 
5.5 million from the 6.1 million in 
1957. The age mix was that un- 
favorable. The adverse effects of 
the 1958 recession pushed sales 
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Two Service Awards— 


A Ford Motor Co. 35-year service watch 
logically is presented to an employe five 
years after he has received his 30-year 
gold service pin. In the case of Howard 
W. Cook, left, fleet sales manager, Ford 
Division, however, the interval between 
presentation of the two awards was re- 
duced from five years to approximately 
one minute. That's how long it took Mat- 
thew S. McLaughlin, Ford general sales 
manager, to insert the 30-year pin in 
Cook's lapel and hand him the 35-year 
watch. The unusual dual award resulted 
from a recent decision of the company’s 
service review committee that the five 
years Cook spent as an instructor at the 
Henry Ford Trade School is creditable 
Ford service. Cook now lays claim to join- 
ing Ford in 1926, rather than 1931. 


down further to 4.7 million units.” 

Because the age mix of cars will 
not be as favorable for replace- 
ment demand in 1962 as it was for 
1961, he said, the auto market next 
year “will be determined more by 
the level of economic activity, in- 
cluding employment and discretion- 
ary income.” 

In other points, Obal forecast: 

1. A $530-billion annual rate 
for the gross national product in 
the fourth quarter, compared 
with $500-billion in the first quar- 
ter and $512-billion in the second. 
2. Continued, but less spectac- 

ular, economic improvement for the 
second half of 1961. 

3. An increase of up to $4-billion 
in discretionary income—money 
left over after essentials are bought 
—in the next six months. 

Although his forecast was opti- 
mistic, Obal did not see a full- 
blown boom in the next few 
months. 

“The conditions necessary for a 
boom are not apparent at this 
time,” he said. “It would have to 
be generated by sharp rises in one 
or more of the following: New plant 
and equipment spending, business 
inventory building, consumer dur- 
ables purchases and government 
spending. These areas will warrant 
serious analysis in the coming 
months.” 

Obal said the present upswing 
in the economy “reflects an early 
acceptance by consumers and 
business that the recession lows 
were reached during the first 
quarter and that the rest of 1961 
would show definite improve- 
ment.” 

He listed these reasons for the 
economic upturn: 

1. “Fingertip control” of inven- 
tories by business, “thus enabling 
inventory policy to respond faster 
to improved sales or the prospect 
of improved sales.” 

2. The relative firmness of busi- 
ness capital expenditures so early 
in a recovery. .* 

3. A rebound in consumer buying 
of new cars. 

4. A sharp rise in residential 
construction coinciding with the 
business cycle. 

5. A continued rise 
ment spending. 

One question mark in the predic- 
tions, he indicated, is the buying 
plans of consumers, especially in 
housing and consumer durables. 


Vermont House Kills Bill 


To Tax Dealer Stocks 


MONTPELIER, Vt.—The Ver- 
mont House of Representatives has 
killed a bill which would have per- 
mitted communities to tax automo- 
biles held by dealers as stock in 
trade. The vote was 144 to 53. 


in govern- 





C of C Assails 
GSA Activities 
In Rate Cases 


WASHINGTON. — The Chamber 
of Commerce of the United States 
has charged that the General Serv- 
ices Administration duplicates the 
work of Federal regulatory bodies, 
delays their decisions and at times 
has urged them to depart from 
statutes. 

The chamber asked Congress to 
cut GSA’s budget for transportation 
and public utilities service and to 
admonish GSA on its participation 
in cases before regulatory agencies. 

Views of the chamber were con- 
tained in testimony delivered be- 
fore a Senate Appropriations sub- 
committee. Sam H. Flint, general 
traffic manager, Quaker Oats Co., | 
Chicago, testified for the chamber. | 
In rate-making cases, responsi- 
bility for protecting the public and 
the Federal Government rests with 
Federal and state regulatory bodies, 
Flint said. He argued that GSA 
should “restrict its studies to the 
fairness and reasonableness of 
rates charged for government ship- 
ments and utility services as com- 
pared with those of other shippers 
and users.” 

In evaluating “over-all earnings, 
property used by the companies 
and their operating expenses,” Flint 
said, GSA “is duplicating the work 
of commission staffs.” 

Flint also charged that records 
are available to show that GSA has 
urged regulatory commissions to 
depart from established policies or 
statutory instructions in the valua- 
tion of a utility’s rate base. He 
charged that GSA “invariably op- 
poses rate increases even if all | 
other factors indicate strong justi- 
fication.” 


Investment Firm 
Specializes in 
Buyout Problems 


FARGO, N. D.—Tal-Cap, Inc., an / 
investment firm to help medium- 
sized companies solve transition- © 
of-ownership problems, has been ~ 
formed by Richard H. Barry. The 
firm hag offices in Minneapolis and 
Fargo. 

The company will specialize in 
combining talent and capital to 
help employes buy out founders of 
long-established, successful compa~- — 
nies. 

In its operations, Tal-Cap will ac- ; 
quire or invest in profitable con- 
cerns in the $250,000 to $750,000 net- 
worth range where an opportunity 
exists because of illness, retirement 
or death of the management or be- 
cause of the desire of small, grow- 
ing companies to strengthen their 
management and financial struc- 
ture. 

Barry, a financial consultant, has 
been privately organizing firms on 
this basis since 1954. He said his 
firm is called Tal-Cap because suc- 
cessful businesses often are 85 per- 
cent talent and 15 percent capital. 

“The problem of transition of 
ownership,” he said, “often can be 
solved by placing in the hands of © 
talented employes the necessary ~ 
capital to take over a going con- ~ 
cern.” 

He added, “The formula is sim- ~ 
ple. You pay for the firm like you 7 
pay for a house, a percentage down 
and the rest over a period of years.” 


Legislation Guides 


Named by KADA 


LOUISVILLE.—Harry C. Holder 
jr., president of the Kentucky Au- 
tomobile Dealers Assn.,. has ap- 
pointed a Legislative Committee to 
handle the KADA’s interests in the 
1962 session of the _ legislature. 
Members are: 

Howard Woodall, Paducah; N. S. 
McGaw, Madisonville; J. A. Dish- 
man, Louisville; W. G. A. Sympson, 
Bardstown; Ed Simon, Newport; 
Fred Bryant, Lexington; Troy E. 
Fairchild jr., Ashland; C. H. Stin- 
son, Manchester. Howard Pearce, | 
Shelbyville, is chairman of the com-— 
mittee. 

At its initia] meeting, the group 
conferred with Ted Bassett, deputy 
public safety commissioner, on @ 
title law and other safety legisla- 
tion to be sponsored by the KADA 
in the ’62 session. 
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Withie Views... 


Sales Pickup Top Story — 





























































By DAVID J. WILKIE 


A NEW-CAR SALES upturn, re- 
versing a slump of several months’ 
duration, topped January-June de- 
velopments in the nation’s auto in- 
dustry. 

It overshadow- 
ed other news 
like more top- 
level personnel 
changes, more 
lawsuits involv- 
ing Chrysler 
Corp., sustained 
public interest in 
compact cars 
along with rea- 
David J. Wilkie sonably broad 

. hints of more 
smaller models to come and indi- 
cations that auto management and 
labor may be able to avoid serious 
work stoppages in their contract 
renewal negotiations, 

Along with the improvement in 
new-car sales came a further level- 
ling off of inventories. Manufactur- 
ers’ plans for a slightly earlier 
completion of their current model 
output and earlier shutdowns for 
model changeovers, should further 
reduce the stocks of unsold new 
cars. 

The over-all outlook is much 
brighter today than it was three 
months ago and has led many 
industry experts to predict the 
outgoing model cleanup a few 
months hence will be smoother 
than it was at changeover time 
@ year ago. 

The record shows that new-car 
deliveries through the first-half of 
1961 failed to match the 3,411,169 
sales of the like 1960 period, by 
perhaps a half-million units. Never- 
theless, all signs point to a continu- 
ing upward trend that could bring 
1961 abreast of last year’s level 
before the upcoming new model 
year gets under way. 

s a” = 


Personnel Switches 

PERSONNEL CHANGES were 
numerous in the first six months 
of 1961. Studebaker-Packard, striv- 
ing hard to increase its share of 
the overall automotive market, got 
a new president in the person of 
Sherwood H. Egbert, formerly with 
the McCulloch Corp., and a new 
general sales manager in Frank J. 
Suslavich, who had been assistant 
general sales manager of Plym- 
outh. 

John Dykstra, who joined Ford 
as a manufacturing executive in 
1947, was named president of the 
Ford Motor Co. to take the post 
vacated by Robert S. McNamara, 
when he was named to the Ken- 
nedy cabinet as Defense Secretary. 





N. Y. to Require 
Seat-Belt Anchors 
On All 63 Models 


ALBAN Y.—New York will re- 
quire that new cars registered in 
this state, beginning with the 1963 
model year, be equipped with at- 
tachment points for seat belts. 

United States auto manufactur- 
ers already have announced that 
seat-belt anchors will be standard 
on ’62 models. 

The attachment points will be 
threaded holes in the floor of the 
front of the car. 

Motorists may—but will not be 
required to—purchase seat belts. 
The belts would be held in place 
by bolts that would screw into the 
floor holes. 

Gov. Nelson Rockefeller called 
the legislation “one of the major 
contributions to the future safety 
of our motoring public.” The bill 
Was sponsored by the Joint Legis- 
lative Committee on Highway 
Safety. 


Taylor Lion-ized 
LOS ANGELES.—Frank Taylor, 
loca] Ford dealer, has retired as 
president of the “Host” Lions Club. 


subsequently became 

man of Transworld Airlines. | car buyers. 

George W. Walker reached the 

ae — age — ee lent ak company executives said recently 

director at tiling to Eugene that every U. S, car maker has a 
vehicle in the Volkswagen classifi- 


In other personnel changes, Rol-| cation in preparation. : 
and S. Withers, who had been gen-| Early in April, Ford Motor Co. 
eral manager of General Motors’! purchased an interest in Electric 
United ee Se Division, | Autolite Co, that probably has 
was named gener es Manager - ts 
of Buick, succeeding Edward C. more significance than the an 
Kenna: shifted to the post of 
eee general sales manager in The me puts Ford veamear. into is 
charge of the Eastern half of the| the replacement parts market on a ntd 
United States. Withers’ post at|much more competitive scale with|Comtest Countdown— 
United Motors went to William M.| use of Autolite’s field force, as well| | 
Walker jr., who had been his ex-/as facilities for manufacturing signed and crafted by 11-through-20-year-| ment, The money would be used to 

old boys from all over the United Sfates, administer the law. The banking 

The await unpacking at the General Motor: . 
sont in ‘he Cheyer ecniliot of. One of the sad notes of the| Technical Center, Warren, Mich., as the} C°™missioner could deny license 
first half of 1961 was the death in| Fisher Body Craftsman’s Guild prepares to 
May of Walter B. Cooper, 67, presi-| select the winners of its ‘61 model car 
dent of the National Automobile| competition. The judges’ decisions will 
Dealers Assn. Mr, Cooper, a Fort! convey $117,000 in university scholar-| Which every contract should con- 
EST IN compact cars in-|Collins (Colo.) dealer since 1933,| ships and cash awards to these talented,| tain and provides that the customer 


INTER 
dicates their total share of this/| died following lung surgery. 


ecutive assistant, 


interest controversy. 
* Bs 
More Small Cars Due 
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year’s market may approximate|% 
83 percent, More of the smaller| 
vehicles are expected to appear 
after the start of the 1962 model/# 
year. The first probably will be| ¥ 
Ford’s much-talked-about Cardinal, 
which reportedly is designed to 
board chair- |match the Volkswagen appeal to 









One of the leading automotive 


nounced $38 million price suggests. 


spark plugs and batteries, 


teen-age designers. 





Bill Would License 
Lenders, Set Rates 


In North Carolina 


RALEIGH, N. C.—A bill to li- 
cense and regulate automobile fi- 
nance companies and to establish 
maximum rates for auto financing 
has been introduced in the North 
#| Carolina Legislature. 

The rate ceilings would be 6 per- 
sjcent per year for new vehicles, 
8 percent per year for new or used 
vehicles one to two years old, 10 
percent per year for those two to 
three years old and 12 percent for 
units more than three years old. 

-| The bill would require finance 

companies to pay a $125 annual li- 





applications, conduct inquiries and 
revoke licenses. 
The measure also sets out details 


be given a copy of the contract. 


Bonus-Benefit Features Win 
Of New 1961 Fruehauf ‘ 


Biggest Aluminum Truck Body Buy On The Market Today! 


Growing acceptance of the new advanced design 
VolumeyxVan Truck Body is solid recognition of 
its bonus-benefit features. The new Fruehauf is 
the only truck body in the industry built to the 
strength of a trailer... and at a cost far below 
what you’d expect to pay! We urge you to com- 
pare the quality and longer-life features of this 
truck body with any other comparably priced 
body on the market today. 


¥%& Integral Steel rear corner posts, header and 
crossmember are stronger for greater over- 
all strength and ease of repair 


Wrap-around Steel Rear Corner Castings give 
added protection against dock damage 


* 

%& 5” Steel Channel Mounting Rails give entire 
unit a rugged, torsion-resistant foundation 

* 


Trailer-Strong 1%” Composite Floor has 





PLUS e e @ hundreds of other satisfied customers who are finding that the New Fruehauf Volume+xVan Truck 


eleven full-length steel hat sections for 
complete fork-lift protection 


Aluminum Side Wall Posts and Roof Bows 
Located on 18” Centers for Trailer strength 


84” Inside Height 


Heavy-Duty Aluminum Lower and Upper Rub 
Rails are standard, at no extra cost 


+ ++ 


Aluminum Roof Bows Bonded to One-Piece 
Roof Sheet to form water-tight barrier 
against moisture 


Your choice of longer-lasting aluminum beaded 
panel or exterior post design. Wide variety of 
doors, options and lengths available. We invite 
you to see this exceptional Truck Body at your 
local Fruehauf Branch—or fill out and mail the 
enclosed coupon today! 


Body helps them cut hauling costs, earn more profit! 


cense fee and a $50 investigation | 
Hundreds of miniature automobiles, de-| fee to the State Banking Depart- 
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Correspondent George L. Glaser Writes . .. 


Auto Letter from Europe 


Brakes have a dual circuit, as| in Europe, the MG-A Mark II 1600 


UNICH.—BMW has developed 

a new sports coupe, the 700-RS, 
which appears to be a test of how 
much one can obtain from a two- 
cylinder, air-cooled engine displac- 
ing only 32 cubic inches. 

So far, the answer appears to 
be 76 horsepower at 8,000 revolu- 
tions per minute. 

The 700-RS is not scheduled for 
production at this point, but it 
would fit into the Grand Tourismo 
class. 

Mechanically, a good number of 
parts from the regular 700 are 
utilized, but here are the changes: 

An overhead intake camshaft for 
each cylinder is driven by conical 
gears, From this camshaft, the dual 
exhaust camshafts are chain- 
driven. Pull-type rocker arms are 
used. 

An oil cooler has been provided 
along with battery-operated twin 
ignition. 

The transmission was cast “mir- 
ror fashion,” since it is behind the 
rear axle, with engine ahead of 
the axle. 





Wide Customer Acceptance 
[| VolumexVan Truck Body 


a 


requested by FIA, the organization 
which must sanction a GT sports 
car. 

* * * 


New Suspension 


| area sertcaigenate suspension in 
the rear remains the regular 
BMW type, but in front a new 
system with dual arms in longitudi- 
nal installation has been introduced. 
The chassis is a tubular-type webb 
with aluminum body. 

BMW wants to test this job to 
see what it can do and will try 
it out in various types of road 
racing and mountain climbs. 

Regardless of its small size, 
BMW will enter it in the class in 
which such cars as Porsche also 
start. While not trying to win, they 
want to see how this hot little 
David behaves in a fight with 
giants. 

& * oa 


New MG Midget 


and the MG Midget. 

The Midget is, of course, a 
stablemate of the Austin-Healey 
Sprite. While most mechanical 
parts of the Midget are similar 
to the Sprite, suspension of the 
rear axle has been accomplished 
in interesting fashion. 


BMC describes it this way. “Al 


quarter-elliptic spring with 15 


leaves, each 1% inches wide, has| 


the bottom and master leaf at- 
tached to a bracket below the rear 
axle tube. To contain brake and 
driving torque, there is a parallel 
radius arm mounted on the same 
bracket, but above the axle. 

“The two elements act, therefore, 
as two trailing arms to locate the 
axle endwise and to restrain it 
from rotation, and the spring with 
its mate locates the whole assembly 
against side forces.” 

* * ” 


Bigger Engine 


| ppretsca MOTOR CORP. has HE MG-A Mark IT 1600 has had 


presented two new MG models 


its engine volume increased! Disc brakes are used in front 


“ENGINEERED TRANSPORTATION” —The Key to Transportation Savings 















































FRUEHAUF TRAILER COMPANY 
10952 Harper Avenue 
Detroit 32, Michigan 


Please send me complete informa- 
tion on your trailer-strong Volume yx 
Van Truck Body. 





4-Cylinder Engine— 
The four-cylinder engine in the new 
Glas Coupe S-1004 will have an overhead 


camshaft. The car is said to have a top 
speed of more than 90 miles per hour. 


from 1,588 cc. to 1,622 cc, and the 
peak of the power curve has been 
advanced from 5,600 RPM to 5,800. 

Valves, carburetor and all mov- 
ing parts have been beefed up 
and output now is 90 horsepower. 





Name 
(please print) 
Company 
Address. 
City State 





and the grille has been slightly 


changed, 
* = 


Triumph Speeds Up 

Standard-Triumph reports that 
the new engine for the Herald 
has brought such an influx of 
orders that an extra shift has 
been inaugurated on the produc- 
tion line. 

oF 2 


* 
How Light Too Bright? 


a LTD., electrical -supplier 
to the British auto industry, 
has been conducting studies of the 
stop lights and directional signals 
on cars. 

Lucas found that present signal 
lights are too dim during day- 
light hours, so it stepped up the 
intensity. But these lights proved 
too powerful at night and dis- 
turbed drivers behind the cars 
equipped with the new lights. 

Lucas has now equipped the sys- 
tem with resistors, which auto- 
matically dim stop lights and sig- 
nal lights when headlights are 
turned on. ‘ 

cd * + 


New Synthetic 


Goodrich-Gulf Chemical Corp., 
Cleveland, and Chemische Werke 
Huels, Marl, Germany, are said 
to have found a new and better 
type of synthetic rubber in their 
cooperative efforts in this field. 

* * * 


Ford in the Black 


Fo MOTOR CO. of Cologne 
announced a 50-percent divi- 
dend for 1960, 

Only two years ago, German 
Ford operated at a loss, Then 
Ford bought out most of the 
German stockholders and the 
John S, Andrews management 
turned the corner. 

Sales climbed 50 percent, employ- 
ment rose to 21,000 and signs still 
point upward. 

About the only persons unhappy 
are the former stockholders. 


Chevrolet’s Kelley 


Urges Renewal 


Of Faith in 1960s 


FRAMINGHAM, Mass.—A Chev- 
rolet executive called on business 
and industry last week for renewal 
of confidence in the “Soaring Six- 
ties.” 

Edward H. Kel- 
ley, general man- 
ufacturing man- 
ager, made the 
appeal at a civic 
luncheon here 
which marked 
production of the 
45,000,000th vehi- 
cle made since 
the first Chevro- 
let was completed 
in 1911, 

The milestone vehicle, a white 
Impala convertible, coincided with 
the 100,000th Chevrolet car to be 
assembled by the local plant since 
Chevrolet began operations here in 
September, 1959. 

Kelley said the “seemingly magic 
words ‘Soaring Sixties’ had great 
appeal” at the start of the decade, 
but that the genera] business reces- 
sion of 1960-61 “took the bloom off 
the confidence which the expression 
led us to have about the future. 

“I think it is time that we renew 
| our confidence in the decade which 
|; lies immediately ahead of us,” he 
| said. 

He based his optimism on the 
$60 billion spent for research and 
development in the 1950s and the 
estimated $12.5 billion which went 
into such activities in 1960. The na- 
tion soon should begin to harvest 
the benefits of those expenditures, 
he said. In many cases the results 
of these investments will bring 
new processes, methods, materials 
and even ‘new industries, he added. 

The 45 millionth Chevrolet was 
driven from the assembly line by 
Lt. Gov. Edward F’.. McLaughlin jr., 
and Hudson G. Lackey, Boston zone 
manager, presented the keys to 
J. G. Vieno & Son, Inc. (Chevrolet), 
Framingham. 








E. H. 





Foster and Paul Moves 
LANSING.—Foster & Paul, Inc. 
(Triumph), has moved into larger 
quarters at 2800 E. Grand River. 
The firm is headed by Wayne Fos- 
ter and Bob Paul. 
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make sales for 

DATSUN cars! 


We tell it. . . you sell it! Every time we run an advertise- 
ment—and we run plenty!—inquiries pour in. Passed 
on to a Datsun dealer, these inquiries are converted into 
sales. Profitable sales. Prestige sales. Sales in ever- 
increasing numbers. Our regional advertising is backed 
with a power-packed point-of-sell promotion package 
... authoritative merchandising . . . the industry's most 
generous co-operative advertising program. Datsun 
promotion creates the prospects... Datsun dealer 
policies create the profits! 


NISSAN MOTOR 


Ea mT to) Ee 
221 Frelinghuysen Ave., Newark, N. J. TAlbot 4-4100 
NYC Phone BE 3-8018 





COMPARE! .. . On virtually every 
point that influences a sale, Datsun 
outscores every competitive import. 


GREATER MARKUP... Dealer's 
costs against list, Datsun gives you 
greater markup. 


CONSUMER APPEAL. . . American 
in concept, American in design, Dat- 
sun appeals to the American car- 
buying public. 


There is no need to make a huge in- 
vestment in order to obtain a Datsun 
dealership. YOU determine your in- 
ventory and the scope of your op- 
eration. 





You'll find that your Datsun custom- 
Fact! ers become your best Datsun sales- 
a men. They are satisfied customers, 
proud of their purchase. . . and they 
like to pass the good news along. 


Strategically located parts depart- 
ments give you lightning-fast deliv- 
eries. You don’t have to maintain a 
huge inventory of parts. 


The Nissan Motor Company, Ltd., 
manufacturers of Datsun, is the larg- 
est and oldest car and truck factory 
in Japan. It was established in 1926 
... 1S an industrial giant... is in the 
United States to stay. 





Datsun Bluebird $16 16 
4-Dr. Sedan seats. 


The merchandising &nd price structure on Datsun are 
simply fantastic! Washouts of $400 and more are a 
familiar story. We work with you closely to make your 
Datsun dealership virtually foolproof, practically risk- 
free. Incidentally, you'll be representing a factory that 
has been in business since 1926. A factory that’s here 
to stay. A factory that backs you up with a solid network 
of parts depots. If it’s more profits and repeat business 
that you're interested in (and who isn't!) .. . mail the 
coupon or phone collect right now! 


CORPORATION in U.S.A. 


WESTERN DIVISION: : 
137 E. Alondra Boulevard, Gardena, Calif. FA 1-2561 








Instead of ‘‘buckshot"’ national ad- 
vertising, we place ads of a com- 
manding size in your newspaper over 
your individual signature in addition 
to strong regional advertising. 


We have the most generous co-op- 
Te) heehee alee 
try. 


The comparison applies particularly 
to the big-selling West German im- 
port. No other economy import can 
sell against it like Datsun. 


Your Datsun franchise is an EXCLU- 
SIVE franchise... you, and only you, 
sell this fast-selling car in your area. 


Based upon competing manufactur- 

ers’ own specifications, you have the 

best COMPARISON story in the in- 

dustry. The chart tells the story... 
GERMAN | FRENCH Ma 


3-speed, full syn 


eee 


nC Me ar eA 





CYLINDERS 





HORSEPOWER 





TOP SPEED 





WHEELBASE 





LENGTH 











HEIGHT ag if “3 od SOURCE 





Mfrs. own 
Amica 
specifications 


TRUNK SPACE 
cu. ft.) 


Fairlady Sports Convertible— 
America’s lowest priced full 4 


t 
convertible. SL 9QG pow. 


Station Wagon—4 door, 6 pas- 


senger, 62 cubic $7916 ane 


foot capacity.... 


% Ton Pickup—Rugged, eco- 
nomical workhorse with 1870 


pound payload .. $7545 ee: ally 


Direct Factory Parts Depots Located on both East and 
West Coasts . . . Service Facilities Available Everywhere 


MAIL THIS COUPON WIRE OR PHONE COLLECT... 


MANY DESIRABLE LOCATIONS ARE OPEN BUT GOING FAST! 


Dealer Franchise Department Dealer Franchise Department 
Nissan Motor Corp. in U. S. A. Nissan Motor Corp. in U. S. A. 


Eastern Division: Western Division: 
221 Frelinghuysen Ave., Newark 8, N. J. 137 E. Alondra Bivd., Gardena, Calif. 


Name__ 


Address___ 


City__ 


Phone No. 
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AUTOMOTIVE NEWS PLATFORM 

¥ 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
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Capsule Comment 


The House Antitrust subcommittee has refused to hear 
testimony from dealers on the proposal to split makers’ 
finance subsidiaries from parent firms. 

Thereby gagging those who know most about the sit- 
uation. 
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* * * 

The Akron dealer association has adopted a credit-card 
system for service customers, good only at new-car dealer- 
ships. 

Another way to bring the customers “home.” 
* Ed * 

Negotiations for new contracts have been launched by 
auto manufacturers and the United Auto Workers, with 
both sides speaking softly. 

Who carries the big stick? 
* * * 

Saab announces new Midwest parts depot; Renault ex- 
pands national service training. 

Imports continue to gear up for a long haul in America. 
* * * 

Fuel experts say that bacteria can develop inside fuel 
tanks. 

How about three gas pumps for the fastidious? Regu- 
lar, premium and penicillin. 
* * * 

Auto executive urges dealers to conduct their business 
with the dignity it deserves. 

Too many act like a pitchman promoting a nine-way 
kitchen gadget. 


* * * 


Tipsheets already are chortling that ’62s show only slight 
styling changes. 
May help sell ’61s during cleanup. 


Events 


% Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 


appear in boldface type the first 
time they are used, 


Dealer Conventions 


Aug. 20-22—Colorado Automobile Dealers ° 


Assn. Harvest House, Boulder, 


Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon. Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
ee The Concord, Kiamesha Lake, 


Oct, 29-31 — Florida Automobile Dealers 


Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 
Nov. 14—Connecticut Automotive Trades 


Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

1962 

%& May 7-8 — Ilinois Automotive Trade 

Assn., Hilton Inn, Aurora, Ill 


%& May 16-17—Missouri Automobile Deal- 
= Assn. Elms Hotel, Excelsior Springs, 
°. 


May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Cadillac Hotel, Portland. 
Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 
-. ee 


Auto Shows 


Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 


Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 
N.C. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

1962 

Feb. 17-25— Chicago Automobile Show, 

McCormick Place, Chicago. 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 
* * = 
General 


oy 18-20—Western Plant Maintenance and 

ngineering Show, Pan Pacific Audi- 
torium, Los Angeles. 

Aug. I1-l12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 

Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago, 

Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

%& Dec, 9-11—8th Annual Auto Trim Show- 
Sener, Hotel Ambassador, Los An- 
geles. 


145,508 miles 


total of 24 million owners. 


20 Years Ago—1941 


Gradual conversion of the auto industry into more defense produc- 
tion—with a corresponding curtailment of car and truck output 
above the original 20 percent reduction—was indicated by the Office 
of Production Management . . . The House Ways and Means Com- 
mittee approved a 7 percent excise tax on cars and trailers, and a 
2% to 5 percent tax on parts and accessories. 


10 Years Ago—1951 


From July 1, 1945 to July 1, 1951, the six postwar years, the 
auto industry produced 24,568,843 cars and sold slightly more than 


22,500,000. 








The Big Stories 


35 Years Ago—1926 


Nearly 18,000 miles of roads in the states’ highway systems were 
surfaced in 1925, bringing the total mileage in surfaced roads to 
. .. With a world population of 1,748,000,000 in 1925, 
there was an automobile owner in every group of 71 persons, or a 


—— Letterbox 





used if you so request. A 


An Appeal from Canada 


Some time ago, a car salesman 
employed at Belisle Automobiles, 
Ltd., East View, Ottawa, Canada, 
absconded with a large sum of 
money obtained by a series of con- 
fidence tricks played on friends, 
acquaintances and clients of the 
firm. 

Although Belisle, the Ottawa 
Citizen and the police have been 
trying to locate him, no trace, so 
far, has been found. Rumor, how- 
ever, has it that he went to Cali- 
fornia, where he had friends and/or 
relatives. 

Bearing in mind your praise- 
worthy drive to establish dealer in- 
tegrity and, by implication, to weed 
out the bad eggs, how would you 
suggest that the victims of this 
scoundrel proceed to try and lo- 
cate him? There must be some 
method whereby tracks can be kept 
of bonded car salesmen. 

Your advice would be highly ap- 
preciated by many citizens of Ot- 
tawa.—L. A. PowELL, 97 Meadow- 
lands Drive, Ottawa 5, Ont., Can- 
ada. 

. 2 s 


GMAC Foes Assailed 

I read with interest the article 
entitled “Foes of GMAC Offer Low- 
er Price Lure” on Page 2 of the 
June 12, 1961, issue of AUTOMOTIVE 









“The winner gets to keep his job." 


‘Salesman Absconds ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 

ddress Editor, Automotive News, Detroit 7, Mich. 
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News. Paul Jones expressed three 
groundless opinions which I think 
should be repudiated. 

1. “Elimination of administered 
prices would make all manufac- 
turers strong.” It has always been 
our understanding that manufac- 
turers are strong when they have 
a product that sells profitably in 
reasonable quantities and have a 
sound dealer organization, all of 
which is tied together. 

It has been our experience that 
GM used cars will consistently 
bring more money than compar- 
able non-GM cars even if the non- 
GM cars were sold with nothing 
down and no interest charges, and 
even GMAC will not do that for 
the GM dealers. 

The acceptance of a product and 
the cash price a customer is will- 
ing to pay for the product will dic- 
tate the future strength of the 
manufacturer and its dealer organ- 
ization much more surely than the 
finance-company affiliation avail- 
able to the dealer, provided there 
is an adequate one available. 

2. “No mobility between GM and 
non-GM dealers because GM. deal- 
ers would be foolish to switch to 
non-GM franchises and endanger 
‘the special incomes and delayed 
incomes they receive because of 
GM’s financing and insuring busi- 
nesses.’”’ Let’s assume that Jones’ 
statement is true for a moment, 
about special incomes, etc. They 
would have to emerge as the result 
of a profit factor per sale times a 
number of sales. 

I learned in about third grade 
that something times zero equals 
zero. Let me say it another way. 
We make a modest profit on 
finance and insurance (less than 
10 percent of gross), but what is 
wrong with a profit? Like Jones 
said, “GM dealers would be fool- 
ish to switch,” but not for his 
reason. 

3. “More dual dealerships would 
result because the GM dealer would 
move to non-GM franchises and 
take his finance source with him.” 

Unless I am greatly misinformed, I 
could today take on a non-GM line 
in connection with Chevrolet and 
finance all sales through GMAC. 

Except for the fact that we have 
GMAC financing available, the local 

(See LETTERBOX, Page 36, Col, 5) 
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‘It’s light ... it’s tough... it’s aluminum 


Meet the U.S. Army’s new aluminum-armored M113 personnel carrier. 

It can carry 12 soldiers, protecting them on all sides from bullets and shrapnel. 

It weighs 10 tons (the previous model weighed 21 tons), so the M113 can be carried by plane and dropped 
by chute. 

Its dozen aluminum wheels add to its speed and mobility. It goes 40 mph. Jumps 5-ft-wide ditches. Swims 
deep lakes and rivers. Climbs 60 per cent grades like a mountain goat. 

A remarkable vehicle, the M113. 

And it owes, in a large part, its speed, lighter weight and armored protection to aluminum. 

But then, aluminum is a remarkable metal. You’ve seen what it does for cars. Lightens them, speeds them, 
sparkles them—in engines, transmissions, wheels, brakes, grilles and other decorative trim, paints. 

In style and function, aluminum is capable of almost anything. If need be, it can even add the strength of 
armor to any part of a car. 





ALCOA ALUMINUM, 


ALUMINUM COMPANY OF AMERICA 







WORLD'S LEADING PRODUCER OF ALUMINUM 


For complete sports coverage listen to “SPORTS SHOW” with Bob Reynolds, 6:15 to 6:30 p.m. every weekday on WJR, Detroit 
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Four-ply durability. ‘a 





You'll be seeing more and more of this remarkable new Goodyear tire—the first tire to 


so successfully combine 4-ply durability with 2-ply performance. Result: A Turnpike-Proved 


4-ply rating/2-ply tire! It’s already on some of the new compacts. Even more new Cars will 


have it on next year’s models. Here are all the reasons why... 


This remarkable new Goodyear tire achieve- 
ment has already been pretested and proved 
for well over 30 million actual road miles. 


Yet, it’s news. Because many of 1962’s new 
cars will have it. And because those that do 
will have a tire that (1) rides smoother, (2) 
rides surer, (3) runs cooler at high speeds, (4) 
can actually save on fuel, and (5) is easier on 
the car in the long run. 

2-plies vs. 4-plies 

A “ply” is a layer of rubber-coated cords 
which is the “framework” of the tire. Until 
now, most tires have had at least four or more 
plies. Because until now, no one has been able 
to so successfully put the durability of a 4- 
ply tire into 2-plies—and get all the acknowl- 
edged 2-ply advantages. Goodyear has. 


Look closely at the picture above. Compare 
the size of the cords of the 4-plies at the left 
with the size of the giant cords at the right. 
The two giant cord plies do the job of 
the four conventional cord plies. The total 
weight of the fabric is the same. So you have 
the strength you need plus better perform- 
ance for today’s driving on today’s roads. 
What’s more—it’s all 3-T triple-tempered 
cord, a Goodyear exclusive. Triple-tempered 
under precise conditions of tension, tempera- 
ture and time to set the cord at its point of 
maximum strength and durability. 


Rides smoother, surer, and silent 


You won’t really know the difference a 4-ply 
rating/2-ply tire can make until you ride on 


it. You ride softer, because it’s more flexible. 
It conforms better to the surface of the road, 
“gives” easily to bumps. A ‘‘shock-absorber”’ 
action makes your ride more comfortable. 


Greater flexibility also allows better tread 
contact with the road. There’s more tread 
area in direct contact at all times to help you 
stop quicker, start sooner, ride surer. 


And... you don’t sacrifice silence. In fact, 
though the inner construction is different, you 
get the tread design of the Goodyear Custom 
Super-Cushion—the quieter-than-ever tire 
that comes on today’s new cars. 


Runs cooler at high speeds 


High-speed heat is a big threat to tires. But 
because there’s less bulk to this tire, there’s 


less heat build-up. Meaning that when you’re 
traveling at high speeds for long distances— 
as you would on a Turnpike—the 4-ply rating/ 
2-ply tire stays cooler than ordinary tires. So, 
this newest Goodyear tire is also Turnpike- 
Proved—just like al/ Goodyear tires. 


Your car runs better—for less! 


Less bulk also means this tire rolls easier. And 
the easier it rolls, the less horsepower is re- 
quired to turn each wheel. So in the long run, 
this tire is easier on your motor. Your car runs 
better, longer. And for less—you can actually 
get better gasoline mileage. Together they add 


a 





up to greater driving economy. 


What’s TRUE 2-ply, and what isn’t? 


Unfortunately, there will be so-called ‘‘bar- 
gain”’ 2-ply tires that motorists will have to 
be wary of. In short, some 2-ply tires will not 
measure-up to 4-ply durability. 


New car buyers, when they see the name 
“GOODYEAR,” will know they’re getting 
2-ply tires they can trust. It’s the name that 
stands for quality. The name that’s backed 
by ‘*Turnpike-Proved.” And ‘3-T triple-tem- 
pered cords.’’ And people. More people ride 
on Goodyear tires thanon any other kind. 








GOODSYEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


Super-Cushion, T.M., The Goodyear Tire & Rubber Company, Akron 16, Ohio. 
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The Man Behind the Wheel... . 


Sales Testing the Falcon Wagon 


ing the fuel and an engine coolant 
heating spacer is located between 
carburetor and intake manifold to 
prevent carburetor icing. 

It has full pressure oil system, 
including drilled passages to rocker 
arms. The point of mentioning 
these things is that in spite of its 
size it is a fully engineered job 
with nothing left out. 

* + * 

HE Fordomatic automatic 

transmission combines a _ hy- 
draulic torque converter and a 
planetary gear system. There are 
two such transmissions, one for the 
80-horsepower engine and another 
for the 101-horsepower engine. 

From the owner standpoint, 
this is a very desirable feature, 
since the automatic transmission 
has definitely been designed for 
the engine and its power and op- 
erating characteristics. 

On the test trip this transmission 
was under constant scrutiny along 
with gas mileage because of the 
long standing opinion in the indus- 
try that small engines were not 
efficient with automatic transmis- 
sions. In the early day of the auto- 
matic transmission all engines so 
used had to be much more power- 
ful as compared with a straight 
transmission. 

With the heavier weight of a sta- 
tion wagon, our test-car transmis- 
sion had a great deal more work to 
do than if it were on a convention- 
al sedan. 

This transmission proved again 
that it was properly engineered for 
the job. Shifts occurred precisely 
at the recommended speeds accord- 
ing to shop manual, it did not slip 
and it did not heat. As a matter of 
fact, no penalty is attached to the 
use of an automatic transmission 
on F alcons—probably the reason 
why Falcons with automatic trans- 
missions are far outselling straight 
transmissions. 

* * ed 


Economy Items 


OME other Falcon items that 

contribute to the economy and 
customer satisfaction include dou- 
ble-wrapped aluminized muffler, 
the anodizing on aluminum trim 
has been increased 2% times, many 
under body parts have been gal- 
vanized in this year’s line to reduce 
corrosion and rust damage and the 
use of stainless steel has been sub- 
stantially increased. 

The station wagon has a load 
space length of more than seven 
feet, a volume of 76.2, and if you 
want to learn something about 
size, compare it with the 1957 
Ford wagon—it’s almost as big. 

Another thing about the Falcon 
is that you can get almost every- 
thing you could possibly want in 
optional equipment — tinted glass, 
windshield washer, electric wipers, 
stainless steel and chrome luggage 
rack, air conditioning, seat belts, 
right on down the line. The dealer 
installed air conditioning unit has 
enough capacity to cool a five-room 
house, 









carg travelling at 70 or better, as 
might be expected. 

The gasoline mileage with auto- 
matic transmission was much bet- 
ter than expected. Twenty miles 
per gallon in traffic would be easy. 
On our checks for both town ahd 
country driving we came out 23 
miles per gallon. Much of the 
traffic was heavy, stop lights were 
numerous and the open road speeds 
were high, So when you wrap all 
this up you have a remarkable 
station wagon that is capable of 
a big job at a low price in first cost 


and economy on the road. 
* * * 


Eprror’s Note: This is another 
in a series of articles exploring 
the sales features of American 
cars. 






By L. H, Houck 
Travelling Correspondent 
ALES TESTING the Falcon sta- 
tion wagon with the 170-cubic- 
inch, 101-horsepower engine, is 4 
revealing experience in a new con- 
cept of motoring. 

In the first place, I found 
economy of operation, plus room 
and plenty of power for the pur- 
pose, If you read back a few 
years you'll find that this com- 
bination is one that couldn’t be 
done, It was freely said that 
American manufacturers couldn’t 
produce such a vehicle, 

The station wagon had a Fordo- 
matic automatic transmission de- 
signed for this job. The bigger en- 
gine was ideally suited for its job. 


There seemed to be plenty of 
power for every requirement, plus 
plenty of speed on the highways— 
up to the area of 70 miles per 
hour, where it cruised beautifully. 
It revved up to 80 easily but it is 
not built for flashy passing of other 


Kaiser Denies 


FTC Charge on 


Allison Purchase 


WASHINGTON. — Kaiser Indus- 
tries Corp. and three subsidiaries 
and affiliates—Henry J. Kaiser Co., 
Kaiser Aluminum and Chemical 
Corp. and Kaiser Steel Corp.—have 
denied Federal Trade Commission 
charges of violating the anti- 
merger law, Section 7 of the Clay- 
ton Act. 

In its complaint of last March, 
FTC questioned the purchase by 
Kaiser Steel of 45 percent of the 
voting stock of Allison Steel Mfg. 
Co. on May 15, 1958, for more than 
$1.1 million, following which at 
least two executives of the Kaiser 
interests were elected to Allison’s 
board of directors. 

The four Kaiser companies re- 
quest dismissal of the complaint. 
They deny FTC’s charge that the 
acquisition may substantially les- 
sen competition or tend to create 
a monopoly in the sale of primary 
steel and aluminum, the fabrication 
and erection of structural steel and 
structural aluminum and the man- 
ufacture of other steel and alumi- 
num products. 

According to FTC’s complaint, 
Allison was the largest independent 
fabricator and erector of structural 
steel in Arizona and accounted for 
about 40 percent of that business 
in the state. 

It also was one of the largest 
independent fabricators of struc- 
tural aluminum and other alumi- 
num products in the state. 

Allison has performed contracts 
for fabricating and erecting steel 
and aluminum in other states. Its 
basic raw materials are purchased 
primarily from Kaiser Steel, Kaiser 
Aluminum and other western pro- 
ducers. In addition, Allison is a 
jobber and warehouse for certain 
types of manufactured metal prod- 
ucts. 


Dealers Organize 


In N.Y. County 


BINGHAMTON, N. Y. — Fran- 
chised new car dealers of Broome 
County have formed a countywide 
organization under Chamber of 
Commerce auspices. The group will 
be known as the Chamber of Com- 
merce Automobile Dealers Council 
of Broome County. 

Its formation was announced 
jointly by John Conaty, president 
of the Automobile Dealers Council 
of Endicott-Vestal-Endwell Cham- 
ber of Commerce, and Gary Robin- 
son, president of the Retail Auto- 
mobile Dealers Council of the Bing- 
hamton chamber. 

The new organization, Robinson 
said, hopes to include all the coun- 
ty’s new~-car dealers and later fran- 
chised truck and trailer dealers. 
Auto supply houses, banks and 
















Surprisingly Big 
I WASN’T prepared for the size 
of the station wagon. I thought 
it would be much smaller and 
probably a little too heavy for the 
engine. This was the four-door 
wagon with an electric rolldown 
rear window (a real convenience) 
and 76.2 cubic feet of load space. 
We put a fair sized load in it for 
the test. 

The 170-cubic-inch engine 
teamed up with Fordomatic 
proved an ideal combination. This 
engine uses regular fuel and de- 
livers 101 horsepower at 4400 rev- 
olutions per minute, 

The Falcon engine is a quality 
job. Pistons have a chrome ring 
in the top groove, intake and ex- 
haust valve assemblies are of the 
rotating type and valve last is 
maintained by self-locking adjust- 
ing screws. This makes for easier 
adjustments. 

The astonishing thing is the 
amount of power at the rear wheels 
that comes from such a small, in- 
line six of over square design with 
a 3%-inch bore and slightly less 
than 3-inch stroke, 

The power flow from such a 
short stroke engine is a _ tribute 
to modern designing—such an en- 
gine would have been unheard of 
a few years ago. 

Exhaust gases assist in vaporiz- 

x *” 


Car Tested: 
761 FALCON 
STATION 
WAGON 


Engine: 170 cubic inch, 101- 
horsepower, overhead valve six 
in line, single throat carburetor; 
compression ratio, 8.7 to 1; uses 
regular gas; bore and stroke, 
3.50 by 2.94 inches; torque, 156 
at 2,400 revolutions per minute. 

Overall length, 189 inches; 
overall height, loaded, 55.1 
inches; overall width, 170.6 
inches; wheelbase, 109.5 inches; 
tread front and rear, 55 and 54.5 
inches; axle ratio, 3.50 to 1. 

Gas tank, 14 gallons; floor load 
length with window closed, 86.2 
inches, with tail gate open, 105.5 
inches. 

Tires: 6.50x13. 




























































Falcon Wagon Called Roomy, Economical— 

The Falcon station wagon, with its seven-foot floor and 76.2 cubic feet of load 
space, is nearly as roomy as a 1957 standard Ford wagon, says L. H. Houck, Automotive 
News travelling correspondent. Houck, after more than 1,000 miles in the compact 
wagon, found he got 23 miles per gallon with the 170-cubic-inch engine and auto- 
matic transmission. 


other lending agencies, he said, will 
be admitted as associate members. 
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Active Pioneer— 


G. Earl Clark, seated right, is the active 
owner-manager of Clark Brothers-Pomona, 
Pomona, Calif., a firm he started in 1914 
with two brothers. At left is Don E. Clark, 
his son, who came into the organization 
in 1937 as a full partner and is now gen- 
eral sales manager. Some 30,944 new and 
used cars of various makes have been sold 
in the firm's 47 years of business. 





In Same Location .. . 





POMONA, Calif.— Clark Broth- 
ers-Pomona, 125 S. Main St., this 
year marks its 47th year with the 
franchise—and its 6lst year as a 
business organization, having start- 
ed in 1900 at the same location as 
a blacksmith shop and livery serv- 
ice. 

G. Earl Clark, owner-manager 
of the firm, and two brothers now 
deceased, received the Oldsmobile 
franchise as a result of a trip 
made into Los Angeles to pur- 
chase a new car. The distributor 
not only sold the Clarks a new 
Oldsmobile but also signed a sell- 
ing agreement with them, In the 
first 60 days of the new dealer- 
ship, Clark Brothers delivered 19 
new Oldsmobiles. 

However, it is not certain in 
which year—1914, 1913 or possibly 
1912—the event took place. News- 
paper files which show the first 
dealership advertisement appeared 
Sept. 10, 1914. But Clark believes 
that the actual start of automobile 
business was made a year or two 
before that date, although he has 
no records to substantiate his rec- 
ollection of earliest happenings. 

A total of 30,944 new and used 
cars was sold by Clark Brothers 
during the 47-year span. Population 
of Pomona grew from 5,000 in 1914 
to 60,000 in 1961. 

Between 1914 and 1931 the firm 
handled several other makes of 
cars in addition to Oldsmobile. 
Among them were Maxwell, Chal- 
mers, Columbia, Chrysler, Ply m- 
outh, DeSoto and Buick. 

After buying out the interest of 
his two brothers in the early years, 
G. Earl Clark took his son Don E. 
Clark as a full partner in 1937, To- 
day there are more than 60 people 
on the payroll and many of them 
have been affiliated with the deal- 


_|ership for decades. Service Man- 


ager Jack Cavanaugh started “on 
the floor’ and worked up to his 
post over the past 40 years. Bert 
Hollingsworth, a used-car mechan- 
ic, has been with Clark 42 years. 


On the site of the original 
blacksmith shop and livery serv- 
ice a two-story building houses 
the automotive operations. A link 
with the past is a piece of chain, 
anchored in the pavement, which 
served to tie down a hay hoist 
which lifted bales of horse fodder 
into a barn loft. 

The man who hag directed this 
long stewardship of Oldsmobile 
owners is still active and vigorous 
in business and civic matters. He 
could shoe a horse and mend a 

wagon with the best of them when 
a young man. His energy is divided 
between office and orange orchard 
nowadays — with time taken out 
regularly for world travel. 


He was Pomona’s fire chief in 
the early days, at a salary of $25; 
he was president of the Chamber 
of Commerce, the Rotary Club, the 
Philharmonic Society and the Po- 
mona Valley Automobile Dealers 
Assn. More recently he has served 
























4.77 Years with Oldsmobile 








































Used-Car Dealers 
Report Sales High, 


Inventories Low 


ENCINO, Calif. — “Business is 
good,” was the consensus of nearly 
40 dealer-management people at- 
tending the April meeting of the 
San Fernando Valley Used Car 
Managers Assn, here. 

Several dealers told the group 
that March had been their best 
used-car month in six months. Auc- 
tion prices were said to be higher 
than usual, with sharp merchandise 
in critically short supply. 

As one used-car manager told 
Automotive News, “Everyone is 
short of used cars. New-car dealers 
are holding everything for top dol- 
lar, 

“Though new cars are beginning 
to move, it'll be another six weeks 
or two months before used-car lots 
will have decent stocks again,” he 
said. 

The meeting was chaired by Zac 
Oreck, Holt Motor Co., Van Nuys. 
Charles McIntyre, of the California 
Department of Motor Vehicles, was 
a guest of the association. 
































as vice-president of the Pomona 
Valley Community Hospital. 


“The key to success in the auto- 
mobile business,” says Clark, “is 
a strong sense of responsibility to 
customers. When you run a busi- 
ness that way you have nothing 
to hide. Customers stay with you 
because you stay with them.” 

Clark has made many friend- 
ships among top-ranking figures 
of the automobile industry during 
47 years of retail activity. His ac- 
quaintanceship goes back to the 
dawn days of Oldsmobile distribu- 
tors S. F. Seager and J. W. Leav- 
itt. With Dave Ralston, former 
Olds national sales manager of 
the 1930s, Clark took a world 
cruise. 

Although retaining his keen in- 
terest in horses, and at one time 
receiving recognition as a _ polo 
player on winning teams, Clark’s 
life has been a mural of the auto- 
mobile industry. 

And a fact that Clark likes to 
recall is that his present slogan, 
“Transportation and Service Since 
1901,” has been used for six decades 
with horses and motor cars. 






Paper Honors 


Ford Men for 
Climb to Top 


LOUISVILLE.— Two Ford men 
who made good after starting at 
the bottom have been honored by 
their home town newspaper, the 
Louisville Courier-Journal. 

They are John W. Van Vactor, 
manager of the Ford plant here, 
and Donald C. Burdette, Louisville 
district sales manager. 

The pair first met in 1934 while 
unloading a freight car at the old 
Louisville Ford plant. At the time, 
Van Vactor was 19 and holding his 
first regular job after a fling at 
selling vegetables from door to 
door. 

Burdette was 23, having gone to 
work at Ford after giving up his 
Studies at the University of Louis- 
ville. A native of West Virginia, 
he came here to go to college. 

The two moved up the ladder to- 
gether. Van Vactor served at the 
Willow Run bomber plant during 
World War II and rose to be plant 
manager here in 1957. 

Burdette served as an ordnance 
officer during the war and was a 
major when he left the army. 
After serving in a number of field 
sales positions, he was assigned to 
Louisville as district sales manager 
in 1955. 


Giles Buys Studebaker Deal 


TUCSON.—Frank B. Giles held 
open house at his new Oasis Motors 
(Studebaker), 950 N. Stone Ave. 
Giles, formerly associated with 
Buick and Cadillac dealerships 
here, bought Century Motors. 
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HERE IS YOUR KEY 
TO QUALITY! 


This Blue Coral key will open the door to a prosperous and 
productive service department. You are cordially invited to 
come in and join the thousands of successful Blue Coral dealers 
who have found new prestige, new profit and, of course, the 
pleasure of serving a satisfied customer. Manufacturers, 
dealers and their customers agree that Blue Coral is a shining bk aS 


symbol of enduring value and quality . . . They know there is 


no substitute for the perfect protection Blue Coral gives to 


rms quan A QUARTER oO, 
Lacquer, Acrylic, Enamel and all hard finishes. yore 


Here is the key . . . Success is at your finger tips! 


© —H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Across the Nation... 





SALEM, Ore.— Eyerly Foreign 
Cars (Volkswagen-Porsche), 4403 
Commercial] St., S, E., has changed 
its name to Eyerly Motors. The 
dealership is operated by Harry 
Eyerly and his sons, Larry and 
Michael. 

* oe om 


Fleming, 71, Retires 


LIVINGSTON, Mont.—Edward L. 
Fleming, 71, Montana’s oldest ac- 
tive Ford dealer and president of 
the state’s second oldest Ford deal- 
ership, has retired from Gateway 
Motor Co. Jack Ryall, secretary- 
treasurer, purchased Fleming’s in- 


Auto Dealer Changes 








terest and succeeds him as presi- 
dent. Fleming started in the auto 
business in 1909 in San Francisco 
and became a Ford dealer here in 
1917. 


2 *" * 
Rambo Takes Fiat 
PORTLAND, Ore.—Rambo Mo- 


tors is the new Fiat dealer here, 
according to Bob Rambo. 
* * 


Ewing Heads Orand Buick 


DALLAS. — S. Finley Ewing jr. 
has been named president and 
chief partner of Orand Buick Co., 
2128 Cedar Springs. He was made 


a partner by the late J. Bruton 
Orand several months before the 
latter’s recent death. 
+ * om 
Livingston Pontiac Opens 
CANOGA PARK, Calif. — Jack 
Livingston has opened Livingston 
Pontiac-Tempest here. 
+ * * é 
Newman Buys Clayton Ford 


WEST HARTFORD, Conn. — 
Clayton Motors (Ford) has been 
sold by E. Clayton Gengras to 
Robert W. Newman. The firm now 
is known as Williams Ford. Gen- 
gras will devote all his time to his 
insurance companies. 

+ J 


d 
Hughes-Peters Ford Opens 
DALLAS. — James W. Hughes 
and Ed D. Peters have opened 
Hughes-Peters Ford Sales, Inc., at 
2108 Ross, a location at which 
Hemphill Ford formerly operated 


ONLY 





a dealership. Hughes and Peters 
formerly were Renault distributors 
in Texas, Oklahoma and New 
Mexico. 

* ok * 


Rambler Outlet Adds Buick 
CHAMBERLAIN, S. D.—Sladek 
Motor Co. (Rambler), headed by 
Burton Anderson, has added Buick 
to its line. a 


* 
Haidinger Buys Into Deal 

ENDICOTT, N. Y. — William 
Haidinger is the new president and 
manager of Newing Motor Co. 
(Ford), succeeding Stuart L. New- 
ing. Newing said he sold part in- 
terest in the firm to concentrate 
fully on the operation of a hotel. 

* * * 


Mahan Holds Open House 


HOUSTON. — A delayed grand- 
opening celebration was held in 
February by Mahan Motors’ Volks- 
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wagen Sales & Service Center, 2405 
Richmond. The dealership was 
opened by Wally Mahon, owner, 
last September, but the widening 
of Richmond delayed the official 
debut. 


* * * 


Bilkis Buys Import Deal 


EAST CLEVELAND, O. — Jack 
Bilkis, who has been associated 
with Olen Motors’ (Jaguar- 
Triumph), 16300 Euclid Ave., since 
1955, has purchased the dealership. 
It has been renamed Olen-Bilkis, 
Inc. ee 

* 


Hager Sells Deal 


DEVILS LAKE, N. D. — L. L. 
Riggen has bought out the interest 
of John Hager in R & H Oldsmo- 
bile-Pontiac here and has renamed 
the dealership Riggin Motors. 

od + * 


Fiat Deal Opens 


ROCHESTER, Minn.—West Town 
Motors is a new Fiat dealership 
here. The firm is headed by Ray 
Van Alstine. 


Simca A ppoints 
Solo Outlets 


DEROIT.—The following dealers 
have been appointed single-line 
Simca outlets, according to Peter 
Nunez, Simca sales manager: 

Harold B. Robinson DeSoto, Inc., 
6510-20 Market St., Upper Darby, 
Pa.; Reedman Corp., Lincoln High- 
way, Fairless Hills, Pa.; Henry A. 
McClellan Simca Sales, 908 N. Main 
Jacksonville, Jacksonville, Fla.; 
West Covina Motors, 1921 W. San 
Bernardino Rd., West Covina, Calif., 
and Al Filippone, 441 E. Baltimore 
Ave., Clifton Heights, Pa. 

Sam Knox Motors, 16763 Merrill 
Ave., Fontana, Calif.; Larry Reed, 
Inc., 5208 Centinela, Los ‘Angeles; 
Brown Motor Sales of Brunswick, 
Inc., 2417 Norwich St., Brunswick, 
Ga.; Covi Car Imports, Inc., 429 
N. Broad St., Elizabeth, N. J.; Holi- 
day Motors, Inc., 5015 Van Nuys, 
Sherman Oaks, Calif., and Don 
Scott Motors, 2370 Commerce Ave., 
Vero Beach, Fla. 

* a 


Dodge Deal for Dishman 


LOUISVILLE.—J. A. Dishman, 
a veteran Louisville auto dealer 
has received a Dodge franchise. 
He also handles Studebaker, Olds- 
mobile and Mercedes-Benz at 909 
E. Broadway. 


* * m 
Jackson Deals Moving 


JACKSON, Mich.— Blain Buick 
Co. is moving from 228 W. Pearl to 
250 W. Pearl, and Firth Motor Sales, 
Inc. (Studebaker), which now is at 
250 W. Pearl, will move to a loca- 
tion which still is undecided. 

* * 
Triumph for Magenheimer 


INDIANAPOLIS. — Magenheimer 
Motors, 6055 W. Washington St., 
has been authorized to handle 
Triumph. 

* 


Ridgemont Opens New Home 


VANCOUVER. — Ridgemont 
Chrysler, Ltd., has opened new 
quarters at 1177 Marine Drive, 
North Vancouver. The company, 
which handles Chrysler, Plymouth, 
Simca and Fargo, is headed by 
John L. Oates. 

ok 


* * 


Empire Motors Moves 

BILLINGS, Mont. — Empire Mo- 
tors (Studebaker-Mercedes-B en z- 
Renault) is now in its new and 
larger building at Second Ave. N. 
and 25th St., according to Dan 
Davies, manager. 

* * * 


Reiber Adds Pontiac 


NEW CASTLE, Pa.—Reiber Cad- 
illac has received a Pontiac fran- 
chise. The firm will be known as 
Reiber Cadillac-Pontiac Co. 

* * * 
Tripeny Buys L-M Deal 

CASPER, Wyo.—Robert A. Trip- 
eny, owner of Tripeny Motors 
(Studebaker), 355 W. Yellowstone, 
has purchased James F.. Friedlund’s 
Lincoln-Mercury dealership. 

* * 


Minter Opens Deal 


KANSAS CITY, Kan. — Kelley- 
Williams Motor Co., Inc. (Ford), 
has been opened at ninth and Min- 
nesota by Sherrill Minter. 


* * * 


Persons Buick Opens 


ONTARIO, Calif. — Ray and Roy 
Persons have opened Persons Buick 
here. 
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When a salesman shows a dealer 
scheduled advertising featuring local prices, 
the ads make a hit, get larger orders! 


And local prices are a big selling point 
with local customers—are doubly 
effective when displayed with a fine 
quality reproduction of the product. 


Now advertisers can enjoy both 
advantages in SUCCESSFUL FARMING’S 
12 State & Regional Editions! 


These editions offer infinite flexibility. 
The advertiser can match map and 
market, combine coverage in any way which 
best meets his individual requirements, 
custom fit promotion to his sales program. 
States need not be contiguous. 


Used separately or in combination with 
the SuccCESSFUL FARMING National Edition, 
they put more push and power where 
wanted, give dealers extra support, serve for 
seasonal selling, copy and coupon testing, 
new product or model introduction, new offer 
tryouts. All editions have SUCCESSFUL 


Successful Farming 


..- Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, Detroit, 
Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 












National advertising—with local prices 


FARMING’S editorial excellence, fine 
reproduction and long life. And use of more 
than one edition earns cumulative rates. 


SUCCESSFUL FARMING is read by big 
businessmen in the nation’s most important 
industry, agriculture. Its audience has 
big farms averaging more than 300 acres, 
50% larger than in 1945. They are the 
country’s major producers of hogs, cattle, 
milk and poultry. In the past decade 
SF farm families have received an estimated 
annual average cash farm income about 70% 
above the national farm average. 


SUCCESSFUL FARMING delivers prestige 
and influence, merited by fifty-nine 
years of service, helping readers earn more 
money and live better. Advertising 
enjoys unusual confidence and respect, 
gets extra attention and response. 


Ir you want your advertising to make 
more sales, use SUCCESSFUL FARMING’S hew 
selling tools! For full data on State & 
Regional Editions, ask any SF office. 
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The Man Behind the Wheel. . . 
Sales Testing Israel's Sabra 


Eprror’s Note: This is another 
in a series of articles exploring 
the sales features of imported 
cars. 

By Ed Brown 
Staff Correspondent 

ORROWED from the Italian, the 

styling of Israel’s Sabra makes 
an immediate impression upon the 
observer, either pro or con; rarely 

is the reaction indifferent. 

The air scoop dips in forward 
motion, then rises to the hood line, 
encasing the headlights in small 
scoops of their own. 

At $2,995, the dealer has a pack- 
age which can be talked about at 
length. Styling, of course, comes in 
for a great deal of play, along with 
the fiber glass body. This one has 
been designed in six panels, which 
means the very most in economy 
and the very best in strength. 

The push-button doors are 
wide, giving fairly easy access to 
the car, when the seats are push- 
ed all the way back. Otherwise, 
the sports car hump is necessary 
in order to enter or exit. The 
driver and his passenger sit deep 
down into the frame, on very 
comfortable foam rubber leather- 
covered seats. 

In front of the driver is a cock- 
pit type instrument cluster, with 
everything from clock to tach- 
ometer, to speedometer, with mile- 
age gauge and trip gauge all con- 
veniently placed for easy viewing. 
The panel is made of fiber glass 
and painted in a very dull black 
which prevents even the slightest 
reflection. 

The view, from the driver’s seat, 
of the interior gives a good impres- 
sion. In addition to the leather-cov- 
ered seats, the top of the dash is 
also covered in leather as are the 
doors. The floor is covered with a 

* * * 


Test Car: 
THE ’61 SABRA 


Engine: Four-cylinder over- 


head valve, water cooled. 
Bore: 3.25 inches. 
Stroke: 3.13 inches. 


Cubic capacity: 103.9 cubic 
inches. 

Maximum horsepower: 61 at 
4,400 revolutions per minute. 

Maximum torque: 91 foot 
pounds at 2,300 RPM. 

Compression ratio: 7.8:1. 

Carburetion: Single Zenith 
downdraft. 

Gearbox: Four-speed synchro- 
mesh, 

Suspension: F ront independ- 
ent through coil spring and 
damper units to tubular suspen- 
sion arms, Rear coil spring and 
damper units to axle located by 
modified Watt linkage. 

Weight: 1,765 pounds. 

Track: 48 inches. 

Wheelbase: 90 inches. 

Length: 165 inches, 

Width: 61 inches. 

Height: 50 inches. 














thick high-pile carpeting which 
helps give the feeling of luxury to 
the vehicle. 

* 


Wood Steering Wheel 


LONG the middle of the dash 

are the buttons and knobs, like 
windshield washer buttons, heater 
and defroster buttons, the light 
switches, etc. They are nicely 
placed and easy to read, with one 
exception. 

The turn signal switch is located 
midway between the driver and the 
passenger on the dash and is not 
automatic. It is necessary to reach 
over to the right and then remem- 
ber to reach again to turn the sig- 
nals off. At night, on a dark high- 
way, the use of the flasher signals 
becomes something of a problem, 
since there are no interior lights 
which give an indication of its lo- 
cation. It’s a matter of groping 
until you hit the right switch. 

The pedals are located quite close 
to each other; particularly, the gas 
and brake pedal. Several times we 
found ourselves applying the brake 
at the same time that we were 
pushing down the gas pedal. This 
is one of those instances when it 
is well to warn the customer before 
he gets in to take a test drive. 

The steering wheel is made of 
wood, with three spokes reach- 
ing out from the steering post. 
It makes an immediately fine im- 
pression of the vehicle. 

Placement of the seats allows for 
a good deal of leg room, so much 
so that the average person has dif- 
ficulty reaching the firewall with 
his feet. On the driver’s side, a lit- 
tle foot rest has been provided for 
the left foot, when driving over 
extended highways, and the pas- 
senger has been provided with a 
little foot rail. Both are items to 
be pointed out to the customer. 

The top of the Sabra is well en- 
gineered and one of the easiest 
sports car tops it has been our good 
fortune to work. It literally will go 
up or down in minutes. And best 
of all there is little strain, and very 
little chance of breaking finger- 
nails ov skinning fingers. In addi- 
tion, the tonneau cover clicks into 
place as easily as the top comes 
down. 

A strong selling point in this ve- 
hicle should be the roll up windows 
and vent windows. Although more 
sports cars are adopting this ad- 
vantageous feature, it is still rare 
enough to make a good selling 
point, 

+ * * 

Steering a Joy 
W= DROVE this vehicle through 

some pretty heavy rains and 
found it to be one of the most leak- 
proof of the sports cars we have 
ever tested. This, too, should be a 
point in any sale. 

Steering the Sabra is a joy. It is 
quick and precise, but there is one 
disadvantage about it. When the 
vehicle hits a bad bump, the reac- 
tion in the steering wheel is likely 
to be far more violent than the 





SAE Members Tour Chevrolet Plant— 


Approximately 100 members of the Society of Automotive Engineers toured the 
Chevrolet car, truck, Corvair and Corvette assembly plant in St. Louis as part of the 
SAE's summer meeting in St. Louis. Edwin T. Teske, right, general superintendent in 
charge of Corvette production, explains final assembly details on the Corvette line 


to a few of the visiting engineers. 


average driver will be prepared for. 
This is another item about which 
the test driving prospect should be 
cautioned, At one point, the wheel 
literally made a quarter turn when 
we hit a bump in the street. 


The ride is typically sports car, 


in that it is hard and honest to the. 


road. The suspension is quite good, 
however, and with the exception of 
being a true sports car ride, is 
something the salesman can actual- 
ly talk about to his customer. The 
suspension arms are tubular, to in- 
dependent coil springs and damper 
units. 

The shift is the typical H pat- 
tern, with reverse lifted and 
pushed to the front on the driv- 
er’s side. It is short and precise, 
another feature which should 
please the sports car enthusiast. 

Visibility is fair in this vehicle. 
The wraparound windshield is dis- 
tortion free, but with the top up 
there are those few inches of blind 
spots, near the rear which some- 
times cause trouble. Otherwise, the 
rear window is large and allows 
a full view of the road behind. 

One of the executives of Sabra 
recently stated that the vehicle was 
not built for speed as much as it 
was built for endurance. This is 
true, and if you get a customer or 
prospect who is a buy on accelera- 
tion or true speed, you will have 
a difficult time arguing him off 
some of its competitors, But if he 
is looking for solid operation, the 
Sabra is likely to be his car. 

The Sabra will disappoint the 
purist on acceleration trials, al- 
though it can acquit itself rather 
nicely on the long haul. Made from 
extra solid pieces in all respects, 
it is very likely that it will still be 
performing its job when some of 
its more delicate sisters have given 
up the ghost. 

aK os 


Plenty of Power to Pass 


CCELERATION from a stand- 

ing start might disappoint, but 
there is plenty of extra power 
available when travelling at high 
speeds. If an extra burst of power 
is required to pass someone on a 
highway, the Sabra delivers it with 
no complaint and in record time. 

Another hint to a more success- 
ful sale is to keep using the gears. 
Shift down at every opportunity, 
because when the Sabra starts 
travelling at low speeds in higher 
gears, it doesn’t perform as smooth- 
ly as it will when travelling at 
those same speeds in lower gears. 
It will just make your demonstra- 
tion that much more successful. 

The trunk is almost entirely dom- 
inated by the spare tire. There is 
very little space for any kind of 
luggage, although the customer 
needn’t despair. With the seats 
about midway in their multi-choice 
position, there is considerable room 
behind the seats for the storage of 
luggage and other items. 

Incidentally, the seats travel back 
and forth on their tracks with 
great ease. 

There is an interesting gadget 
for the horn ag well, It is a long, 
spear-like handle which projects 
directly out of the dash next to 
the driver’s hand on the wheel. A 
mere tap sounds the horn. 

The vehicle acquits itself fairly 
well on the road. It will corner 
with the best of them. In traffic, 
it will slip in and. out of tight 
spots easily, and it parks exceed- 
ingly well. This is a feature 
which should appeal to women. 

The brakes are of good size and 


showed no tendency to heat during | | 


our trials. 

Your prospect is most likely to be 
interested in the engine, and you 
need have no hesitancy about it. 
The hood folds all the way forward, 
leaving the engine entirely exposed. 

All the vital parts are easy at 
hand, and can be quickly removed 
or replaced. 

In addition, because the motor is 
a modified English Ford Consul, 
the vehicle can be repaired by any 
English Ford dealer, and parts also 
are readily available. Another sell- 
ing point. 

The body, of course, can be 
quickly repaired, because it is of 
fibre glass and there is little likeli- 
hood that an entire panel would 
have to be replaced. 





Israel's Sabra Sport— 

The Sabra Sport, sales tested by Automotive News, is 165 inches long, 61 inches 
wide and has a 90-inch wheelbase. The car is powered by a four-cylinder. overhead- 
valve water-cooled engine. 





For Georgia Auto Firm... 





Handicapped Do Fine Job 


By Sally Pfeiffer 
Staff Correspondent 

ATLANTA. — “Hiring handicap- 
ped workers is not an obligation— 
it is an opportunity; it’s not only 
good for society, it’s plain good 
business,” says Dr. G. Roy Fugal, 
manager of employment practices 
for General Electric in New York. 

He added, “Nature compen- 

sates and gives these people add- 
ed skills. Basically, they are no 
different from anyone else so let’s 
stop lumping them into a group 
that sets them apart. 

“Properly selected and placed, 
the handicapped worker is a won- 
derful worker. More and more em- 
ployers are accepting workers with 
various disabilities.” 

This address was given recently 
in Atlanta before the Southeastern 
regional meeting of the President’s 
Committee on Employment of the 
Physically Handicapped. 

Georgia was an appropriate site 
for such a statement. In the last 
15 years the state has been first 
in the nation many times in the 
total number of persons, or the 
number in proportion to population, 
restored to gainful employment 
through the services of vocational 
rehabilitation. 

At two trade and vocational 
schools, located in Clarkesville and 
Americus, Georgia’s injured and 
handicapped can take courses 
ranging from six months to two 
years in many subjects. Of par- 
ticular interest to the auto indus- 
try are the courses in body repair, 
mechanics, machine shop repair 
and small gasoline engine repair. 

For instance, there’s the story 
of Joe Hogan, now 33, who has 
a frail and shortened right leg 
due to polio. For a long time he 
was under the care of the crip- 
pled children’s program, Two op- 
— were performed on his 

eg. 

Georgia’s vocational rehabilita- 
tion division trained him in body 
and fender repair work. Now, as a 
paint helper, he cleans and sands 
and buffs cars for Dixieland Body 
Works, Marietta, Ga. 

T. D. Warren, head of the body 
shop, said, “Hogan’s work is very 

» * a 





Courageous Salesman— 


Buddy Hammond, salesman for Ed 
Voyles Motor Co. (Rambler), East Point, 
Ga., concludes the sale of a Metropolitan 
to a customer as Dealer Ed Voyles (in 
car) looks on. Hammond taught himself to 
speak again after removal of his larynx 
and vocal cords in 1957. He was back on 
the job six weeks after surgery and has 
earned membership in the American Mo- 
tors Sales Honor Club the last three years. 





satisfactory. I wish I had more 
workers like him.” 

Another example is James (Bud- 
dy) Hammond, of East Point, an 
auto salesman who taught himself 
to talk again at 56 after his larnyx 
and vocal cords had been removed 
because of cancer of the throat. 

Many people will remember 
Buddy as a professional] baseball 
player with the Washington Sen- 
ators, Atlanta Crackers and Char- 
lotte Hornets. Or as a professional 
basketball player with the Toronto 
Maple Leafs, He’s a husky six- 
footer with a personality that in- 
spires confidence and plenty of de- 
termination. 

Hammond has been a star auto 
salesman for 10 years with Ed 
Voyles Motor Co. (Rambler). 
There came a time in 1957 when 
he needed all the determination 
he could muster. 

He faced up to the fact that per- 
manent loss of his voice could end 
his career as a car salesman, but 
he fought back. Within six weeks 
after surgery, he was back selling 
Ramblers. 

Joe Wilson, manager of the new- 
car department, tells it this way: 
“Buddy came back with a pencil 
and paper in his hands. He used 
a whole school tablet and four 
hours to sell his next car. He'd 
write out a description of the car 
and end with, ‘Well, do you like it? 
Tll make you a mighty good deal.’ 

“When he became tired, he’d 
drive to nearby Judy Lake and sit 
by a tree, pretending it was a cus- 
tomer he wanted to sell. He’d fight 
to bring out words.” 


Under Vocational Rehabilitation 
sponsorship, Hammond went to the 
University of Miami School of Med- 
icine for a two-week course in 
speech therapy and qualified as an 
instructor in post-laryngectomy 
speech, 

Wilson says, “Buddy can do 
everything anyone else does in sell- 
ing cars. He’s made the American 
Motor Sales Honor Club the last 
three years by selling 100 units.” 


Hammond ig secretary-treasur- 
er of the Georgia Laryngectomies 
Assn. He speaks to student 
nurses at Piedmont and Emory 
University hospitals on the care 
of such cases, He’s received an 
award from the cancer society. 
He pours his heart and strength 
into work for the early detection 
and treatment of cancer. 


“I waited almost too long for my 
treatment,” he says. “I hope others 


‘| won't.” 


John Lander, president of Lander 
Motors and vice-president of the 
National Automobile Dealers Assn., 
has employed several handicapped 
persons in his Dodge dealership. 
One is Allen Young, a car polisher. 


Young lost his right leg years 
ago in a railroad accident. The am- 
putation was too high to permit 
fitting him with an artificial leg, 
so Young gets around with a 
crutch and a cane. 

Bobbie Joe Dodgen, body shop 
manager at Lander Motors, says: 
“Young weighs about 250 pounds 
and is over six feet tall, yet he is 
quite agile. He polishes cars ex- 
tremely well, asking no one to 
make it easy for him. He’s one of 
our best employes.” 
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Calif. Eyes Contribution Hike .. . 


States Take Action 
On Jobless-Aid Bills 


Court decision in the so-called 
Ford-Canton case, The governor 
further complained that the bill 
did not grant sufficient increases 
in unemployment benefits, 


The State Supreme Court, in the 
1959 Ford-Canton decision, granted 
unemployment benefits to Michigan 
Ford Motor Co. workers idled by a 
strike of a Ford supplier plant at 
Canton, O. Employers contend that 
this would allow a union to finance 
a strike with unemployment bene- 
fits by striking only a small sup- 
plier plant which in turn would 
shut down the major facility. 

New Jersey: Gov. Robert Meyner 
signed into law a bill increasing 
maximum weekly unemployment- 
compensation benefits from $35 to 
$50, effective July 1. 

The higher benefits will be fi- 
nanced by tax increases to em- 
ployers and administrative changes. 


NEW YORK. — New develop- 
ments with respect to unemploy- 
ment-compensation legislation and 
administration has been reported 
from state capitals throughout the 
nation. They include the following: 


California: It appears certain 
that all California employers will 
be put on a maximum 3 percent 
contribution rate next Jan. 1 to 
bolster the state unemployment- 
insurance fund, according to 
State Employment Director Irv- 
ing H. Perluss. 


His statement followed an an- 
nouncement by Senator Richard 
Dolwig that he would drop a bill 
for an alternative means of taxing 
employers for the purpose of bol- 
stering the fund. The bill failed to 
gain approval following a hearing 
by the Senate Committee on Insur- 
ance and Financial Institutions, 




















not collect more than put into the 
fund for them, the boost will be 
0.1 percent of each worker’s wages 
up to $3,000 a year. Companies 
whose accounts are in the red will 
pay 0.6 percent more. 

New York: An opinion handed 
down by the State Court of Ap- 
peals held that workers laid off 
at one plant because of a strike 
against an employer at another 
location are eligible 
to file for unemployment-insur- 
ance benefits. 

The high court ruled, in effect, 
that although one employer was in- 
volved, it did not follow that the 
struck and nonstruck plants might 
be classified as one establishment. 

Under the New York unemploy- 
ment-insurance law, persons who 


become “unemployed, through no|tI 


fault of their own,” may file im- 
mediately for benefits. Strikers and 
workers in the same establishment 
who are furloughed because of a 
strike must wait seven weeks be- 
fore filing. 

Onto: A bill providing for the 
establishment of a State Worker 
Training Committee to carry out a 
program to retrain workers who 
have lost their jobs because of au- 
tomation was passed by the House 
of Representatives and sent to the 





Sign for Farrow— 


Farrow Rambler, Ventura, Calif., has 
moved into larger quarters in this re- 
modeled building at 52 E. Main St. The 
42-foot-long sign mounted atop the build- 
ing is believed to be the largest Rambler 
dealer sign in Southern California. Farrow 
has a 10-car showroom on the upper level 
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J & L Licensed 
For Cor-Ten Steel 


PITTSBURGH.—U nited States 
Steel Corp. has licensed Jones & 
Laughlin Steel Corp. to manufac- 
ture and sell products of Cor-Ten 
steel, according to Howard J. Mul- 
lin, U. S. Steel sales vice-president. 

Mullin described Cor-Ten ag a 
high-strength low-alloy steel. He 
said its yield point igs about 50 per- 
cent higher than that of structural 
carbon steel and that its resistance 
to atmospheric corrosion is four to 
six times that of structural carbon 
steel, 

In the mobile equipment cate- 
gory, Mullin said that Cor-Ten 
steel has been used in more than 
350,000 railroad freight cars, pas- 
senger cars, subway cars and 
streetcars since it was introduced. 
Other applications include trucks, 
trailers, cargo containers, construc- 
tion and earthmoving equipment 
and a wide variety of special-pur- 
pose machinery, 


Stearns Adds 2 Lines 
CLEVELAND. — Stearns Motors, 


and a 35-car display area on the lower| Inc, (Plymouth-Valiant), has ad@ed 


level, enabling the showing of all Ram- 




























“If nothing is done by this ses- 
sion of the Legislature,” Perluss 
said, “I am certain that it will be 
necessary for me to place all em- 
ployers subject to the unemploy- 
ment insurance law on the maxi- 
mum 3 percent rate.” 


Inurnois: A bill to provide pay- 
ment of unemployment benefits up 
to eight weeks for workers under- 
going vocational training or re- 
training was introduced in the 
Legislature, 

“Under the provisions of the 
bill,” said Gov. Otto Kerner, 
“workers left unemployed by the 
effects of automation or other 
factors that have made their jobs 
obsolete will qualify if they in- 
dicate through testing the apti- 
tude to master new skills and 
receive training in areas that 
offer reasonable opportunities for 
employment.” 

MassacHusetTts: A bill to refi- 
nance the state’s depleted unem- 
ployment-compensation fund was 
enacted by the Legislature. 

The measure reinstitutes a merit- 
rating system for employers, de- 
pending on the stability of their 
employment, and is designed to net 
the fund $124,300,0U0 next year, or 
just above the $120 million now 
being expended annually on jobless 
claims. It increases the taxable 
wage base from $3,000 to $3,600, 
starting next Jan. 1. 

MicuicAN: Gov. John Swainson 
vetoed a controversiai bill to over- 
haul the state’s unemployment- 
compensation law. 

Assailing the measure as unfair 
to both workers and employers, the 
governor said it failed to meet the 
“pressing need” for improving the 
sagging state unemployment com- 
pensation trust fund, 


He said the bill would also give 
employers an unfair advantage 
by undoing the State Supreme 


States Debate 
= 
Increases in 
Mi oe 
inimum Wage 

Developments in state minimum- 
wage legislation include the follow- 
ing: 

In Connecticut, the Senate passed 
a bill boosting the state’s minimum 
wage to $1.15 per hour on Oct. 1, 
1961, and to $1.25 on Oct. 1, 1963. 
It applies to 308,000 workers: not 


covered by Federal minimum-wage 
laws. 


The Illinois House voted to es- 
tablish a state minimum of $1 per 
hour, but the bill wa@s expected to 
run into trouble in the Senate. The 
bill excludes employes of hotels 
and restauranis, fraternal, charit- 
able and religious organizations 
and agricultural and domestic 
help. 

Gov. John A. Volpe, Massachu- 
Setts, vetoed a bill calling for a 
minimum wage of $1.15 on Sept. 1, 
1961, and $1.25 on Sept. 1, 1963. The 
state currently has a $1 minimum 
wage. 

The North Carolina Legislature 
extended the state’s 75-cent-an- 
hour minimum to 19,000 more 
workers. Firms with four or more 
employes now are covered. 


For employers whose workers do| Senate. 





WHY DOES 


W.V. BROWN 
USE ROADSIDE DISPLAYS 


NATIONAL? 


BECAUSE ROADSIDE DISPLAYS REACH MORE OF 
THEIR CUSTOMERS FOR EVERY ADVERTISING 
DOLLAR. BECAUSE THEY REACH CUSTOMERS 
EARLY...AND OFTEN. CUSTOMERS ALREADY IN 
ACTION. CUSTOMERS ON THEIR WAY TO BUY! 








Look what hard-selling National displays can do: 


* Reach up to 90% of your customers an average 
of 10 times per month. 


* Sell your name and your product or service 24 
hours a day, seven days a week. On holidays, 
they work even harder! 


* Sell at a cost you can afford. You can buy National 
displays to fit your budget, your location, your 
selling needs. 


National Advertising Company handles everything! 
National is America’s largest roadside advertising 
company. Our poster experts design and print 
your displays—bright, bold and colorful. We lease the 
locations (the ones you want), handle all fees, taxes, 
local regulations. We erect your displays and keep 
them in top condition—always. 


You pay just one monthly bill for the lowest-cost local 
advertising you can buy. 


Write now to National Advertising Company, 6850 
S. Harlem, Bedford Park, Illinois, for full information, 
plus the name of your local representative. 


NATIONAL “” 


SELLS THE BUYWAYS OF AMERICA 


NATIONAL ADVERTISING CO., a subsidiary of Minnesota Mining and Manufacturing Co. &> 





bler and Metropolitan models at once. 


NKLIN- 


Chrysler and Imperial, according to 
Leonard S. Stearns, president. 
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And Dealers Find It Profitable... 


Ford Mixes Schooling and Selling 


HACKENSACK, N, J. — Ford 
Motor Co. dealers are mixing 
schooling with selling and finding 
the combination profitable. 

More than 2,250 dealers and 
dealership personnel from the 
Eastern United States and abroad 
have taken courses at Ford’s 
Marketing Institute here since its 
formation two years ago. 

Cc. R. Beacham, marketing vice- 
president, said shifts in the auto- 
mobile market and innovations in 
selling techniques and management 
practices have “convinced many 
dealers and their staffs of the value 
of these practical courses.” 

“Ford Marketing Institutes are 
set up to help dealers solve one of 
their major problems—securing and 
retaining able and qualified person- 
nel, particularly in management 
and sales,” Beacham said. 

Basic in all courses offered at the 
institute is learning by doing. 
Classes are limited to 22 students 
to encourage maximum participa- 
tion and maximum discussion, ac- 
cording to R, W. Knipper, director 
of the institute. 

Knipper and his seven-man staff 
—all with extensive business experi- 
ence with both Ford and other 
companies—teach an expanded pro- 
gram of 10 courses, headed by a 
10-day course in dealership man- 
agement. 

Dealers absorb as much infor- 
mation as possible in five days of 
class work, then return to their 
dealerships. Six weeks later, after 
putting some of their new ideas 
into practice, they return to the 
institute for another five days of 
intensive training. 

The dealership management 





Gaudy Showrooms Hit 


SOUTH BEND, Ind.—Many an 
American automobile dealer is in 
danger of being left far behind in 
the area of product presentation, 
not only by his 
European coun- 
terpart but by 
other American 
and foreign busi- 
nessmen, accord- 
ing to J. Bruce 
McWilliams, sales 
vice-president for 
Mercedes-B e n z 
Sales, Inc. 

“In order to 
keep abreast of 
the steadily ris- 
ing standard of taste, these dealers 
can make a real effort to achieve 
a higher degree of communication 
with their own community and 
with prospective customers through 
articulate and imaginative show- 
rooms,” McWilliams said. 

“The day when an automobile 
dealer can operate profitably while 
still displaying his product in an 
artless environment replete with 
circus-sized banners, streamers and 
tired satin gizmos with tassels may 
well be over,’ McWilliams warned. 

“Dealers who continue to main- 
tain a low level of product pres- 
entation will find it increasingly 
difficult to remain competitive,” 
McWilliams asserts, “while those 
dealers who break away from this 
‘cracker-barrel shopkeeping’ legacy, 
which today violates all the rules of 
selling, and who concentrate on im- 
proving the selling-buying environ- 
ment, will gain distinct advantages 
over their competitors.” 

“The product should be made 
to address itself to the customer 
at the point of purchase, devoid 
of all unnecessary distractions 
which are found in generous 
quantity in some of today’s show- 
rooms,” McWilliams declared, 

“The history of business reveals 
that innovations and improvements 
in the conduct of business life have 
resulted from a combination of pe- 
riodic changes in market conditions 
and the constantly changing pat- 
terns of taste,’ McWilliams said. 
“Today this same combination is 
bringing about new concepts in 
product presentations in other busi- 
nesses which can be extended to 
the automobile showroom where a 
customer contracts for the average 
family’s largest single investment, 





J. B. McWilliams 


More Imaginative Displays Urged .. . 


course, one of the most popular 
offered, exposes dealers to practical 
management problems. Working 
both in teams and _ individually, 
dealers tackle such problems as 
organization, delegation of respon-. 
sibility, cost control and sales an- 
alysis. Successful déalers appear on 
panels to explain their operations. 
The institute also uses films show- 
ing how dealers have solved spe- 


cific management problems. 


Other courses offered are sales 
basic retail selling, 
used-car and truck merchandising, 
parts merchandising, service mer- 
chandising, basic truck workshop, 
advance truck workshop and Lin- 
coln-Mercury salesmen’s workshop. 

The courses were set up to 


management, 


achieve successful training through 
actual participation in “real-life” 
situations. Students can put the in- 


formation and instruction to work 


immediately on their regular jobs. 

Students have come from the 
Northwest as well as from Canada, 
Australia, New Zealand, South 
Africa and Germany. 

“Dealers have found the insti- 
tute gives them two great ad- 
vantages,” Knipper said. “It takes 
them from the distractions of 
daily work, giving them time to 
think and plan, and it gives them 
instruction and actual participa- 
tion in sharpening their planning 
and management skills.” 

Dealers have been enthusiastic 


about the practical results of the 


courses they have taken. 

A New Jersey dealer said he set 
up job functions at his dealership 
as a result of the course. 

“It was the greatest thing we 


with the exception of a home, in 
terms of dollars. 

“Dealers should recognize that 
creating attractive and stimulating 
presentations will help them realize 
their full sales potential in today’s 
competitive market,” McWilliams 
said. 

“They can further insure their 
future by properly defining their 
purposes. Architectural improve- 
ments and decorative renovations, 
along with sophisticated selling 
practices, translate themselves into 
a long-term commitment within a 
community, and this in turn will 
be reflected in the customer’s con- 
fidence in the dealership.” 

McWilliams claims that dealer 
preoccupation with “wheel and 
deal” selling is partly responsible 
for the evident stagnation in 
some of today’s automotive re- 
tail sales presentations, 

Turning to the automobile manu- 
facturers, McWilliams emphasized 
that they are in a position to as- 
sist dealers in developing “fresh 
and exciting presentation pro- 
grams.” 

“Automobile companies them- 
selves can aid their franchised 
dealers in breaking loose from 
product display techniques that are 
both hackneyed and uninspired. 
This is an area in which the ‘home 
office’ can provide able leadership 
and guidance, by utilizing their 
marketing, sales, advertising, pro- 
motion and public relations depart- 
ments, vast and logical resources 
for developing exciting and stimu- 
lating product presentations.” 

As for Mercedes-Benz Sales, Inc., 
a wholly-owned subsidiary of Stu- 
debaker-Packard Corp., McWil- 
liams revealed that a series of deal- 
er seminars are planned for this 
fall. 

“We hope to bring in people from 
universities, from other walks of 
life, from marketing, advertising 
and promotion, for a sort of mas- 
sive intellectual attack on certain 
phases of the automobile business. 
Above all, we hope to give some 
leadership in the field of product 
presentations and to focus our at- 
tention in revitalizing and updating 
this vital aspect of automobile 
salesmanship,” McWilliams said. 








ever did,” he said. “It was some- 
thing we never had since the deal- 
ership was established, and it has 
begun to improve and will revolu- 
tionize dealership performance.” 
Graduates of the other courses 
also were well pleased with the re- 
sults, Two-thirds of a recent group 


of graduates said they'd like to re-| 


turn soon for another course. Sev- 
enty-one percent of sales managers 
questioned had noticeable sales in- 
creases after taking the sales man- 
agement course, and 89 percent of 
used-car managers reported better 
sales after returning to the job. 

The Ford Marketing Institute at 
Hackensack igs one of three insti- 
tutes operated by Ford Motor Co. 
for Ford and Lincoln-Mercury deal- 
ers. The others are at Chicago and 
Dallas. 


Sell Emotionally 


To Move Cars, 
Expert Advises 


WHITTIER, Calif. — “Salesmen 
are merchandisers of emotion,” 
Charles Simmons, Simmons Insti- 
tute of Human Relations, told the 
sales team at Dave Schenk Dodge 
here, and his advice has been re- 
flected in increased sales of new 
and used units. 

Simmons said selling is composed 
of three factors: Guiding emotions, 
guiding thinking and guiding ac- 
tion, 

“If all three are followed,” he 
said, “you can’t help but get an 






Since salesmen are atmosphere 
creators, he said salesmen must sell 
emotionally. 

“If your prospect tells you he 
hasn’t the money, don’t believe 
him,” Simmons said. “If you get 
him excited, he’ll get the money.” 

He said he follows a strict rou- 
tine in his sales contacts. With a 
name and address list of more than 
900, he writes a minimum of 10 
notes a day, makes at least 10 tele- 
phone calls a day, and attempts to 
make at least 10 new contacts each 
day. 

Further ground rules offered by 
Simmons are: 

Make negative power work for 
you, 

Meet objections head on. 

Be consistent. You can’t turn en- 
thusiasm off and on. Turn it on and 
keep it on. 

People do not reason, they react. 
The salesman is the catalyst. 

Translate your knowledge and 
enthusiasm into every day action. 

Set a realistic goal and accom- 
plish it. 

Have internal confidence. 

Don’t let up. If you do, you get 
rusty. 

Above all, ask people to buy. It’s 


too easy not to ask. ) 


Fleet Order— 


Lt. Gillette, of the Florida Highway Pa- 
trol, accepts keys from A. E. (Bill) Sharp- 
ton in the delivery of 37 cars to the 
Florida department of public safety by 
Bill Sharpton Chevrolet, Plant City, Fla. 
Cars were delivered the week Sharpton 
held grand opening of his new dealership 
building. 














Plant City Folks Are Proud of Bill— 





New steel-and-glass dealership building of Bill Sharpton Chevrolet, Plant City, Fla., 
reminded the home folks that Bill grew up in Plant City, where his father had been a 
Chevrolet salesman for the forerunner dealership. The whole town turned out for the 
‘grand opening. Sharpton bought the dealership in 1955, has been winning prizes ever 


since. 
ce @ 


* * * 


New Sharpton Showroom 
Opens in Old Home Town 


By Evelyn C. Bash 
Staff Correspondent 

PLANT CITY, Fla.—When A. E. 
(Bill) Sharpton opened his new 
building here late in May to house 
his thriving Chevrolet sales and 
service business, the townspeople 
were as pleased as he. 

Bill Sharpton grew up in 
Plant City, and the local folks had 
@ personal interest in his suc- 
cess. The son of an automobile 
man, the late A, E. Sharpton sr., 
who once headed his own deal- 
ership for Star and Flint. motor 
cars, Bill Sharpton grew up in 
selling. 

He started out as a grocery 
clerk and gained experience as a 
house-to-house bakery and coffee 
salesman. As a Navy machinist’s 
mate in World War II, he learned 
a lot about mechanics which was 
to serve him in good stead as an 
automobile dealer later on. His ex- 
perience as night service manager 
at Firestone was also to prove 
helpful. 

After the war, he bought and 
sold used cars for awhile in Lake- 
land. In 1947 he opened his own 
used-car lot in Plant City. His open- 
ing stock consisted of two cars of 
his own and three borrowed from 
his former employer, Harold Mc- 
Cranie, in Lakeland. 

In 1955, Sharpton bought the 
Don Phipps Chevrolet dealership in 
Plant City. This is the same deal- 
ership, then owned by Jerry Bates, 
which had employed his father as 
salesman more than 30 years ago. 

In 1954 Phipps Chevrolet sold 
180 cars. By the end of ’55, the 
Sharpton dealership had sold 300. 
Last year the firm sold 613 new 
units. Sharpton says he still sells 
cars to some of his father’s old 
customers. 

Ever since he took over the 
Chevrolet dealership, Sharpton 
has been winning awards in the 
competitive factory campaigns in 
which 21 dealers of equal size in 
Florida and Georgia are matched. 

In 1955, Bill Sharpton Chevrolet 
achieved first place in a cleanup 
campaign. In 1956, it won first place 
in May-June sales campaign—first 
dealer, first sales manager and first 
salesman. 

In 1957 Sharpton won first place 
dealership prize to Havana and 
first place in the May-June sales 
campaign. In 1958, he achieved first 
place in the May-June sales cam- 
paign. In 1959, the outstanding 
salesmen participation in the Day- 
tona Beach Holiday award went to 
his dealership and Sharpton won a 
trip to Europe for attaining first 
place in the May-June campaign. 

Last year, Sharpton again copped 
the May-June campaign award and 
was elected to serve on the factory- 
dealer planning committee. 

A. E. Sharpton sr. was also a 
winner. As a salesman for Bates 
Chevrolet Co. in April, 1930, he was 
awarded first prize in a contest 
for selling 41 cars during the 
month. 

Bill Sharpton attributes his suc- 
cess in part to the fact that as a 
boy he learned the fundamentals of 
the car business by spending much 
time with his dad around the car 
lot, and by going with him occa- 
sionally to call on prospects. 

During and after the depression 
of the ’30s, he learned some of the 
hardships and difficulties that were 
characteristic of the car business, 





but he dreamed of some day own- 
ing his own dealership. 

Sharpton is as successful in 
handling his employes as he is 
the public. Of his 37 staff mem- 
bers, 12 have been with him from 
six to 13 years. Hugh Platt, new- 
car and truck sales manager, and 
Laurent Dorsey, service manager, 
have been with him 13 years. 

“Our entire outfit works ag a 
team and cooperates fully with 
each department in an effort to 
promote our sales and our dealer- 
ship,” Sharpton says. 

“We train our salesmen with ma- 
terial from Chevrolet and the var- 
ious meetings and schools sponsor- 
ed by General Motors, We also 
subscribe to other sales aids by in- 
dependent sales training companies. 
As to salesmen’s compensation, we 
pay a set amount for each new car 
sold with a bonus for five cars in 
one week, Additional bonuses and 
prizes for old cars in stock or par- 
ticular models are given during 
sales campaigns. 

“Our salesmen have free life in- 
surance and a cooperative health 
and accident plan, a yearly bonus, 
vacations with pay, and at present 
are working on a five day week. 
Our turnover in sales personnel has 
been very low in the . last five 
years. Only three salesmen have 
left permanently for other jobs, 


“I would say the will to win is 
the greatest asset our sales group 
enjoys that makes for so many suc- 
cessful campaign winnings.” 

For his firm’s new location, 
Sharpton chose a lot on W. Haines 
St. with a total improved area of 
56,700 square feet. The showroom, 
sales department and offices are 
located in a steel-and-glass struc- 
ture of 5,000 square feet. The parts 
and service department occupy a 
separate 18,100-square-foot build- 
ing and the new-car storage area 
takes 13,000 square feet. 

A feature of the new sales 
building is a projection and con- 
ference room equipped with 
blackboard and screen for illus- 
trations and movies of new tech- 
niques in sales and service. An 
intercom system brings every 
area of the plant into instant 
contact. 

The 180-foot-long service building 
is a steel prefab with an aluminum 
roof. The 24-foot steel doors are 
raised or lowered electrically. There 
is a lounge for mechanics. The 
paint room has new baking equip- 
ment, filters and fans. 

And the whole town turned out 
for the grand opening. 


New Latex Called 


Corrosion Stop 


AKRON.—A new synthetic latex, 
developed here by Goodyear Chem- 
ical Division, may provide a meth- 
od for controlling excessive corro- 
sion and rust on automobile bodies 
and other metal surfaces, according 
to the division. 

The new latex was designed spe- 
cifically for use as an air dry metal 
primer for paint applications. 

The material, called Pliolite 
Resin Latex 481-X, is also said to 
provide excellent adhesion to steel 
before and after water immersion 
and good shelf aging of pigmented 
or colored primers. 
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A Look at Leasing... 


Salvage Value Of 618 | ite 2e sxiciraea 
Estimated for AALA _ |i 


HE probable salvage value of| switched to full-service leasing 
- from truck ownership,” .Max said. Charmatz Heads NCR 
1 * 
LPI Sees Big Gains 
NNUAL volume of Lease Plan| position of president of National] 
International Corp. igs expected| Car Rental System, Inc., and Wal- 
to reach the $25 million rate by|ter J. Phillips, marketing vice- 
the end of 1961, H. L. Meckler,| president, as part of an NCR re- 
president, told the annual meet-| organization. Charmatz previously| 


leased 1961 Chevrolets during 
May-July, 1962, has been estimated 
at between 60 and 65 percent of 
their wholesale cost when new, 
with slightly greater declines for 
Fords and Plymouths, in that 
order. 

The estimates were made by 
Robert R. Nathan Associates, 
Inc., consulting economists to the 
American Automotive Leasing 
Assn., in its annual report to the 
trade group. 

Nathan said the predictions were 
based on the assumption that there 
will be a slow but steady improve- 
ment in general economic condi- 
tions in the next two years. 

The depreciation, the survey 
showed, will be less than that for 
the 60 models but more in line 
with the rate for ’59 models oper- 
ated by fleet lessors. 

Nathan also noted that leased 
cars depreciate slightly more rap- 
idly than the general market. 

The firm added that by continu- 
ing the same rate of depreciation 
on the declining balance, the sal- 
vage value of Chevrolets would be 
reduced to about 50 percent of new- 
car wholesale cost after 18 months 
and about 40 percent after two 
years. Slightly larger reductions 
were noted for Fords and Plym- 
ouths. 

Since Chevrolet, Ford and Plym- 
outh account for 90 percent or 
more of the vehicles on lease, an 
AALA spokesman said no depre- 
ciation figures were predicted for 
other makes. 

The spokesman also said no fore- 
casts on compacts are likely be- 


fore next September. 
ce * * 






































Reasons for Leasing Change 
A SURVEY among New England 

lessees revealed that “knowing 
costs in advance” now is the chief 
reason for preferring truck leasing 
to ownership, according to Frank 
Max jr.. president of National 
Truck Leasing System. 

NTLS is a nationwide network 
of companies which provide 
everything but the driver to 
truck users under long-term leas- 
ing and daily rental contracts. 

Max said the budget appeal was 
particularly surprising because the 
“release-of-capital” advantage had 
always been assumed to be the 
principal motive in switching from 
ownership to leasing. 

“The no-capital reason ranked 
third, while no-upkeep worries was 
the second most important reason 
for these businessmen who had 


Dealer Expansions 


La Tour in New Home 


CLEVELAND.—La Tour Oldsmo- 
bile, Inc., has moved to its new 
building at 25200 Euclid Ave. 

oa * ok 


Smith Ford to Build 


PATASKALA, O, — Dave Smith 
Ford here will build new headquar- 
ters on Route 16. President Dave 
Smith said a new building with 
10,000 square feet of space will be 
erected on a five-acre site. 

* * + 


New Melody Rambler Deal 


SAN BRUNO, Calif.—Melody 
Rambler San Bruno, Inc., has been 
opened by Melody Rambler, Inc., 
Richmond, Calif. The corporation 
heads are Dan Pistoresi, president, 


and Bill Wilson, vice-president. 
* a eg 


New Building for Graves 
CHILLICOTHE, Ill. — Graves 
Chevrolet & Oldsmobile has moved 
into its new sales and service build- 
ing here. The firm also operates a 
dealership in Princeville, Ill. 
* * * 





Separate Exhibit Areas 


SEATTLE.—Ralph E. Malone, 
Westside Ford, has announced a 
$35,000 expansion program which 
includes departmentalized sales 
and exhibit areas for Ford, Falcon, 
Thunderbird and used cars and a 
separate lot for trucks. 





Operating revenues in 1960 rose 
to a record high of $16,795,000, | 224 Hertz Corp. 


Ohio Legislation Bans 


Substandard Brake Fluid representatives in the Truck Divi-| Gate City Cited— 
COLUMBUS, O.—The House of sion, Lease Motor Vehicle Co., 1520 Bushwick A: hi : 
Representatives has approved a bill Pittsburgh. Harris Saunders jr Owners of Gate City Motor Co., Inc.,| 2 0 Bushwick Ave., while main- 
prohibiting the sale of substandard president ; Saunton a ites. 2 sr 
h ac nood chin can : f | Charlie Edwards, right, receive their sec- 

a eet e opening OF 8) ond consecutive Chrysler Motors Corp. 
new branch at 3930 Blake St., Den-| Quality Dealer Award from Sid Hodgson, 


standard fluid which through evap-| ver, bringing to 20 the number of | Charlotte Chrysler-Plymouth regional man- ducts 7 iat ? 
metropolitan areas served by Saun-| ager. In the background is a part of deal- MOTIVE NEWS gives ‘tan hs cai’ io 
ership's modern facilities. 


The House was told that many 
Ohio dealers are marketing sub- 


oration makes a vehicle’s brakes 
inoperative after repeated brakings. ' ders. 
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compared with $12,894,000 in 1959, 
he reported. Total revenues hit 
$19,230,000 and income reached 





increase will result largely from 
expanded operations and a contin- 
uance of LPI’s program of seeking 


* * * 


RANK B. CHARMATZ has been 
named to the newly created 


had been with Avis Rent-A-Car 


* + * 
OHN B. MAXIM and Patrick J. 
Fitzgerald have been appointed 








Greensboro, N. C., Paul Brown, left, and 


Three Dealers 
es 
Take Simca as 

e o 
Single Line 

DETROIT.— Three new single- 
line Simca dealers andthe move of 
a Simca dealer to a new sales loca- 
tion in Brooklyn, were announced 
by Peter Nunez, sales manager, 
U. S. Simca Sales, Chrysler Corp., 
Export-Import Division. 

In Jacksonville, Fla., Henry A. 
McClellan, Simca Sales of Jackson- 
ville, Inc., is now in business at 
908 N. Main St. 

Covi Motors has been given a 
Simca franchise at 429 N. Broad 
St., Elizabeth, N. J. John B. Covi, 
president, entered the imported car 
business in 1957. 

Another new Simca dealer is West 
Covina Motors at 1921 W. San 
Bernardino Rd., West Covina, Calif. 
And in Brooklyn, Riteway Motors, 
Inc., has moved to a new salesroom 





taining its Simca service operation 
at the former location at 600 Bush- 
wick. 


Wondering how new-car and truck pro- 


every week throughout the year. 





Be ready to go both ways... 
Sell both ZEREX and | 


TELAR anti-freeze 


The anti-freeze market Is changing, just as it changed 
years ago when your customers began switching from alcohol- 
based products to permanent-type anti-freezes like ZEREX. 
This fall, of course, millions of motorists will rely on 
Du Pont ZEREX as they’ve been doing for years, With its 
MR-8 rust inhibitor, ZEREX remains the best product of 
its type and will again be a top seller. 

Yet there is increasing evidence of a new trend develop- 
ing in anti-freeze .. . a trend just like the one you’ve seen 


ZEREX® anti-freeze 

with MR-8 rust inhibitor 
.. . finest permanent- 
type anti-freeze 





ZERE 








toward other longer-life products, like tires, batteries, motor ata 

oils. So why not capitalize on this trend in the anti-freeze | tom 
market . . . ,by selling TELAR. TELAR is the new Du Pontd ordi 
anti-freeze and summer coolant that protects against freez-7 the 
ing, rust and overheating year after year, winter and sum- ©0ol 
mer (requiring only occasional make-up). Since the trend) So | 
started last year, Du Pont has made selling TELAR even easier; Du 

This year there is a new low price on TeLar—$3.95* a tO i 
gallon. So for ’61, TELAR becomes the premium anti-freeze) and 


~~  TELAR® anti-freeze 
: and summer coolant 
protects 

year after year 





*Fair Trade price inthose By Gee 


States where applicable, (3 POSEN EAR 
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How Sam Gillett Does It... 


Dealer Gets Big in Small Town 
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Customer's Tour— 


Car buyers at Sam Gillett Chevrolet, Anthony, Tex., get a tour of the dealership 
: before the sale is closed. Here, a customer is introduced to the service manager by 
Curtis Heard, center, sales manager at the dealership. 


eee 
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tor ata price that is going to have more and more of your cus- 
2ze | tomers asking for it. For just a little more per gallon than 
ynty ordinary anti-freezes you install, you can give your customers 
ez.” the proven, long-lasting anti-freeze, anti-rust and summer 


m- coolant that can be used year after year. 

nd So no matter how you look at it, it’s smart to sell both 
er’. Du Pont anti-freezes—ZEREX and TELAR—this season... 
* a to increase your anti-freeze gallonage, increase your profits 
eze and increase your customers’ satisfaction. 


IMPORTANT NOTE TO DEALERS 
You'll probably never have a customer whose 
TELAR turns yellow. But if you should, re- 
place it immediately . . . the amount initially 
installed. Then. just return the installation 
certificate issued to the customer to your 
anti-freeze distributor. Your stock will im- 
mediately be replaced with the exact amount 
of TELAR that you installed. 











By C. Thomas 
Staff Correspondent 

ANTHONY, Tex.—Sam B, Gillett 
jr., Chevrolet dealer in this town of 
1,302 was one of the 13 dealers in 
the El Paso (Tex.) zone to win a 
mink stole for his wife during a 
recent contest which was set up on 
a quota basis. Gillett exceeded his 
quota by 120 percent. 

He had only been in the auto 
business nine months at the time, 
after assuming ownership of the 
former Cragin dealership. 

Gillett is rather consistent about 
this. In a May-June car sales pro- 
gram, he reached his quota by 
May 24. 

Gillett is not outstandingly opti- 
mistic nor overly enthusiastic. 
Rather, he’s a very realistic in- 
dividual with a business back- 
ground that takes in dairy farm- 
ing, the canning business and 
operating a cotton-seed delinting 
plant. 

Though his grosses are in line in 
the area, Gillett would willingly 
accept an even hundred dollars 


ee * 


Please note: Du Pont, of course, does not 
take responsibility for loss of TELAR from 
any cause (leakage, overflow, etc.). 

Complete details for replacement of any 
TELAR which has turned yellow, along with 
original installation certificate for the cus- 
tomer, will be found in the Du Pont 1961 
point-of-sale Dealer Kit. 


more per unit, and never look back. 

Relatively new in the automo- 
tive business, he is somewhat 
fascinated with such descriptive 
terminology as high ballin’ a 
prospect, low ballin’ another. 

“But I don’t subscribe to gim- 
micks of any nature, or caliber,” 
he said. 

Gillett operates on the theory 
that everybody is going to buy a 
new car some day. Consequently, 
everybody is a prospect. 

While some potential buyers have 
made up their mind that they won’t 
be buying a new car until two 
years from now, many are induced 
to change their mind. 

“Actually, our business is fur- 
nishing transportation and serv- 
ice, not selling,” Gillett explained. 

Being realistic, he views his serv- 
ice department as an extension of 
his sales organization. 

It’s seldom that any sales meet- 
ings, as such, are held with the 
sales force, consisting of a sales 
manager and two salesmen. 

But once or twice a week, Gillett 





Color Check is an added safeguard! Du Pont has proven 
that the super rust inhibitor in TELAR can be expected to 
outlast your customer’s car. To be sure he will have complete 
anti-rust protection at all times, a Color Check feature was 
added to assure him the rust inhibitor is continually doing 
its job. TELAR is the first anti-freeze with this feature. If 
TELAR turns from normal red to yellow (and this rarely 
happens), it should be replaced because it is no longer fight- 
ing rust, though it may still be giving anti-freeze protection. 


REG. U.S. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING 
ee THROUGH CHEMISTRY 


gets together with his service man- 
ager and his mechanics—including 
the lube man and wash boy. At 
these meetings, the shop personnel 
are continually reminded that, 
without them, there couldn’t pos- 
sibly be a satisfied customer, 

“We attribute a number of our 
new-car sales to the reputation 
of our service department, This 
is particularly true of putting 
customers, accustomed to driving 
heavier cars, into a Chevrolet 
+» ». Many for the first time in 
years,” Gillett said. 

One such well-to-do prospect 
couldn’t see himself in any car in 
Chevrolet’s price range, “But, when 
we set him in a $2,400 model with 
all the trimmings, he changed his 
mind about driving a low-priced 
car—and bought.” 

One way or another, Gillett gets 
acquainted with every new-car cus- 
tomer. Most often, they meet upon 
delivery to go over the warranty. 
Gillett extends a personal invita- 
tion to come back with every prob- 
lem, without delay or obligation. 


Sometimes, Gillett gets pulled 
into a deal in a rather unconven- 
tional manner. Not long ago, a 
well-known local personality came 
bounding into the showroom asking 
to see Gillett personally. After in- 
forming one of the salesmen he was 
going to buy a new car and within 


* * * 


Big Dealer— 


Sam B. Gillett jr. has made his Chevro- 
let dealership in Anthony, Tex., a big 
dealership in a small town. One of his 
secrets: He keeps telling his service de- 
partment personnel that, without them, 
there could be no satisfied customers. 

oe Te 


the next 10 minutes, he said, he 
said he wasn’t going to buy from 
any one but the dealer. 

This customer, about to buy a 
new car elsewhere, had started a 
rumpus between two of the sales- 
- each claiming the deal as 


“And I had no intention of start- 
ing a fight here,’ the customer 
later explained to Gillett, while 
signing the sales contract. 

“We are continually circulating 
around talking to people,” said 
Curtis Heard, sales manager. “We 
sell our service department, along 
with the car. Service is an import- 
ant factor to a new-car buyer.” 


Customers coming in for any 
adjustment or service problem 
receive immediate attention. The 
policy at the dealership is that 
each customer must be satisfied, 
not pacified. 


The service department shows a 
net profit. “We write between 325 
and 350 job tickets a month, Our 
parts inventory is right at $30,000,” 
Gillett concluded. “Our service de- 
partment is not a necessary evil; 
it’s an important part of our sales 
organization.” 





Dodge Dealer Delivers 


$389,717 State Order 


VANCOUVER, Wash. — Pederson 
Motors, Inc., announced that it has 
completed delivery of $389,717.97 
worth of Dodge cars and trucks to 
the State of Washington. 

T. E. Pederson, dealership presi- 
dent, said it represented one of the 
largest orders for automotive equip- 
ment ever placed by the state. 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 246 OF A SERIES 
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AERONUTRONIC 


Ford’s Space-Age Division 
Has Vital Role 
in Lunar Probe Project 





Another Ford Motor Company “first” could be in the making; this time a truly 
historic one . . . the landing of an instrumented capsule on the moon! 


A 300-pound lunar capsule—developed and built by Aeronutronic, our space- 
age division—is scheduled to soar into space during 1962. About 25 miles 
from the moon it will separate from its parent “Ranger” spacecraft. The parent 
craft will slam to its destruction on the moon’s surface at more than 5,000 


miles per hour. 


A reverse-acting retro-rocket will cushion the landing impact of the capsule... 
to protect the scientific instruments it carries. Vital data registered by these 
instruments, among them a seismometer and temperature-recording devices, 
will be transmitted back to earth for as long as several months. 


This information is expected to give new insight into conditions on the moon 
and its environment, information critical to the future success of lunar and 


space exploration. 


Aeronutronic was selected by the National Aeronautics and Space Adminis- 
tration as contractor to the Jet Propulsion Laboratory for the development, 
design and fabrication of lunar capsules for this historic task. 


Ford Motor Company is proud to have been chosen to play a key role in this 
major effort to extend the frontiers of knowledge. We know that Ford Motor 
Company dealers will share our pride in this important contribution to the 


future of our nation. 


The American Road 
Dearborn, Michigan 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY ° Ford « Faicon « 
Thunderbird « Comet « Mercury « Lincoln Continental » English Ford Line « 

Ford Trucks « Farm and Industrial Tractors and Equipment « Industrial Engines + 
Special Military Vehicles « Aeronutronic—Products for the Space Age « 

The American Road Insurance Company « Ford Motor Credit Company « 
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The Dealer Picture in Georgia... 


Profit Woes Continue 


As Volume 


By Sally Pfeiffer 
Staff Correspondent 

SAVANNAH, Ga. — What is a 
statewide picture of the automobile 
business today? At the Georgia Au- 
tomobile Dealers Assn. convention 
it was possible to interview many 
dealers on the same day. 

They were asked two questions: 
What are your business condi- 
tions today? What is your great- 
est problem in the automotive 
business? 

In the answers there may be a 
comparison for automotive men in 
other sections of the country. 

Dale Critz jr., general manager 
of Critz Buick Co., Savannah, said, 
“Our business has increased 30 per- 
cent over the same period last year. 
Sales are continually picking up 
each month. 

“The used-car market is charac- 
terized by strong demand. Prices 
are holding up well in this area 





Improves 


for clean, used cars. The business 
atmosphere for Buick is the best 
since 1957. 

“Our greatest problem today is 
to create a healthful image in the 
minds of the public about automo- 
bile dealers. We have to make 
people understand the immense in- 
vestment we have. Also we must 
educate the public to the fact that 
we deserve a fair profit. 

“We should eliminate the mis- 
understanding that we’re selling 
distressed merchandise which is 
caused by overproduction. We can 
do this through the coordinated 
efforts of the individual dealers 
getting together as an organized 
group.” 

Alton Costley, president of East 
Point Chevrolet in metropolitan At- 
lanta, says that his business has 
improved each month since Feb- 
ruary. 

The greatest problem is profit, 


he said. East Point Chevrolet has 

made a profit every month this 

year but the amount of profit 
is still unsatisfactory due to com- 
petitive conditions, Costley said. 

J. T. Anderson jr., president of 
Anderson Motor Co. (Chevrolet- 
Oldsmobile), Marietta, said, “Busi- 
ness has been rough this past year. 
We can see some improvement at 
this time, however, and we are 
looking for a good last quarter in 
1961. 

“The greatest help that the ma- 
jority of automobile dealers can 
hope for is further restraining of 
fake advertising. If we can do that, 
the dealers’ problems can be solved 
to a great extent” 

Walter Kelly jr., paruner and 
general manager of Kelly Plymouth 
and partner in Kelly Motor Co.’ 
(Dodge-Chrysler-Imperial) in Mari- 
etta, said, “Our business is improv- 
ing so slowly that it’s still almost 
on a level of being bad. Now, any 
increase is a real improvement. 

“Plymouth is overshadowing the 
compact car in sales. I believe that 
the big car is back to holding its 
own position over the compacts. 
Our greatest problem is lack of 
customers, Today, people are not 
interested in buying automobiles, 

“We are a conservative, hard- 
working dealership that believes in 





VW Dealership Adopts 
Profit-Sharing Plan 


PLAINFIELD, N. J.—A trust 
fund under which employes will 
share in annual profits has been 
established by Goodwin Motor 
Corp. (Volkswagen). 

Edward H. Goodwin, president, 
said employes will become eligible 
for participation after completing 
three years’ service. Four of the 
company’s 32 employes already 
have a total of 151 years’ service 
with Goodwin Motor, which was 


organized in 1918. 





prospecting, but not in cold pros- 
pecting. Sixty five to 70 percent of 
ours is by telephone prospecting. 
We'll have to struggle until our 
type of operation comes back. The 
buying public is just not buying 
but is holding onto its money. Yet 
there’s no lack of money in our 


area.” 

L. Roberts Greer, president of 
the Royston Ford Co., Royston, 
says that his business has been 
getting better since the first of 
May. Before that it was mediocre. 
His greatest problem is in mak- 
ing money, he said. He’s selling 
lots of new cars but the per-unit 
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sales story you need. 


For 30 years traditional leaders in car radios 


New display shows and plays the 
radio that brings in extra dollars 


Here’s the display that puts extra dollars into your till. It’s the compact new 
Motorola® FM-900—the F'M-only car radio that’s getting to be as popular as FM 
itself. Set up in showroom or service department, this display lets your customers 
hear the golden sound of full-fledged hi-fi to drive by. And that’s about all the 





FM-900 installs in any car in minutes. It goes under the dash. And reinstalls 
with ease when it comes time to trade cars—an economy customers go for. 
Complete with a 6” x 9” Golden Voice® speaker and a full year warranty on all 
parts and labor.* Your Motorola distributor has full details. Call him today. 


OQ MOTOROLA 


hew (eader in the Coveky ant of electronics 


Manufactured in Canada by Seabreeze Manufacturing Ltd., licensee 


*Full one year warranty on all parts and labor. Manufacturer's 
guarantee covers free exchange or repair of any component proven 
defective in normal use. Removal and reinstallation labor extra. 


Arranged through selling dealer. 






New FM for Your Car! 


@ LISTEN TO FINE MUSIC 
VIRTUALLY STATIC FREE 


@ EASY TO INTERCHANGE 
FROM CAR TO CAR 
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Creating a New World of Listening Pleasure! 
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SPECIFICATIONS SUBJECT 
TO CHANGE WITHOUT NOTICE 


profit is not as much as it should 

be, he said, 

W. W. Moody, head of Moody 
Motor Co, (Ford), has a dealership 
in Warner Robins, the site of 
Warner Robins Air Force Base. 

“Business is good right now,” 

Moody said. “Our biggest problem 
is how to trade with people at the 
air base who have so much time on 
their hands.” 

Heyward Allen Motor Co. (Cadil- 
lac-Oldsmobile) is located in 
Athens, the state’s university city. 
Allen reports that business is pick- 
ing up from its low point at the 
first of the year. 

“It will pick up even more but 
the amount of increase will vary 
according to an individual dealer’s 
efforts in selling,” he said. “The 
F-85 has been a big help to us with 
the standard four-door Olds 8:8 
next. Our top problems are in hir- 
ing salesmen who can produce by 
finding good prospective customers 
and then in closing a sale at a 
profit.” 

Lamar Hinson, president of Hin- 
son Automobile Co. (Chrysler- 
Plymouth) Thomaston, finds busi- 
ness is only fair due to the fact 
that cotton mills and pulp wood 
production are not up to their 
peaks. Those two industries fur- 
nish the largest payroll in his city. 
His greatest problem is to sell cars 
at a profit. 

“Our business of selling cars is 
determined by how much enthusi- 
asm we put into it,” he said. 

Cc. B. Brannen, head of Brannen 
Motor Co. (Ford), Unadilla, said 
“Our problem is that the farmers 
in our vicinity have no income at 
this particular season. They’re 
waiting for the cantaloupes and 
cucumbers and watermelons to rip- 
en for a cash crop. Usually April 
and May are our slowest months,” 

Kenneth H. Thomas, president of 
Brooks and Thomas M otor Co. 
(Rambler and imports), Columbus, 
does business in a city adjacent to 
Ft. Benning. 

From a standpoint of profits, 
he said, business has improved. 
“We took a hard look at our 
overhead. We cut out our office 
manager’s job, dividing it up 
amongst the office personnel and 
myself. Then we took another 
clear look at our whole operation. 

“In the service department we 

took jobs and combined them into 
one by some overlapping. Some of 
our men were overworked, some 
were not given enough to do, so we 
realigned and eliminated some 
people. From here on, we won't 
make any deal unless it gives us 
a reasonable profit. 

“Our biggest problem is inventory 
control. There are very many op- 
tional accessories on the new cars, 
and many new models. It is difficult 
for a dealer to control the inven- 
tory for all of them. In my opinion 
the only way to control this is by 
a cooperative attitude of factory 
working with dealer.” 





































































Growing Desire 
To Own Auto 
In Canada Cited 


MONTREAL—The desire to own 
a car has increased in Canada dur- 
ing the last decade while it has 
declined in the United States, ac- 
cording to Ralph K. Cowan, Chrys- 
ler Corp. of Canada sales planning 
and research manager. 

“More than 5 percent of Canadian 
income—over $1 billion a year is 
spent on new cars,” he said, “which 
makes the auto industry second 
only to house-building as a factor 
in the spending of the individual.” 

Discussing consumer behavior in 
the U. S. and Canada, he asserted: 
“American businessmen have fre- 
quently operated on the tacit as- 
sumption that Canada is a slight- 
ly peculiar northward extension of 
their domestic market. But com- 
parison of Canadian and American 
trends in the automobile market 
Show differing patterns of market 
behavior.” 

It is doubtful, Cowan said, that 
American marketing techniques in 
the auto industry will ever be ideal 
in Canada. 

He proposed a modified approach 
to marketing in Canada which 
would take into account the lower 
purchasing power, the higher auto 
prices and a “stronger determina- 
tion to Own a car.” 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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YOUR CUSTOMERS 
ARE RIGHT WITH YOU 


Car enthusiast survey reveals strong approval — 


of growing use of aluminum in automobiles 


There is probably no more critical buyer than 
the car enthusiast—the man who reads 
MOTOR TREND, HOT ROD, or MOTOR 
LIFE. He knows cars, he follows the trends, 
and his ideas on car performance, styling, and 
design are an important key to the thinking of 
every American car buyer. Even more im- 
portant, this man talks cars; he’s an authority 
among his friends—and his ideas influence 
their thinking about cars. And, as any dealer 
knows, when it comes to buying a new car, 
Mr. Car Enthusiast is a most discriminating 
man. 

But Detroit is definitely on the right track 
as far as this man is concerned. As the chart 
below shows, more and more aluminum is used 





- 





in every year’s new models—and according to 
a very recent survey, car enthusiasts approve. 


ALUMINUM PREFERRED 


In the survey mentioned above, close to 1,000 
subscribers to automotive “fan’’ magazines 
gave their preference for materials in various 
parts: grilles, engines, and wheels. Their pref- 
erences prove that you have a strong selling 
point when you sell the aluminum in your 
new cars. 

Results among the subscribers to the three 
magazines were consistent and definite. In 
these three components, the majority pre- 
ferred aluminum. 


Among readers of HOT ROD magazine, 
69.9% preferred aluminum for grilles 


73.4% preferred aluminum for engines 
63.5% preferred aluminum for wheels 


Among readers of MOTOR TREND, 
69.1% preferred aluminum for grilles 
63.9% preferred aluminum for engines 
43.4% preferred aluminum for wheels 


Among readers of MOTOR LIFE, 
66.1% preferred aluminum for grilles 
68.4% preferred aluminum for engines 
60.3% preferred aluminum for wheels 


THEY KNOW 
ALUMINUM's ADVANTAGES 


Probing deeper into the reasons for this strong 
preference for aluminum, the study reveals 


that these car enthusiasts are very much 
aware of the basic advantages of this light- 
weight, strong, rustfree metal. For example, 
almost all of those who preferred aluminum 
for grilles said they did so because of its light 
weight and non-rusting properties. 

Aluminum was selectéd as the preferred 
metal for engines because of its light weight, 
and because it offers better cooling and better 
horsepower to weight ratio. 

The people surveyed showed a good under- 
standing of the advantages aluminum offers 
in wheels, too. They mentioned light weight 
as a major reason for their preference for 
aluminum; better cooling for brake drums and 
strength were also cited. 


CRITICS APPROVE 


Naturally, Reynolds is pleased with the results 
of this study, but we feel that you in the auto- 
mobile business should be equally gratified. 
Here is a positive sign that the people who are 
most critical of automotive developments, the 
customers who know automobiles best, ap- 
prove—most enthusiastically —your increased 
use of aluminum. 

Capitalize on this approval; make your ’61 
selling more effective; point to the Reynolds 
Aluminum in your new cars. Reynolds is the 
leading developer, supplier, and promoter of 
aluminum for automobiles. Reynolds consist- 
ently promotes the automobile industry in 
television, radio, magazines and other media. 
Remember, the ’61 cars were introduced to 
America on Reynolds telecast of the National 
Automobile Show. Reynolds Metals Company, 
P.O. Box 2346-MK, Richmond 18, Virginia. 


REYNOLDS ALUMINUM 


Watch Reynolds TV show “Harrigan & Son", Fridays —ABC-TV 
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An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment 


AUTOMOTIVE NEWS 
965 E. Jefferson Detroit 7, Mich. 
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merchandising! 
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the fabulous sports car made in Israel! 


also: © COMPACT STATION-WAGON 
¢ COMPACT PANEL DELIVERY e COMPACT PICK-UP TRUCK 
ALL SABRA models are made with reinforced fibreglass bodies: 
corrosion proof, rust proof, three times the impact resistance 
of steel. You owe it to yourself to get the details. WRITE NOW! 


e Up to 40 MPG ¢ Highest Load Capacity for Body Size 
e Stronger than Steel « SAE Fittings for Easier Service 
ee ee a ee eee re oe 


i U.S.A. Distributors 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Akron 
An upturn in. new-car sales was 
noted in Summit County, but vol- 
ume is still running well behind 
1960’s record performance. 


Registrations in May in Summit" 


County rose to 2,331, up 14.3 per- 
cent over April’s 2,040. As compared 
to May, 1960, registrations were off 
16 percent. 

For the first five months of 
this year, 9,097 new cars have 
been bought in the county as 
compared to 12,896.in the same 
period in ’60, a drop of 30 per- 
cent. 

Among the individual makes of 
cars, Chevrolet widened its lead 
over Ford, 2,665 to 1,980. Between 
them, the two pacesetters account- 
ed for 51 percent of all cars sold 
up to June 1. Mercury retained its 
hold on third with 698 deliveries to 
590 for Pontiac; 551 for Plymouth; 
486 for Oldsmobile; 483 for Buick; 
448 for Rambler in eighth place; 
401 for ninth-place Dodge, and 181 
for Cadillac in 10th. 

—Jor KUEBLER 
* ok * 


Peoria, Iil. 


New-car sales in the two-county 
Greater Peoria market during 
April increased 19 percent over the 
previous month but were 25 per- 
cent below the total for the same 
month a year earlier. 

Registration figures listed 942 
new sales to give a year-to-date 
total of 3,108, This compares to 

1,253 in April, 1960 — the best 
month of that year—and 4,222 
for 1960’s first four months, 

The April metropolitan sales 
total compares to 790 for March 
and 671 for February, Compact cars 
accounted for 250, or 26.5 percent. 

April sales and penetration for 
the year are Chevrolet, 233 and 
22.2; Ford, 191 and 19.7; Rambler, 
68 and 6.7; Falcon, 63 and 5.9; 
Pontiac, 52 and 5.0. 

Oldsmobile, 46 and 4.9; Cor- 
vair, 43 and 4.8; Dodge, 36 and 
3.0; Plymouth, 31 and 2.7; Buick, 
29 and 3.7; Comet, 28 and 3.1; 
Chrysler, 19 and 2.0; Tempest, 17 
and 2.1; Cadillac, 15 and 1.9; 
Mercury, 14 and 2.4, 

Volkswagen, 13 and 2.0; Valiant, 
12 and 1.5; Studebaker, 9 and 1.5; 
Lancer, 6 and .9; Special, 3 and .7; 
Lincoln Continental, 3 and .3; Im- 
perial, 3 and .2, and F-85, 1 and .6. 
All other imports combined, 6 
and .9. 

—GENE BooTH 
* o * 


Albuquerque 
New-car registrations for Berna- 
lillo County (Albuquerque) for May 
were 605, an increase from April’s 
480. New truckKsg increased also, 
with 111 registrations for May, 83 
for the preceding month. 

By makes, new cars registered 
were: Ford, 95; Chevrolet, 78; 
Rambler, 75; Falcon, 59; Corvair, 
32; Comet, 28; Cadillac, 27; 
Dodge (Dart), 27; Plymouth, 26; 
Oldsmobile, 19; Pontiac, 19; Stu- 
debaker, 16; Mercury, 15; im- 
ports, 15; Thunderbird, 13; Val- 
iant, 12; Buick, 10; Chrysler, 5; 
Lincoln, 5; Motorsport, 4; F-85, 
3; Willys, 3; Imperial, 2; Lark, 
2; Buick Special, 1; Tempest, 1, 
and miscellaneous, 13, 


New-truck registrations by|# 


makes: Ford, 40; Chevrolet, 38; In- 
ternational, 11; Dodge, 5; Ranch- 
ero Falcon-Econoline, 5; White, 5; 
Corvair, 3; Studebaker, 2; GMC, 1, 
and Mack, 1. 
—Vepa N. CoNNER 
* * * 


San Antonio 

Auto dealers in San Antonio and 
Bexar County were encouraged by 
an increase in motor vehicle regis- 
trations of some 20 percent during 
May. 

New-car registrations increased 
from 1,027 in April to 1,245; com- 
mercial! vehicle registrations from 
115 to 139, and truck registrations 
from 83 to 108, for a total increase 
of 265 vehicle registrations for the 
month. Foreign car registrations 
increased from 20 to 34, or 70 per- 
cent. 

Ford dealers led in new-car 
registrations, with 383 registra- 


tions as compared with 341 for 
Chevrolet. Other registrations 

were: Pontiac, 83; Oldsmobile, 

67; Comet and Rambler, each 62; 
Buick, 61; Dodge, 37; Cadillac, 

25; Mercury, 22; Plymouth, 19, 
and Continental, 15. 

Ford nosed out Chevrolet in the 
commercial vehicle field, 55 to 53, 
with 12 for Willys and 6 each for 
Dodge and International, and ran 
up an even larger lead in the truck 
field, 42 to 47, with International] in 
second position with 10 registra- 
tions and GMC third with 5. 


—J. H. Reep 
Oe. 6-4 


Birmingham, Ala. 


Auto dealers throughout Alabama 
report a rising trend in the de- 
mand for new cars, better profits 
and easier completed deals, accord- 
ing to a survey by the Automobile 
Dealers’ Assn, of Alabama, 

In Birmingham, sales for May 
were slightly higher than in 
April, being 1,148 against 1,014. 
Sales by makes were: 

Chevroiet, 334; Ford, 147; Falcon, 
118; Pontiac, 82; Corvair, 74; 

Buick, 68; Oldsmobile, 64; Comet, 
38; Dodge, 32; Plymouth, 29; Ram- 
bler, 28; Volkswagen, 24; Cadillac, 
20; Mercury, 20; Chrysler, 17; Val- 
iant, 15; Studebaker, 9; Continental, 
7; Renault, 6; Austin-Healey, 4; 
International, 3; Mercedes, 2; Met- 
ropolitan, 2; Volvo, 2, and miscel- 
laneous, 3. 


—Stvuart Rippie 
Bd * oo 


Watertown, N. Y. 
New-car sales increased in Jef- 
ferson County (Watertown), N. Y., 
during May. The total number of 
licensed new cars was 246, 

With a total of 59, Chevrolets 
were out in front of the Fords by 
three. Dodge, foreign cars and 
Buicks were tied at 18 each, 

Rambler had 13; Oldsmobile, 12; 
Studebaker, 11; Cadillac, 10; Pon- 
tiac, Plymouth and Volkswagen, 
eight each; Chrysler and Mercury, 
three each, and Willys one. 

—GeorGE E. Toes 
* * * 


Sioux City, Ia. 

A total of 322 new cars were reg- 
istered in Woodbury County (Sioux 
City), Ia., in May, compared with 
284 a month earlier and 363 a year 
earlier. 

By makes, they were: Chevro- 
let, 101; Ford, 75; Rambler, 23; 
Oldsmobile, 22; Pontiac, 22; Plym- 
outh, 18; Buick, 17; Dodge, 9; 
Comet, 8; Volkswagen, 8; Mer- 
cury, 7; Cadillac, 6; Chrysler, 3, 
and miscellaneous, 3. 

New-truck registrations totalled 
41, compared with 47 in April and 
60 in May, 1960. By makes, they 
were: Ford, 16; Chevrolet, 11; GMC, 
8; International, 4; Dodge, 1, and 
miscellaneous, 1. 

* ok * 


Buffalo 


New-car business in the Buffalo 
area is nothing to shout about de- 
spite generally improved industrial 


a 
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A Clean Bill of Health— 


and employment. conditions in the 
western New York market. 

New-car sales are reported lag- 
ging behind a year ago, although 
they showed some improvement 
during June as compared with 
May and April. Unseasonally cool 
and rainy weather in April and 
May tended to cut down car 
shopping and retard sales. 

Dealers generally report that 
new-car demand is spotty — with 
good and poor days following upon 
each other. They complain business 
lacks consistency and they note 
that prospects are doing extensive 
shopping and looking for sharp 
deals. 

As a result, the profit picture at 
the dealer level is not as good as it 
might be in a less competitive mar- 
ket. 

Dealers report foreign-car sales 
continue to decline in this mar- 
ket, with United States compacts 
grabbing a larger share of the 
business as cpposed to imports. 
Dealers also note a growing trend 
toward larger size compacts, 

Some dealers express concern 
over the possibility of a sizable 
carryover of ’61 models into the 
new model year, such as occurred 
last year. 

—Georce E. Toes 


* * * 


Providence 

A total of 1,469 new cars and 109 
new trucks were registered in 
Providence in April, according to 
figures compiled by the Rhode Is- 
land Automobile Dealers Assn. 

By makes, they were: Ford, 
370; Chevrolet, 366; Plymouth, 

106; Rambler, 104; Oldsmobile, 
713; Buick, 57; Pontiac, 52; Dodge, 
49; Volkswagen, 40; Cadillac, 35; 
Comet, 33; Chrysler, 31; Mercury, 
20; Studebaker, 17; Renault, 10; 
Hillman, 8; Volvo, 8; Lincoln, 6; 
Imperial, 2; Saab, 2, and miscel- 
laneous, 80. 

Truck registrations were: Ford, 
46; International, 21; Chevrolet, 20; 
Mack, 6; Volkswagen, 5; GMC, 4; 
Willys, 4; Divco, 1; Dodge, 1, and 
White, 1. 

—Tuomas L. ForBes 
* * ok 


Louisville 

New-car sales in Louisville to- 
talled 1,384 in May, compared with 
1,464 in April. 

By makes, registrations were: 
Chevrolet, 417; Ford, 372; Ram- 
bler, 99; Oldsmobile, 78; Plym- 
outh, 71; Pontiac, 60; Comet, 49; 
Buick, 48; Volkswagen, 47; 
Dodge, 31; Mercury, 26; Cadillac, 
19; Chrysler, 13; Renault, 8; Stu- 
debaker, 7; Lincoln, 5; Metropoli- 
tan, 5; Austin-Healey, 4; Fiat, 3; 
Saab, 3; Volvo, 3; Hillman, 2; 
MG, 2; Opel, 2; Triumph, 2, and 
miscellaneous, 8. 

New-truck registrations amount- 
ed to 140 during the month, com- 
pared with 158 in April. By makes: 
Chevrolet, 51; Ford, 42; Interna- 
tional, 22; GMC, 12; Mack, 2; 
Volkswagen, 2; White, 1, and mis- 
cellaneous, 8. 

—A. W. WituiaMs 








This restored 1929 Plymouth roadster returned to the assembly line where it was 
first built 32 years ago and received an “‘OK" from Inspector Ernest W. Gunnarson 
(in white shirt). At top center is Jay M. Fisher, Florham Park, N. J., owner of the 
car which he drove 750 miles from his hometown to Detroit in 17 hours. Fisher is 
founder and present director of the Plymouth 4-Cylinder Owners Club, an organization 
formed in 1957 and dedicated to the restoration and preservation of four-cylinder 
Plymouth cars built from 1928 through 1932. 
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CHICKEN COUPE? 


A word about your new car storage problem 


Do you find yourself cramming your new cars into unlikely spots all 
over town? Most dealers do, these days. 


The basic difficulty lies with the product itself—an automobile is 
roughly 6 to 7 feet wide and 15 to 18 feet long, and you can’t stack it 
or shelve it. On top of this, thére’s the growing necessity of stocking 
a wider variety of models, colors, and optional equipment. And the 
area needed for servicing is increasing, too. Since 1950, the U. S. 
car-truck populatidn has risen by over 20 million—and we’ll probably 
add that many more by 1970. All this adds up to a big business space 
problem. One that’s going to get worse. 

What can be done about it? 

Short of new buildings and additions, the only answer lies in making 
more efficient use of existing facilities. Ways you can do this make 
mighty profitable reading—the kind of fascinating, productive read- 
ing found in every issue of Profit Pointers, ‘The Associates Investment 
Company’s monthly publication for auto dealers. 


Each issue thoroughly analyzes one aspect of agency management. 





And for every problem raised, a down-to-earth workable solution is 
offered. In the discussion of space problems, for instance, we included 
sound advice from a dealership space architect and a detailed chart 
of space possibilities and plans for use in your agency. 


If you’d like to receive a copy of this up-to-date, penetrating publi- 
cation every month, call your Associates representative today, and 
we'll be delighted to put you on the list. It’s free, of course—a part 
of the extra service you get at The Associates. 





THE 


ASSOCIATES 


INVESTMENT COMPANY 


Associates Discount Corporation * Associates 
Discount (Canada) Ltd. © Emmco Insurance Co. 


South Bend, 


Indiana 








Scarf Designs Feature Ford Parts— 

C. A. Trussell Motor Co., Athens, offered cash prizes to University of Georgia art 
students for the best scarf designs featuring parts from Ford cars. Here are four of 
the designs submitted. 
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Trussell Is Honorary Alumnus... 





University Honors Dealer 


By Sally Pfeiffer 
Staff Correspondent 

ATHENS, Ga.—Cuyler A, Trus- 
sell, veteran Ford dealer, never 
went to college, but he has been 

‘named “an honorary alumnus of 
the University of Georgia in recog- 
nition of his great services to high- 
er education and his continuing 
interest in and support of the Uni- 
versity of Georgia and its educa- 
tional program.” 

A Ford dealer for 44 years, 
Trussell has his dealership one 
block from the university cam- 
pus. He prefers to chat about 

the present and the future, but 
will talk about the past if you 
insist. 

The bare facts are that he at- 
tended Atlanta public schools and 
then worked there for the Ford 
Motor Co.’s branch office. In 1918 
he came to Athens to take over the 
Ford dealership. In 1949 he moved 
to his present location at 165 Pula- 
ski St. The buildings cover one- 


third of the three-acre site in 
downtown Athens, just off the 
highway to Atlanta. 

A staff of 50 work at the dealer- 
ship. There are seven salesmen for 
both new and used cars. Some me- 
chanics have been with Trussell 30 
years. 

“Our service shop carries itself 
with over 100 percent service ab- 
sorption,” he said. “That puts us 
in a good trading position, The 
secret of our shop is in working 
hard and getting customers to 
come back here for service instead 
of taking their cars to a filling sta- 
tion, 

“We always have more new 
cars than we want in inventory,” 
Trussell continued. “That’s 
cause so many sales today are for 


Jaguar Names Deal 
HONOLULU.—Universal Motor 
Co., Ltd. has been appointed a 
Jaguar dealer. Edward Eu is presi- 
dent. 





Here’s what you can buy 


for cancer research — 


for $5 or $50 or $500,000! 


You can give a cancer research laboratory five dozen 


glass culture tubes for $5, one instrument sterilizer 


for $50, one hundred medical fellowships for $500,000! 


HERE ARE no bargains in cancer research. 

Hunting the cause of cancer—and ways of pre- 
venting cancer—is an exacting job. A demanding 
job. An expensive job. It costs money. 

To give you an example, below are actual prices 
of equipment purchaséd with American Cancer 
Society funds. Little things, like glass slides. Mas- 
sive things, like room-size total body radiation 
instruments. All vital to the fight against cancer. 

So is your donation. 

See what you can afford to buy. Then write that 
figure down on the coupon at the bottom of this 
page, and mail it with your contribution to 
CANCER, c/o your local Post Office. All gifts are 
tax deductible. 


5 dozen tissue culture tubes .......eeee0e0+-$9 
6 months’ supply of rubber gloves ..........$15 
Food and care of 1500 mice for 1 day........$15 
1 dozen glass flasks for chemical studies ......$15 


$o6b6a0 coe ssn cee 


1 micrometer . . 


eoeeeeeeseee 


1 mouth rebreathing apparatus and nebulizer. . $20 
1 day’s supply of radium needles ...... .2 +. $35 
1 instrument sterilizer ............ tneka cee 
1 blood cell calculator, used in leukemia 
studies...... Se ae eae $70 
3 units of human serum ....... ots ness ee 


4 days’ maintenance of a cancer research bed. . $100 


1 water phantom for radiation dosage studies. . $100 


1 kymograph manometer ......... seis eae aloe 
100 AK mice for preparation of Coombs 
INR ae ery ene ut oie ep ea eos Me 


1 egg incubator ......cccccccccccccces LOO 


1 constant temperature bath ............-- $200 


1 isotope scanner ........eeeeeeeeeeees +200 
REGS TOD io doce cic pecegesicsvecs ccc 
2,000 millicuries of radioactive iodine ......$750 
1 heart-lung machine for drug perfusion . . . .$2600 
Ye gram of cobalt 60 for radiation research. . $6000 
1 grant for the study of the role of hormones 


1 


in growth, including the cause, 


prevention and treatment of cancer... .$70,000 


high-voltage, total body radiation 
instrument .. 


cece cccances $100,000 


100 training fellowships for 1 year ... . .$500,000 


Grants to 5 scientists, each heading a 
cooperative 5-year research program $1,000,000 


Sy 


Guard your family. Fight cancer with a 


checkup and a check. 


Mail this coupon to: 
Cancer: 
c/o your local post office. 


Attached is my gift of 
$ 





My name 


a a 


City and State 





AMERICAN CANCER SOCIETY 


to fight cancer. 
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special orders, Under present 
conditions I’d say that our busi- 
ness is very satisfactory. For the 
first five months of this year 
we’ve sold 10 more new cars than 
during the similar period last 
year. I'd say we are fairly well 
pleased that we are a little ahead 
of 1960.” 

This university city of 40,000 is 
considered the center of a good 
trading territory. Trussell Motor 
Co. sells to the university on a bid 
proposition, as is usual. 

“We've many friends among the 
students,” Trussell says. “Some who 
did business with us while in col- 
lege come back to trade later, too. 
We don’t solicit business out of 
our county, but some of it comes to 
us, anyway. 

“When it comes to advertising, 
some dealers decide they’ve got too 
many new cars so they stick an ad 
in the newspaper in haphazard 
fashion. We prefer to use an ad- 
vertising agency. Our copy is bet- 
ter that way. We use newspapers, 
radio and billboards, but the most 
effective, we find, is newspaper 
space.” 

Trussell is known as a _ public- 
spirited citizen. In 1959 the Rotary 
Club, of which he is past presi- 
dent, voted him citizen of the 
month and awarded him its Four- 
Way Test award. He is a director 
of the Citizens & Southern bank. 

A few years ago when a daugh- 
ter took an art course, he donated 
three cash prizes for the best 
scarf designs, featuring Ford 
parts. Art students at the uni- 
versity hovered over Trussell’s 
parts department to create some 
unusual designs. 

In 1959 and 1960, Trussell said 
his firm delivered 34 Falcons for 
University of Georgia students to 
use while doing summer work for 
Benson’s Bakery, a local] firm. 

“Those boys contacted civic clubs 
all over the United States and ob- 
tained orders for almost a million 
fruit cakes to be sold for Christmas 
delivery, Those 34 students drove a 
total of 300,000 miles in three 
months. The repair bill for the 
whole fleet was only $58. This year 
we're delivering 40 Falcons for 
students to use this same way.” 


Used-Car Notes | 


Tucson Used-Car Dealers 


Adopt Sunday Closing 
TUCSON.—Members. of the Used 
Car Dealers Assn. have agreed to 
close their lots Saturday night and 
not reopen until Monday. 
New-car showrooms have been 
closing Sundays for many years. 


Broome County Group 


Reelects Stolarcyk 

BINGHAMTON, N. Y.-—Edward 
Stolarcyk, Binghamton used-car 
dealer, has been reelected president 
of Broome County Independent 
Auto Dealers Assn. 

Other 1961-62 officers are: Vice- 
president, Frank Fortunato; sec- 
retary, Robert Miller; treasurer, 
Stan Cundey; directors, Robert Vi- 
tall, Richard Ehrets, Jack Frankus, 
Merrell V. Snitchler, George Spisak, 
Jack Carey and John Feduke, 

cs * 


Owen ‘Cuis Overhead,’ 
Closes Lot in Atlanta 


ATLANTA.—Clyde Owen, an in- 
dependent auto dealer specializing 
in Cadillacs, stimulated business by 
advertising, “We are cutting our 
overhead 50 percent by closing one 
i0t:. . 

“Watch the corner of our lot at 
766 W. Peachtree, where we'll have 
a special every day. We service 
each Cadillac before and after we 
sell it to you.” 

oe * 


Bishop Bros. Opens 


Second Lot in Atlanta 


ATLANTA.—Bishop Bros, held a 
special sale of used cars and trucks 
upon the opening of its second lo- 
cation at 683 Spring St.,.N. W. 

The company will continue doing 
business also at its first lot, 718 
Angier Ave., N. E. W. Roy Bishop 
is owner, and Fred M, Lowery is 
manager. fas eye 


Oaklandon Opens U. C. Lot 
INDIANAPOLIS. Oaklandon 
Sales Co. (Chevrolet-Pontiac) has 
opened a used-car lot at 2944 N. 
Sherman Dr. Ross Hale is sales 
manager. 
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EXTRA PROFITS) ..,0::-co: 





“LOAD-STER"’ 
HELPER SPRING 


Extra profits are yours when you sell and install the Prior 
“T.OAD-STER” Helper Spring, the only spring that takes 
effect only when needed to carry excessive loads caused 
by weight or rough roads. 12 “LOAD-STER” models fit 
most passenger cars and station wagons and all 1-ton 
and 34-ton pickup trucks. Load capacity is increased by 
1,000 to 1,500 pounds making the “LOAD-STER” ideal 
for passenger cars pulling utility trailers, for salesmen 
with heavy sample cases or for pickup trucks with an 
over-load problem. The ease of installation, complete 
absence of maintenance and nearby warehouses will 
make the “LOAD-STER” one of the most profitable and 
salable items you carry. 
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For further information, write 


STATION WAGON 


DEK*MAT 


COMPLETE 


Protection 


Custom-Fitted 


for every popular 


WAGON MAKE 


Moulded Rubber 
VINYL PRINTED with 
FELT BACK 


nh 


AGAINST COLD 
& ROAD RUMBLE 


Der ame 









HEAVY FELT BACK 
COMFORT 
CUSHIONS 


Pav TON 
tort) 
TO FIT THE FOLLOWING 1961 MODEL WAGONS: 
BUICK “SPECIAL” CORVAIR MERCURY PONTIAC 
CHEVROLET DODGE LANCER PONTIAC “TEMPEST” 
CHRYSLER FALCON OLDSMOBILE “F 85” RAMBLER 
COMET FORD PLYMOUTH VALIANT 


AND MANY OTHER OLDER MODELS 
PRU TO TLL) Pa trie 
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Volkswagen 
or Volkswagen company in 
Wolfsburg, Germany, appears 
to have acquired a larger percent- 


age of employe-stockholders than 
any other major corporation in the 


leased by Carl H. Hahn, general 


ica, 

A study of the final figures on 
the recent public sale of stock 
in the company shows, Hahn 


all but approximately 1,000 sub- 
scribed for shares. The 1,000 
could not qualify because they 
were in higher income brackets 
excluded from acquiring shares 
by the law which has made 
Volkswagenwerk a stock com- 
Pany. 

It is also notable, Hahn said, that 
none of the proceeds from the sale 
will go to the company. The entire 
amount goes to the government. 

The analysis shows that 1,547,503 
individuals applied for the 3,600,000 
shares available, With orders per 
buyer averaging 4.29 shares, the 
issue wags more than 84 percent 
oversubscribed, 

ok * Fe 

W EMPLOYES were entitled to 

no more than 10 shares, one 
being a contribution from the com- 
pany. They will get the full amount 
applied for up to the 10 shares. 
Non-employes, originally entitled to 
buy five shares, will now be allotted 
only two each because of the over- 
subscription. This revised distribu- 
tion leaves a balance to be distrib- 

uted by lot which will entitle every 
third non-employe subscriber to 
one additional share. 

The offering price was the 
equivalent of about $83 per share 
minus certain discounts to buy- 
ers with families of three or more 
children. Should these buyers sell 
within two years they must re- 
turn the discount to the govern- 
ment. 

The public sale involved 60 per- 
cent of Volkswagenwerk’s stock. 
The remaining 40 percent will be 
held by the Federal Republic and 
the Government of Lower Saxony, 
where company headquarters are 
located. 

Volkswagenwerk A, G. is unique 
in corporate history, considering its 
growth, Hahn said. It financed it- 
self from an empty treasury and 
practically no sales after the war 
to $850,000,000 sales in 1960. Neither 
government nor private investors 
were involved in its financing until 
now. 

Growth wag accomplished exclu- 
sively through sales of its product— 
the Volkswagen car and economy 
truck it pioneered—in more than 
120 countries. Production now runs 
to 4,000 vehicles per day. 

* * *” 


Volvo 


OLVO IMPORTING, INC., 

Englewood Cliffs, N. J., and the 
American Automobile Assn, are of- 
fering a 32-day tour of Northern 
Europe and a new Volvo 544 two- 
door sedan for $2,994. 

The package includes transpor- 
tation to and from Europe, hotel 
fees, meals, baggage handling and 


* * * 















world, according to an analysis re- 


manager of Volkswagen of Amer- 


said, that of the 65,000 employes |. 





News Notes 


the cost of return shipment and 
payment-of customs duties on the 
car. 

The tourists will visit London, 
Copenhagen, Stockholm, Oslo and 
many towns and villages through- 
out the Scandinavian countries, 


co * * 
Fiat 
vu following new dealers have 
been appointed to represent 
Fiat: 

Italian Imports, Inc. Prospect 
Rd., Prospect, Conn.; International 
Autos, 525-545 42nd Ave., N. W., 
Miami; Wm, Lehman Autos, 7131 
Seventh Ave., N. W., Miami, and 
Foreign Motors, Inc., 1509 Granby 
St., Norfolk, Va. 

The newly changed name and ad- 
dress of the Fiat dealer in William- 
antic, Conn., is Smith & Young 
Motors, Inc., 1310 Main St, 


* * * 


Renault 


ENAULT DISTRIBUTORS 

CORP., New England outlet for 
the Renault and Peugeot, has mov- 
ed from Watertown, Mass., to new 
facilities at 39 Emerson Rd., Wal- 
tham, Mass. 

J. D. Watson, general manager, 
said the new quarters will more 
than double Renault’s floor space 
and will house administrative of- 
fices, parts depot and a final in- 
spection center for new cars. 

. £6: e 


Roosevelt Automobile 


RANK SIENA has been named 

vice-president and general man- 
ager of Roosevelt Automobile Co., 
Washington, distributor for Fiat 
and Jaguar, 

Siena is a former field represen- 
tative for Genera] Motors and also 
operated a Pontiac dealership in 
Saratoga Springs, N. Y. For the 
last 10 years, he has been general 
sales manager for Lustine-Nichol- 
son Motor Co. (Chevrolet-Fiat), 
Hyattsville, Md. 


= = on 
Rootes 


vos sun is beginning to shine 
through again for imported 
cars, in the opinion of Ian Garrad, 
Western regional manager for 
Rootes Motors, Inc. 

“In our case,” Garrad said, “it’s 
the Sunbeam Alpine which is 
shedding the rays of hope for the 
future of the import in the West. 
The Sunbeam has ‘taken hold’ 
and is now pointing for first 
sales place. 

“In addition to its high-perform- 
ance attractions, it is also the only 
sports car in its class with the 
luxury roll-up windows which are 
so important to American buyers.” 

The sales climb of the Alpine has 
accelerated sharply in the past 60 
days, according to Garrad. 

“At our present rate of sales to 
dealers,” he said, “we will have a 
four-week shortage before we are 
able to draw up even with present 
orders,” 

According to Garrad, Hillmans 
also are spurting upward in sales, 

* * * 



























Volvo Used for Driver-Training— 

William Jones, left, driver training instructor for Wheaton High School, Wheaton, 
Md., and G. Gordon, representative from Annapolis Motors (Volvo), Kensington, Md., 
are shown with two students from the school and a Volvo sports sedan used at 
Wheaton for driver training. The Volvo has been used by the high school in its driver 
training program for the past nine months. 


with the Easidrive automatic trans- 
mission accounting for approxi- 
mately 80 percent of deliveries to 
dealers. 

The Humber, Rootes’ luxury 
family car, is another in the line 
which has been enoying a sales 
increase, Garrad said. Registra- 
tion figures disclose that the 
Humber sales record for March 
of 1961 was 16 percent above the 
same month a year ago. 

The Rootes future in the West 
will be secured by continued care- 
ful expansion of its dealer roster, 
Garrad said. 

“We see a bright future for de- 
pendable dealers who market de- 
pendable products to the public,” 
the executive pointed out. “We shall 
continue to stress after-sales serv- 
ice and parts availability as advan- 
tages offered by Rootes dealers.” 

* * * 


Saab 


|e pores the first quarter of this 
year, Saab ranked among the 
Top Ten in imported-car sales in 
11 of the 31 states in which it is 
marketed, according to Jonas Kjell- 
berg, sales manager, Saab Motors, 
Inc. 

He said Saab was second in Ver- 
mont, third in Maine and Massa- 
chusetts, fourth in Iowa and fifth 
in Nebraska and New Hampshire. 
The Swedish import also ranked 
sixth in Minnesota, seventh in Con- 
necticut and 10th in Kentucky, 
Pennsylvania and Wisconsin. 

On a national basis, Kjellberg 
said, Saab was 16th in import sales 
during the first quarter of 1961, 
compared with 19th during the cor- 
responding 1960 period. 


Letterbox 


(Continued from Page 14) 


bank has a government-approved 
and sanctioned financing monopoly 
and give us no service compared 
to GMAC. 

The bank would not take (with 
or without our 100 percent guar- 
antee) a good percentage of the 
paper we are forced to write to 
sell some of our non-GM tradeins. 

Along this same line, a very good 
friend of mine who is in the truck- 
trailer sales business was nearly 
forced to the wall last winter be- 
cause the large national bank in 
St. Paul to whom he sold his re- 
tail paper suddenly had reached 
their approved level of lending (as 
had many banks perhaps because 
of the recession), and it takes time 
to establish an adequate financing 
connection. Meanwhile, used inven- 
tories mounted and cash dwindled. 
Result—chaos. 

The bank gives absolutely no 
collection service like GMAC; the 
bank gives us no 3C (conversion, 
collision, confiscation) protection; 
the bank gives us no repossession 
service when and if necessary; 
the bank gives us no profit on the 
sale of financing and insurance, 
and what is so wrong with profit. 

Most of the merchants on main 
street ask for and receive a profit 
when they sell something, whether 
it’s a can of beans or an insurance 
policy. Incidentally, the degree of 
finance profit is controlled by our 
state statutes. 

In summary, we would be seri- 
ously hampered without GMAC for 
reasons stated above. 

We have been Chevrolet deal- 
ers for 11 years and have never 
had even one hint of intimidation 
or coercion from either GM, 
Chevrolet, MIC or GMAC with 
respect to financing, insuring or 
the distribution or allocation of 
cars or anything else that would 
affect our operation. 

We would not be in the automo- 
bile business in North Branch if 
we had to be non-GM with or with- 
out GMAC-MIC affiliations. In other 
words, we don’t feel that GM dealer 
affiliations with GMAC, where they 
exist (and among my acquaintances 
in the auto business I know they 
do not exist 100 percent in retail 
and wholesale financing), control 
the destiny of the non-GM dealer 
as much as other factors such as, 
but not limited to, factory policy, 
styling of products, quality of prod- 
ucts, customer acceptance of new 
and used products, etc. 

I would suggest to the proponents 
of this legislation that if they want 
to make GM weaker, they can do 
it more efficiently by having a law 
passed that GM make a poorer 
product than by passing a law that 
they can’t make and finance them- 
selves.—CHARLES Bostrom, Central 
Garage, Inc., North Branch, Minn. 
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Some of your best customers are sportsmen ...and in New York their 
more advertising in The Times than in any other New York newspaper. Sports- 
men (sportswomen, too) are good prospects for you. To sell them, advertise 





more in The New York Times. It’s first in New York in automotive advertising, too. 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of June 27. Market 
extremely strong and very active, Clean 
cars not plentiful. Sold 208 cars from 260 
consignments. 

BUICK—’59 LeSabre 4-dr. hardtop, §$1,- 
485* (ps); Invicta 4-dr, hardtop, $1,- 


350* (ps). 
’58 Century 2-dr. Riviera, $1,035* (ps); 
4-dr., $1,005* (ps). 


’57 Super conv., $595* (ps). 

’56 Century 2-dr. Riviera, $225* (ps); 
Super 4-dr. Riviera, $190* (ps). 

’55 Special 2-dr. Riviera, $335*, $315*; 
2-dr., $185*, $175*; Super 2-dr. Rivi- 
era, $325* (ps). 

’54 Special 4-dr., $275*, $125* (ps). 

CADILLAC—’60 (62) conv., $3,760* (ps). 

’59 (62) 2-dr. hardtop, $2,810* (ps); 4- 
dr., $2,810* (ps); (60) Special 4-dr. 
hardtop, $2,800* (ps). 

’58 (62) 2-dr. hardtop, $1,910* (ps); 4- 
dr. hardtop, $1,890* (ps). 

°57 (62) 4-dr, hardtop, $1,400* (ps), 

°56 (75) limousine, $950* (ps). 

CHEVROLET — ’60 Parkwood (8) 4-dr., 
$1,760*, $1,695*; Bel Air (8) 4-dr., $1,- 
750*, $1,600*, $1,570*, $1,565* (ps), 
$1,560* (ps), $1,540*, 3 at $1,500*, $1,- 
440, $1,160*; Brookwood (8) 4-dr., $1,- 
440, $1,400, $1,390; Corvair (6) 4-dr., 


°59 Impala (8) conv., $1,465* (ps); 
Parkwood (8) 4-dr., 2 at $1,400*, $1,- 
100; Brookwood (8), 4-dr., $1,400*; 
Nomad (8) 4-dr., $1,350* (ps); Bel Air 
(6) 4-dr., $1,190*, $1,150*, $1,145*, 
$1,125*, $1,115*, $1,105, $1,100, $1,- 
070, 2 at $1,050, $1,025, $1,020, $1,015; 
2-dr., $1,045; Bel Air (8) 4-dr., $1,- 
165*, 2 at $1,150*, $1,140* (ps). 

58 Impala (8) conv., $1,010* (ps); Bel 
Air (8) sport coupe, $1,005* (ps); Del- 
day (6) 2-dr., $785*; 4-dr., $585; Yeo- 
man (6) 4-dr., $765. 

’57 Bel Air (8) conv., $820*; Two-ten 
(8) 4-dr., $755*, $650; One-fifty (6) 4- 
dr., $200. 


56 Two-ten (8) 4-dr., $360*; Two-ten 
(6) 2-dr., $330; One-fifty (6) 4-dr., 
$325*; Bel Air (8) station wagon, 
$270*. 


55 Bel Air (8) 4-dr., $240*, $235; Two- 
ten (8) 2-dr., $220; Two-ten (6) 4-dr., 
2 at $150. 

CHRYSLER—’58 NY 2-dr. hardtop, $1,125* 
(ps); Saratoga 4-dr. hardtop, $1,030* 
(ps); 2-dr. hardtop, $1,015* (ps). 

’57 Saratoga 4-dr., $740* (ps), $555* 


(ps). 
56 Windsor 4-dr., $545* (ps), $495* (ps). 
DeSOTO—’ 57 Firedome 2-dr. hardtop, $550* 


(ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,450* (ps); Falcon (6) 4-dr., $1,590. 

’60 Galaxie (8) conv., $1,690* (ps); 
starliner, $1,660* (ps), $1,425; Fair- 
lane 500 (8) 4-dr., $1,345*, $1,325*, 
$1,300*, $1,295*, $1,285*, $1,245*; Cus- 
tom 300 (8) 4-dr., $1,270*; Country 
Sedan (8) 4-dr., $1,130* (ps); Fair- 
lane (8) 4-dr., $1,040*, $1,025*, $1,- 
015*, $950, $900* (ps), $875*. 

*58 Thunderbird (8) 2-dr. hardtop, $1,- 
710* (ps); Country Squire (8) 4-dr., 
$585*. 

’57 Fairlane 500 (8) 2-dr. Victoria, 
$625*; Ranch Wagon (8) 2-dr., $500*; 
Custom (8) 4-dr., $410. 

’56 Fairlane (8) 2-dr. Victoria, $470* 
(ps); 4-dr, Victoria, $135*; Country 
Sedan (8) 4-dr., $160, $145*. 

55 Custom (8) 2-dr., $180, $170*; Cus- 
tom (6) 4-dr., $165. 

LINCOLN—’59 Capri 2-dr. $1,- 
885* (ps), $1,610* (ps). 

’58 Capri 4-dr. hardtop, $1,240* (ps); 2- 

dr. hardtop, $1,220* (ps). 
MERCURY—’59 Monterey conv., $1,750* 

(ps), $1,740* (ps); Park Lane 4-dr. 

hardtop, $1,460* (ps), 

’58 Monterey 2-dr., $525*; 
dr., $410*. 

57 Monterey 4-dr. hardtop, $480*; 4-dr., 
$435*; 2-dr. hardtop, $250* (ps). 

*55 Montclair 2-dr. hardtop, 2 at $300*. 

OLDSMOBILE—’59 (98) conv., $1,695* 
(ps); (88) 4-dr., $1,345* (ps), $1,335* 
(ps); 2-dr., $1,295* (ps). 

"58 (88) Super 4-dr. Holiday, $1,205* 
(ps); 2-dr. Holiday, $1,200* (ps); (88) 
4-dr., $1,090* (ps); 2-dr., $1,050* (ps). 

’57 (88) 4-dr. Holiday, $555* (ps), $515* 


hardtop, 


Medalist 4- 


(ps). 

’56 (88) 4-dr. Holiday, $270* (ps); 4-dr., 
$270* (ps). 

’55 (98)-4-dr. Holiday, $375* (ps), $315* 
(ps); (88) 2-dr. Holiday, $320* (ps), 
$310*; 4-dr. Holiday, $235* (ps). 

’54 (88) 4-dr., $135*. 

PACKARD—’55 Clipper 4-dr., $120* 
$120*. 


(ps), 


George A. Lamb 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"59 7°60 
Dec. 


"59 "60 
Nov. 


"69 °60 
Oct. 


PLYMOUTH—’60 Belvedere (8) 2-dr., $1,- 
290*; 4-dr., $1,250*; Valiant (6) 4-dr., 
$1,100. 

’59 Fury (8) 4-dr. hardtop, $1,160* (ps); 
4-dr., $1,015* (ps); Belvedere (8) 4- 
dr., $1,000*, $975* (ps), $960*; 2-dr., 
2 at $900*; Savoy (8) 4-dr., $895*, 
$695*, $675*; 2-dr., $700. 

’58 Plaza (8) business coupe, $650* (ps). 

’57 Suburban (8) Custom 4-dr., $415*; 
Sport 4-dr., $385*; Savoy (6) 2-dr., 
$325°*. 

’56 Suburban (8) Deluxe 2-dr., $445; 
Belvedere (8) 4-dr., $205*; Plaza (8) 
business coupe, $100. 

’55 Belvedere (8) 2-dr. hardtop, $125*. 

PONTIAC—’59 Bonneville 4-dr. Vista, $1,- 
970* (ps), $1,810* (ps); Catalina 4-dr., 
$1,325* (ps). 

’58 Chieftain 4-dr, Catalina, $910* (ps); 
4-dr., $890* (ps). 

’57 Chieftain 4-dr., $325* (ps). 

’55 Star Chief 4-dr., $245* (ps); Chief- 
tain 2-dr. Catalina, $200. 


"60 
Jan. 


60 =’61 cen 
P 


March 


"60 61 
Feb. 


"61 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


’54 Chieftain conv., $125* (ps); station 
wagon, $100*. 
STU DEBAKER—’60 Lark (6) station wag- 
on, $1,400*. 


‘59 Lark (6) station wagon, $475*. 
MISCELLANEOUS—’57 Dodge (6) walk- 
in, $410; Chevrolet (6) 3105 1%-ton 
panel, $400; (6) carryall, $355. 
’55 Dodge (6) %-ton panel, $300; Chev- 
rolet %-ton panel, $145, $140. 
’53 Chevrolet cab & chassis, $135. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
June 26. Our auction showed the best and 
largest number of grade A quality cars 
that we have been able to offer in a long 
time; naturally, prices were real high. Sold 
113 cars from 149 consignments. 
BUICK — '58 Super 4-dr. Riviera, $900* 

(ps); Special 4-dr. Riviera, $850*. 

’57 Century 4-dr. Riviera, $535* (ps). 
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Riviera, $280* 

CADILLAC—’60 (60) Special 4-dr. 
top, $4,000* (ps); (62) 2-dr. hardtop, 
$3,560* (ps). 

CHEVROLET—’61 Corvair Monza (6) 4- 


(ps). 
hard- 


’55 Super 2-dr. 


dr., $2,200*; Corvair 700 (6) station 
wagon, $1,825. 

’60 Bel Air (8) 4-dr., 

’59 Impala (8) conv., $1,695*; Park- 
wood (8) 4-dr., $1,430*; Bel Air (8) 
4-dr., $1,390* (ps); sport sedan, $1,- 
150*; Bel Air (6) 2-dr., $1,180; 4-dr., 
$1,150*; sport sedan, $1,000*. 

’58 Impala (8) sport coupe, $1,050*; Bel 
Air 4-dr., $1,025*; Bel Air (6) 4-dr., 
$1,010*; Biscayne (8) 4-dr., $850*; 
Biscayne (6) 2-dr., $820*; Delray (6) 
2-dr., $840. 

’57 Bel Air (8) sport coupe, $875*, $590* 
(ps); Bel Air (6) 4-dr., $750*; Two- 
ten (8) station wagon 4-dr., $850*; 
2-dr., $585; Two-ten (6) station wagon 
4-dr., $750; station wagon 2-dr., $670*, 
$660*; 4-dr., $715*. 


$1,600*. 


MERCURY — ’57 Monterey conv., 


PACKARD—’36 Model A 4-dr., 
PLYMOUTH—’57 Suburban (6) Sport 4- 


PONTIAO — 


MISCELLANEOUS 


’56 Bel Air (8) 2-dr., $610*; sport coupe, 
$590*; 4-dr., $485*; Two-ten (8) 4-dr., 
$600, $590*, $390*; station wagon 4- 
dr., $570; Two-ten (6) station wagon 
4-dr., $570*; 4-dr., $540*; One-fifty 
(6) 2-dr., $350. 

’55 Bel Air (6) 2-dr., $440*; 4-dr., $270; 
Bel Air (8) 4-dr., $385*; Two-ten (6) 
Delray, $410; 2-dr., $400, $330, $200; 
4-dr., $370. 

’54 Two-ten Delray, $350*. 


CHRYSLER — ’57 Windsor 4-dr. hardtop, 
$660* (ps). 
DeSOTO — ’58 Firedome 2-dr. hardtop, 
$660* (ps). 
DODGE—’58 Royal (8) 4-dr., $775* (ps). 
’57 Suburban (8) 2-dr., $410*; Royal 
(8) 2-dr. hardtop, $260*. 
FORD—’60 Fairlane (8) 2-dr., $1,300*; 
Fairlane 500 (8) 4-dr., $1,300*; Falcon 
(6) 2-dr., $1,290. 
"59 Galaxie (8) 4-dr., $1,420* (ps); 


Fairlane (8) 2-dr., $1,050*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
900* (ps); Country Sedan (8) 4-dr. 
(9 pass.), $820; Fairlane (8) 2-dr. Vic- 
toria, $735*; 4-dr., $585*; Ranch Wag- 
on (8) 2-dr., $580* (ps). 

’57 Fairlane 500 (8) conv., $725*; 2-dr., 
$610; 4-dr.. $530*; Country Squire (8) 
4-dr., $600* (ps); Fairlane (8) 2-dr. 
Victoria, $600*; Custom 300 (8) 4-dr., 
$440*; Custom (6) 2-dr., $520*. 

’56 Country Sedan (8) 4-dr., $550*; Cus- 
tom (8) 4-dr., $360, $350*; Fairlane 
(8) conv., $210*. 

55 Custom (8) 2-dr., $250*. 

$870* 
(ps); Commuter 4-dr., $510* (ps). 

’56 Monterey 2-dr. hardtop, $240* (ps); 
4-dr., $240*. 

’55 Monterey 2-dr. hardtop, $100*. 


OLDSMOBILE—’60 (88) Fiesta 4-dr., $2,- 


320* (ps); 2-dr., $1,650*. 
’5S8 (88) 4-dr., $1,000* (ps); 
4-dr., $850* (ps). 
’57 (88) Fiesta 4-dr., $950* (ps), $735* 
(ps); conv., $900* (ps); 4-dr. Holiday, 
$820* (ps); (98) 4-dr. Holiday, $730* 


(ps). 

56 (88) 4-dr., $400*; (98) 4-dr. Holi- 
day, $400* (ps). 

’54 (88) 2-dr. Holiday, $160*. 


(88) Super 


$125. 


dr., $640*; Deluxe 2-dr., $260*; Bel- 
vedere (8) 4-dr. hardtop, $600*; Savoy 
(8) 2-dr. hardtop, $570*. 

’56 Plaza (6) 4-dr., $370*. 

’57 Chieftain Safari 4-dr., 
$640*. 

’55 Star Chief 2-dr. Catalina, $300* (ps). 


RAMBLER—’58 Ambassador (8) Super 4- 


dr., $700*. 
’56 Super Cross Country, $225. 


’60 International %- 





ton stake, $1,100. 
’59 Studepaker %-ton pickup, $710. 


(Continued on Page 40, Col, 2) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
ntinuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 


A.M. Dealer-owned. Dealers only. 





FLORIDA 


WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Establish 


MICHIGAN 


State Fair 


Auto Auction, Inc. 


OF GREATER DETROIT 
@ Open Daily 9-5, 





SALE Mon. 9 am-11 pm 
EVERY for Auction 
TUESDAY Reservations. 
AT 11 A.M. | @ Checks & Titles 
Guaranteed. 


@ Auto Auction Report Weekly. 
@ Big Jackpot Cash Prize. 
@ Michigan's Fastest Dual Lane Sale. 


19745 Ralston, Detroit 3, Michigan 
(Near Woodward & State Fair Aves.) 


TO 9-4660 
NOW! 


Special Truck Lane 
Every Tuesday, 11 a.m. 








For buying, selling, trading ANY- 
THING automotive, Automotive 
News Want Ads get quick results! 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 





3711 Western Road 





MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday af Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
© Conveniently located in the heart of the 
automobile world. 
@ Ten acres of completely fenced parking 
area, 
©@ Always a fine selection of sharp cars, 
@ Friendly relations prevail at all times, 
® Congenial auctioneers. 
@ Fair management, 
MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
Phone C&dar 2-3/81 





NEW JERSEY 


N-A-D-E 
Every WEDNESDAY 11 A. M. 
oh a 


LT wy hy AUCTION 
EVERY WEEK 


of Penna 


L UC A D, the Dealers’ Directory 
to Leading Auto Auctions. 














NEW JERSEY 





Minutes from New York City 


Sty 






EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





























Editorial at Work! 


Editorial that looks closely at the industry keeps the indus- 
try looking closely at the editorial. This is the story of 
Automotive. News in a nutshell. And the Automotive News 
Special Sections exemplify this editorial policy. The Service 
Management Section, the Commercial Car News Section and 
the Engineering, Production, Materials Section are reader 
services of special interest to men in the automotive field 

. editorial bonuses of fact-finding feature articles that 
keep these men attune to the times. 


This is Automotive News editorial at work, keeping alive to 
events of the industry and keeping those events before the 
eyes of the industry. And from factory executives and engi- 
neers to sales and service representatives to car and truck 


The most influential publication in the automotive industry. 
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DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 965 E. Jefferson, Woodward 3-9520 
CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan Ave., State 2-6273 


dealers, the men in the automotive field .. . men who repre- 
sent the buying influence . . . all look to Automotive News 
to be well-informed on general news, on trends, on devel- 
opments. 


Yes, this is editorial at work . . . and working for you. It’s 
editorial that has made Automotive News the leader in its 
field and the leading publication for your sales message. 
It’s the publication that pinpoints the men you want to sell 
and guarantees their readership. 


Take advantage of these special Automotive News editorial 
features and their circulation: 44,000 paid subscribers .. . 
men who can specify your product. Call your Automotive 
News representative today. 


Antomottue News 


ENGINEERING MANUFACTURING MERCHANDISING 


SERVICING 


REPRESENTATIVES: ai) 


NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 42nd St., Murray Hill 7-6871 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Bivd., Hollywood 3-4111 


TiCKEU 


see for yourself on 





ALCOA 
PRESENTS” 


JULY 11 


that aluminum toughens auto- 
motive parts. Wheel and brake 
assemblies using aluminum 
shed heat three times faster. 
There’s more about Alcoa® Alu- 
minum—plus a fascinating 
story of psychic phenomena— 
on “‘Alcoa Presents,” July 11, 
10:00 p.m. EDT, ABC-TV. 


MERCURY — ’61 Monterey 4-dr. 





MOTOR oF 
MASTER 


DEFIANCE 


New! 


1961 Edition 
kkk 





AUTOMOBILE 


Updated 
Enlarged 


This new edition of Martin H. 
Bury's popular book, "The Auto- 
mobile Dealer" contains the solu- 
tion to most dealers’ problems. 

New sections include detailed 
Formulas for Profit (applicable 
to each department) recommend- 
ed labor union procedures, tested 
collection methods, and many 
new operating ideas. 

320 pages, $6.30 postpaid. 

lf after 10 days you are not 
convinced that this book 
valuable permanent reference, 
return it and your money will 
be refunded. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send_____copy (copies) of the new book, 
| "The Automobile Dealer'’ 


| (1 Check enclosed at $6.30 each 
(CO Send books C.O.D., plus postage 
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$1,590* (ps), $1,455* (ps). 
’56 (62) 4-dr., 
top, $755* (ps); 
Coupe de Ville, 
; 2-dr. hardtop, $845* (ps), $820* 


Used-Car Auction Prices 





(Continued from Page 38) 


53 Chevrolet %-ton pickup, $200. 
’50 Willys Jeepster, $160. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every. Tues- 
day. Prices are for sajJe of June 27. 
BUICK—’60 LeSabre conv., $2,165* (ps). 


’59 LeSabre 2-dr., $1,400*. 


’57 Century 2-dr. Riviera, $700* (ps); 


Special 4-dr. Riviera, $640* (ps). 


°56 RM 2-dr, Riviera, $490* (ps); Spe- 
cial conv., $345*. 
CADILLAC—’61 (62) 4-dr. hardtop, $4,- 


640* (ps). 
’60 Sedan de Ville, 
(62) 4-dr. hardtop, §$3,400* (ps). 


’59 (60) Special 4-dr. hardtop, $2,950* 


(ps). 
’57 (62) 2-dr. hardtop, $1,585* (ps), 
$1,025* (ps); 4-dr. hardtop, $1,200* 


(ps). 


CHEVROLET— 61 Corvair 700 (6) station 
wagon, $2,025*; Corvair Monza (6) 


4-dr., $1,935". 


60 Impala (8) conv., $2,035*; sport 
coupe, $1,865; Corvair 700 (6) 4-dr., 


$1,200*. 
59 Impala (8) sport sedan, $1,565* (ps); 


sport coupe, $1,490; Biscayne (8) 2-dr., 
$1,130; Brookwood (8) 4-dr., $1,100. 


’58 Bel Air (8) 4-dr., $940*; sport sedan, 
$900* (ps); 2-dr., $900* (ps); Delray 


(8) 2-dr., $750*. 


’57 Bel Air (8) sport sedan, $1,000* 
(ps); 4-dr., $750; Bel Air (6) 4-dr., 
$605; Two-ten (6) 2-dr., $615* (ps); 
One-fifty (8) 4-dr., $570; One-fifty (6) 


4-dr., $425*. 


CHRYSLER—’55 (300) 2-dr. hardtop, $675* 


(ps). 
FORD—’61 Thunderbird (8) conv., $3,930* 
(ps); 2-dr. hardtop, $3,730* (ps), $3,- 


390* (ps). 
’60 Galaxie (8) Starliner, $1,575* 


200. 
’59 Thunderbird (8) 2-dr. hardtop, 


4-dr., $975*; 2-dr., $890* (ps). 


’58 Ranch Wagon (8) 2-dr., $850* (ps); 
Ranch Wagon (6) 2-dr., $570; Custom 


300 (6) 4-dr., $465. 


’57 Fairlane 500 (8) 4-dr. Victoria, $790*, 
$750* (ps); Country Sedan (8) 4-dr., 


$725* (ps). 


LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 


495* (ps). 


$2,200* (ps). 
59 Commuter 4-dr., $1,150* (ps). 
’58 Monterey 4-dr., $685* (ps). 


OLDSMOBILE—’60 (98) 2-dr. Holiday, $2,- 


400* (ps); (88) 4-dr., $2,115* (ps). 


PLYMOUTH—’61 Valiant (6) 2-dr., $1,465. 


’60 Suburban (6) Deluxe 2-dr., $1,015. 


’59 Fury (8) 2-dr. hardtop, $1,215* (ps); 
4-dr. hardtop, $1,160* (ps); Suburban 


(8) Custom 4-dr., $1,195* (ps). 
’57 Suburban (8) Custom 4-dr., $550. 


PONTIAC—’61 Bonneville sport coupe, $2,- 


975* (ps). 


’60 Catalina 4-dr., $1,975* (ps); sport 


coupe, $1,835*. 


’59 Bonneville Safari 4-dr., $2,025* (ps). 
MISCELLANEOUS — ’60 Chevrolet truck, 


$1,005. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of June 28. 
BUICK—’61 Invicta conv., $3,065* (ps); 


LeSabre 2-dr., $2,475* (ps). 


760 Electra 225 conv., $2,600* (ps); Le- 


Sabre 2-dr. hardtop, $2,220* (ps). 


’59 LeSabre 2-dr. hardtop, $1,700* (ps). 
’58 Special conv., $1,105* (ps). 

’57 Special conv., $690* (ps); 4-dr. Rivi- 
era, $685*; 2-dr. Riviera, $510*; Cen- 
tury 4-dr., $665* (ps); RM 4-dr. Rivi- 


era, $650* (ps). 


CADILLAC—’61 (62) conv., $5,025* (ps). 
60 de Ville 4-dr. hardtop, $4,050* (ps). 
’58 (62) Sedan de Ville, $2,000* (ps); 4- 

dr. hardtop, $1,735* (ps); conv., $1,- 


600* (ps), 


’57 (62) 2-dr. hardtop, $1,415*, 
CHEVROLET—’'61 Impala (8) sport coupe, 


$2,250*; Brookwood (6) 4-dr., $2,015. 


"60 Impala (8) sport coupe, $2. 105*, $1,- 
910; conv., $2,075* (ps), $1,995*; Park- 


wood (6) ‘4- dr., $1,610; Bel Air (8) 2- 
r., $1,540, $1,470; Biscayne (8) 2-dr., 
$1,410; Corvair 700 (6) 4-dr., $1,250*; 
Corvair 500 (6) 2-dr., $1,240*, 


59 Impala (8) conv., $1,650, $1,585* 


(ps), $1,570* (ps), $1,565*; sport se- 
dan, $1,550*; Bel Air (8) sport sedan, 
$1,500*; 4-dr., $1,230*; 2-dr., $1,175; 
Bel Air (6) 2-dr., $1,310; Brookwood 
(8) 4-dr., $1,200*; Biscayne (6) 4-dr., 
$1,140*; 2-dr., $1,120*, $1,115, $1,065, 


"58 Brookwood (8) 4-dr., $1,200*; Delray 


(6) 2-dr., $700. 


’57 Bel Air (8) conv., $1,000*; 4-dr., 


$800*; Two-ten (8) station wagon, 
$925*; 2-dr., $590; Two-ten (6) 2-dr., 
$650; One-fifty (6) station wagon, 
$600*. 


COMET—’61 Comet 2-dr., $1,800*. 
"60 Comet 2-dr., $1,510, $1,475. 
DeSOTO—’57 Firedome 4-dr. hardtop, $625* 


(ps). 


DODGE—’60 Pioneer (8) 4-dr., $1,560*. 
55 Custom Royal (8) 4-dr., $350. 
FORD—’61 Falcon (6) 2-dr., $1,650; sta- 


tion wagon, $1,610. 


’60 Thunderbird (8) conv., $2,775* (ps); 


Galaxie (8) conv., $2,025* (ps), $2,- 
020* (ps), $1,990* (ps), $1,835* (ps), 
$1,825; 4-dr, Victoria, $1,625*; 2-dr., 
2 at $1,550*; Custom 300 (8) 4-dr., 
$1,400*, $1,390*, $900*; 2-dr., $1,270, 
$1,230; Custom 300 (6) 2-dr., $1,200*; 
Fairlane 500 (8) 4-dr., $1,400*; Fair- 
lane (8) 2-dr., $1,235. 


’59 Thunderbird (8) 2-dr. hardtop, $2,- 


220* (ps); Country Sedan. (8) 4-dr., 
$1,550* (ps), $1,400*, $1,350*; Galaxie 
(8) conv., $1,525* (ps), $1,470*; 2-dr. 
Victoria, $1,525* (ps), $1,380* (ps); 
Fairlane (8) 4-dr., $1,050*, $830; Cus- 
tom 300 (8) 2-dr., $1,045, $1,005, $1,- 
000; Fairlane (6) 2-dr., $885. 


*58 Ranch Wagon (8) 4-dr., $685*; Cus- 


tom 300 (6) 2-dr., $630; Custom 300 
(8) 2-dr., $580*. 


’57 Fairlane 500 (8) conv., $775*, $730*, 


$695*; Ranch Wagon (8) 2-dr., $625*; 
Country Sedan (8) 4-dr., $500. 


IMPERIAL—’57 Imperial 4-dr. hardtop, 


$1,235* (ps). 























2 at $3,950* (ps); 


(ps) ; 
4-dr., $1,465* (ps); Country Sedan (8) 
4-dr., $1,570*; Falcon (6) 4-dr., $1,- 


$2,- 
375* (ps); Country Sedan (8) 4-dr., 
$1,350* (ps); Galaxie (8) 4-dr. Vic- 
toria, $1,275* (ps); Custom 300 (8) 





hardtop, 


LINCOLN — ’57 Premiere 4-dr. hardtop, 
$970* (ps). 
MERCURY—’ 60 Monterey 2-dr., $1,325. 

’59 Montclair 4-dr., $1,310* (ps). 

’56 Monterey 4-dr, ‘hardtop, $450*; 4-dr., 
$360* (ps). 

’55 Monterey 2-dr. hardtop, $235*; Cus- 
tom 2-dr., $220*. 

OLDSMOBILE — '61 (88) 4-dr. Holiday, 
$2,600* (ps). a 

759 (88) Super 4-dr. Holiday, $2,005* 
(ps); (88) 2-dr., $1,900* (ps); 4-dr., 
$1,450* (ps); (98) conv., $1,850* (ps). 

’58 (88) conv., $1,050*.’ 

’57 (88) 4-dr., $590*. 

PLYMOUTH— 60 Belvedere (8) 4-dr., $1,- 
455". 
’5T Savoy (6) 2-dr, hardtop, $280, 
PONTIAC—’60 Ventura sport coupe, $2,- 
250*; Catalina sport coupe, $2,075* 
(ps); 4-dr., $2,025* (ps). 

’59 Bonneville sport coupe, $1,950* (ps); 
Star Chief 4-dr. Catalina, $1,750*; 2- 
dr. Catalina, $1,500*. 

RAMBLER—’60 American (6) 4-dr., $985. 

"59 Deluxe (6) 4-dr., $1,030; American 
(6) station wagon; $800. 

’57 Custom (6) Cross Country, $525*. 

MISCELLANEOUS—’53 International C-110 
pickup, $225. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of June 28. 
BUICK—’60 Invicta 4-dr., $1,950* (ps). 

’58 Special 2-dr. Riviera, $975, $630*, 

’57 Special 2-dr., $520. 

CADILLAC—’61 (62) 4-dr. hardtop, $4,- 
510* (ps). 

’59 (62) 2-dr. hardtop, $3,060* (ps); 4- 
dz., $2,975* (ps). 

CHEVROLET—’61 Corvair station wagon, 
$1,760. 

60 Bel Air (8) 4-dr., $1,575*; Bel Air 
(6) 2-dr., $1,550*. 

59 Impala (8) conv., $1,565* (ps); Bel 
Air (8) 4-dr., $1,210*, $1,150*; Bel Air 
(6) 2-dr., $1,110*; 4-dr., $1, 065; Bis- 
cayne (6) 4-dr., $1,135* (ps) ; '2-ar., 
$1,000. 

’58 Impala (8) sport coupe, $1,285* (ps); 
Brookwood (8) 4-dr., $905*, $875*, 
$825*; Bel Air (8) sport sedan, $895* 
(ps); Delray (6) 2-dr., $845, $780, 
$715; Biscayne (8) 4-dr., $800*. 

’57 Two-ten (8) 4-dr., $760*, $700*. 

’56 Two-ten (8) station wagon, $525*; 
Two-ten (6) 2-dr., $240; Bel Air (8) 
4-dr., $510*, $480*. 

’57 Windsor 2-dr. hardtop, 
$710* (ps); Saratoga 2-dr. hardtop, 
$650* (ps). 

DeSOTO—’57 Firesweep station wagon, 
$825* (ps); Fireflite 4-dr. _ hardtop, 
$612* (ps); Firedome 4-dr, hardtop, 
$535* (ps). 

DODGE—’57 Royal (8) 4-dr. hardtop, 
$600*; Custom Royal (8) 4-dr., $450* 





(ps). 

FORD—’61 Thunderbird (8) conv., $3,860* 
(ps); 2-dr. hardtop, $3,550* (ps); Gal- 
axie (8) conv., $2,310* (ps); Falcon 
(6) station wagon, $1,825*, 

60 Thunderbird (8) conv., $2,625* (ps); 
Galaxie (8) conv., $1,850* (ps); Fair- 
lane (8) 4-dr., $1,090*. 

’59 Thunderbird (8) conv., $2,100* (ps); 
Galaxie (8) conv., $1,555* (ps); 2-dr. 
Victoria, $1,435*, $1,285* (ps). 

’58 Fairlane 500 (8) conv., $550* (ps). 

’57 Custom 300 (8) 4-dr., $750*, $512; 
Custom 300 (6) 4-dr., $375, $365; Fair- 
lane 500 (8) 2-dr,. Victoria, $715*, 
$700* (ps), $500*; Country Sedan (8) 
4-dr. (9 pass.), $655. 

’56 Thunderbird (8) conv., $1,630; Fair- 
lane (8) conv., $585*, $400*; 2-dr. 
Victoria, $450* (ps), $195*; Ranch 
Wagon (8) 2-dr., $260*. 

LINCOLN — ’56 Premiere 2-dr. hardtop, 
$660* (ps). 

’54 Capri 2-dr. hardtop, $130*. 

MERCURY—’59 Colony Park 4-dr., $1,530* 
(ps). 

57 Montclair 2-dr. hardtop, $530*, $500* 
(ps); Commuter 4-dr., $460* (ps). 

’56 Custom station wagon, $340*; Mont- 
clair 2-dr. hardtop, $245* (ps). 

OLDSMOBILE — ’60 (88) 4-dr. Holiday, 
$2,075* (ps). 

’5S (98) 4-dr. Holiday, $1,100* (ps). 

’57 (88) 4-dr. Holiday, 3755* (ps); (88) 
Super 4-dr. Holiday, $700* (ps). 

PACKARD—’55 (400) 2-dr. hardtop, $875* 


(ps). 

PLYMOUTH—’59 Belvedere (8) conv., $1,- 
250* (ps); Suburban (8) 4-dr., $990*; 
Savoy (8) 4-dr., $810*. 

’58 Plaza (8) 4-dr., $580*, 

’5T Savoy (8) 4-dr. hardtop, $350*, 

’56 Savoy (8) 2-dr., $345; Suburban (8) 
4-dr., $300*. 

PONTIAC—’56 Chieftain station wa gon, 
$500*; Star Chief 2-dr. Catalina, $420* 


(ps). 
RAMBLER—’57 Custom (6) 4-dr., $625* 
(ps). 


STUDEBAKER—’59 Lark (6) 4-dr., $940*. 


’57 Scotsman (6) station wagon, $280. 


MISCELLANEOUS—’56 Dodge (6) %-ton 


pickup, $330. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


Auction. Sale every Tuesday. Prices are 
for sale of June 27. 
BUICK—’60 LeSabre conv., $2,315* (ps). 


‘59 Electra 2-dr. hardtop, $1,995* (ps); 
LeSabre 2-dr. hardtop, $1,685* (ps). 
’58 Limited 4-dr. Riviera, $1,400* (ps). 
’57 Century Estate Wagon, $1,000* (ps); 
RM 2-dr. Riviera, $825* (ps); Super 
2-dr. Riviera, $740* (ps); 4-dr. Rivi- 
era, $685* (ps), $680* (ps), $500* (ps); 

Special 4-dr., $535*. 

’56 Special 2-dr. Riviera, $585*, $395*; 
2-dr., $495*; Century 2-dr. Riviera, 
$490* (ps); Super 2-dr. Riviera, $450* 
(ps). 


CADILLAC—’60 (62) conv., $4,350* (ps), 


$4,100* (ps), $4,050* (ps); 2-dr. hard- 
top, $4,055* (ps), $4,950* (ps), $3,885* 
(ps). 

’59 de Ville 2-dr. hardtop, $3,500* (ps), 
$3,385* (ps), $3,075* (ps); 4-dr. hard- 
top, $3,500* (ps); (62) conv., $3,250* 
(ps), $3,240* (ps); 2-dr. hardtop, $3,- 
160* (ps), $2,985* (ps); 4-dr., $2,- 
985* (ps), $2,855* (ps), $2,825* (ps); 
(60) Special 4-dr. hardtop, $3,190* 
(ps). 

’58 (62) Coupe de Ville, $2,305* (ps); 
conv., $2,240* (ps); 2-dr. hardtop, $2,- 
200* (ps); 4-dr. hardtop, $1,935* (ps). 

’57 (62) Coupe de Ville, $1,635* (ps), 





Ranch Wagon 


(8) 2-dr., $515* (ps), 
4 $390; Country Sedan (8) 4-dr. 
2 at $1,050* ; Custom (8) 2- 
'55 Fairlane (8) 4-dr., 

Custom (8) 2-dr., 


(60) Special 4-dr., 


CHEVROLET — 
$2,650* (ps); 
$2,620* (ps), 


’61 Parkwood (8) 4-dr., 
Impala (8) sport coupe, 
sport sedan, 


$200; Main (8) 4-dr., § 
HUDSON—’55 Hornet (8) 
IMPERIAL—’60 Imperial 
$3,890* (ps). 
’59 Imperial conv., 


$2,585* (ps); 


Monza (6) 2-dr., 
"60 Corvette 
(8) sport coupe, 


a 


, $2,195* (ps), 
, $2,085; Bel Air 
8 ; Biscayne (8) 2-dr., 
$1,465; Corvair 700 (6) 4-dr., : 
Corvair 500 (6) 4-dr., é 
’59 Impala (8) sport sedan, $1,800* (ps), 
$1,740* (ps), $1,685* ‘ps); sport coupe, 
$1,690, $1,650* 
$1,420* (ps); 
, $1,390* | (ps); Bel 
; Biscayne (8) 
; 4-dr., $1,200*; 


Crown 4-dr. ‘ 
’57 Imperial 4-dr. hardtop, $1,110* (ps). 
—'’58 Continental Mark III 4-dr., 


’57 Premiere 2-dr. hardtop, $1,185* (ps); 
4-dr. hardtop, $1,175* (ps). 
MERCURY—’58 Montclair 4-dr. 
$1,680* (ps), Monterey 2-dr., 
’57 Monterey 2-dr. hardtop, $595* (ps). 
’56 Custom station wagon 4-dr. (9 pass.), 
Monterey station wagon 4-dr. 


Air (6) 4-dr., 


Biscayne (6) '2-ar. ‘ 


; 2-dr. hardtop, $425*, 
"5S ieee 2- dr. hardtop, $365*, 
; Custom 2-dr., 
"54 “Monterey 2-ar. hardtop, $245*. 
’52 Monterey 2-dr., . 
OLDSMOBILE — ’60 (88) 2-dr., 


"58 Corvette (8) conv., 
Impala (8) sport coupe, $1,310* (ps), 
$1,305, $1,110*; 


$1,855, $1,735; 


a Wr ees 





’57 Bel Air (8) station wagon, $1,080*; 
; Sport coupe, $955* 
; Two-ten (8) sport coupe, $885*; 
4- a $670"; Two-ten (6) 2-dr., 
i e :? station wag- 


conv., $995* 


(ps). 
’59 (88) Super Fiesta 4-dr., $2,370* (ps); 
(98) 4-dr, Holiday, 
(88) 4-dr. Holiday, $1,- 


, $1,800* (ps); 


Holiday, $1,085* 
(88) 4-dr. Holiday, $910* 


"5S (98) 4-dr. 
$805* (ps); 
iS). 


Fiesta 4-dr., 
; 2-dr. Holiday, . 
’56 (98) 2-dr. Holiday, S690* (ps), $480* 
; conv., $425* (ps); (88) Super 2- 
; 4-dr, Holiday, 
. Holiday, $350*. 
PLYMOUTH—’ 60 Savoy (6) 2-dr., 4 
’59 Fury (8) 2-dr. hardtop, $1,425* (ps); 
Belvedere (8) 4-dr., $905, $835* _ 
Suburban (8) Custom 4-dr, 
Custom 2-dr., $900*; 
voy (8) 2-dr. hardtop, $800*. 
(8) Sport 4-dr., 
Custom 4-dr., ; 


"56 55 ate (8) conv., 
Bel Air (8) sport coupe, $760*, 
station wagon 4-dr. 


$1,300, $1,140; 


(9 pass.), $685*; 

, $570* (ps); Two- 

station wagon, $680*, 

Two-ten (6) Delray, 
5. 


CHRYSLER — ’60 Windsor 4-dr., 


sme os 


ps). 
’58 Windsor 2-dr. hardtop, $1,140* (ps). 
’57 NY 2-dr. hardtop, $1,150* : 
dr., $600* (ps); Windsor 2-dr. hardtop, 
$885* (ps), $725* (ps). 
55 Windsor 2-dr. 
’53 NY 2-dr. hardtop, $330* (ps). 
COMET—’60 Comet 4-dr., 
DeSOTO—’58 Firedome 4-dr. harctop, $770* 


$1,130* (ps) ; 


$1,600*, $1,520. 57 Suburban 


voy (8) 4-dr., $390*. 
’56 Suburban (8) Sport 4-dr., 
- ; Plaza (6) 2- rf 
PONTIAC—'61 Tempest (4) 4-dr., 
°60 Catalina sport coupe, 
4-dr. Vista, $2,265*; 
59 Bonneville conv., 
lina 4-dr, Vista, $1,835* 


(ps). 
’57 Firedome 2-dr, hardtop, $840* (ps); 


’55 Firedome 2-dr. hardtop, $410* 
DODGE—’61 Lancer (6) 2-dr., 
’60 Seneca (8) 2-dr., 
’58 Coronet 


: 
‘ 
8 
§ 
I 
I 
I 
c 
i 


(ps). 5 a taal 
EDSEL—’59 Ranger Piiee foes - coe 
5, 


’58 Star Chief 2-dr. Catalina, $785* (ps). 
’56 Chieftain station wagon 4-dr., 
station wagon 3-dr., 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 


Galaxie (8) 2-dr. 
Victoria, $2,235. 
"60 Galaxie 


Victoria, $1,995* ; Star Chief 2-dr. Catalina, $320* 


RAMBLER_’60 Rebel Super station 
wagon, $1,160*. 
Cross Country, 


Sedan (8) 4-dr., $1,890*, 
Ranch Wagon (8) 2-dr., $1,710; Falcon 
$1,360; 4- dr. j 
335; Fairlane (8) ’4-dr., $1, 055*. 
"59 Thunderbird (8) 2-dr. hardtop, 2 at 
Galaxie (8) 2-dr. 
4-dr. Victoria, $1,- 
, $1,410* (ps); 
$1,625* (ps); 
Victoria, $1,360* (ps); 
; Ranch Wagon (6) 2-dr., 
$1,290; Custom 300 (6) 4-dr., 
Custom 300 
Fairlane (6) 2-dr., 
’58 Thunderbird (8) 2-dr, 
Country Squire (8) 4-dr., 
Ranch Wagon (8) 4-dr., 


$1,835* (ps); 


’58 Rebel (8) Custom 4-dr., 

’57 Super (6) Cross Country, $575*. 

’56 Custom Cross Country, $735*. 
STUDEBAKER—’59 Lark (6) 4-dr., $800. 
MISCELLANEOUS—’61 Ford (6) Falcon 

Ranchero, $1,635. 
’60 Chevrolet (6) %-ton pickup, 
Ford (6) %-ton pickup, $1,115. 
’59 Chevrolet (8) El Camino, $1,470; (6) 
El Camino, $1,110; 
$1,000; Ford (6) %-ton pickup, $1,050; 
(6) %-ton flatbed, is 

’58 Chevrolet (6) %-ton fleetside pickup, 

$1,015; International (6) %-ton pickup, 


toria, $1,675* (ps); 
Sedan (8) = 


(6) %-ton pickup, 


’57 Willys FC 150 pickup, $925; Chevro- 

%-ton pickup, $890, $810; 
%-ton pickup, $745. 

’56 Chevrolet (6) %-ton stake, $765; (6) 
delivery sedan, $360; GMC (8) %-ton | 

(ps); Dodge (6) %-ton © 


Custom 300 (6) > 
$665, $590; Custom 300 (8) business 


’57 Thunderbird (8) conv., $1,650* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $850* 
Country Sedan (8) 4-dr. 
); Ranch Wagon ; i 
’55 Ford (6) 
%-ton pickup, $380; 
$400; Chevrolet (6) 

. %-ton panel, 
(Continued on Page 43, Col. 1) 


¥%-ton pickup, 
(8) %-ton pickup, 
%-ton pickup, | 
$235; Dodge 


56 Fairlane 


Used oiieas Car Prices 








Los Angeles 

Borgward—’60 Isabella 2-dr., $810. 
’59 Isabella 2-dr., 0. 

Fiat—’61 Blancha conv., 
’53 Mark VII 4-dr., 
MG—’55 TF1500 roadster, 
Metropolitan—’54 2-dr. 
ar 60 be 4- dr., 


"60 Minx conv., 
’58 Minx 4-dr., ‘ 
Renault—’58 Dauphine 4-dr., 


Bordentown, N. J. 
Fiat—’58 conv., i 
Mercedes-Benz—’61 4-dr., $3,550. 
Opel—’56 2-dr., ls 
Renault—’61 4-dr., $910. 
Saab—’58 2-dr., 


Sim '59 4-dr., Volkswagen—’60 2-dr., $1,260. 


Manheim, Pa, 
Fiat—’60 Sunroof 4-dr., $325. 
Ford (English)—’60 Consul 4-dr., 
Goliath—’60 station wagon 2-dr., 
Hillman—’55 station wagon, $220, 
Isetta—’58, $265. 
Jaguar—’58 conv., 
MG—’61 roadster, . i 
Mercedes-Benz—’58 2208S, $1,660. 


Volkswagen—’58 2-dr., 


Caldwell, N. J. 
Renault—’61 Dauphine 4-dr., $895, 2 at 


59 Dauphine 4-dr., 


Austin-Healey—’59 2-dr., 
Borgward—’60 station 
Ford (English)—’58 4-dr., 
Mercedes-Benz—’59 220S 4- dr,, 
Opel—’ 59 station wagon, wee 
Renault—’59 4-dr., 
Volkswagen—’ 61 2-ar., 


wagon, oe ,200. 
Metropolitan—’61 2-dr., 


Morris—’60 Minor 4-dr., 
Porsche—’59 conv., . > 
Renault—’60 Dauphine, $755. 
’59 4-dr., $600. 
Danville, Va. Simea—’61 4-dr., 
Jaguar—’53 4-dr., $255. 
Volkswagen—’59 2-dr., : 
Daytona Beach, Fla. 
Austin-Healey—’57 conv., 
Hillman—’60 station wagon 2-dr., 
’59 Minx 4-dr, , - 
Metropolitan—’59 2-dr., 
Volkswagen—’61 2-dr., 


Saab—’59 2-dr., 
Taunus—’60 station wagon, 
Vauxhall—’59 station wagon 2-dr., 
Volkswagen—’61 conv., 

610, $1,495; Microbus, 
$1,530, $1,300, 
mann-Ghia 2-dr., 


$1,795; 2-dr., 


$1,680; Sunroof 2- 


’57 Karmann-Ghia 2-dr., 
, $850, $745, $700. 


Sacramento, Calif, 
—'57 roadster, $735. 
Renault—’'59 4-dr. Dauphine, $375. 
Simca—’59 Aronde 4-dr., 
Toyopet—’59 4-dr., 
Volkswagen—’60 2-dr., 


,430. $1,020, $995; 
, $1,215; 2-dr., 


Hillman—’59 Husky station wagon, $600. 
Simca—’60 Deluxe 4-dr., 
Volkswagen—'60 Deluxe 4-dr., . . 

’59 Karmann-Ghia 2-dr. hardtop, $1,200. 


Dyer, Ind. 
Renault—’'59 4-dr., 
Volkswagen—’57 2-dr., 


$290; 4-dr., $280. 
$1,130, $1,125. 


aisha 


Volvo—’ 58 '2-dr., ; 


Warehouse Point, Conn. 
Renault—’60 Dauphine 4-dr., 
Skoda—’60 conv., $650. 


Vauxhall—’60 Victor station wagon, $870. 
65. Volkswagen—’60 Sunroof 2-dr., 


Volkswagen—'58 station wagon, 











“under limitations in communicat- 
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Trend Seen at ATAM Session .. . 





Market Shifting to Profitability ? 


(Continued from Page 1) 


dealer at a good profit to the 
dealer.” 

He told of one prospect on 
whom his dealership had been 
working, who bragged that he 
had gotten a deal at a price close 
to Baker’s cost from a dealer in 
the nearby railhead city. 

When the model runout allot- 
ments became known, the customer 
found that the other dealer wasn’t 
going to be able to deliver the car. 
Next day he was back at Baker’s 
dealership asking if he could get 
“something off from the sticker 
price.” 

* ok a 

BBOTT told the managers that 

they face growing challenges 
(see Dealer Forum on Page 3) and 

warned that Americans will face a 
battle to retain any measure of 
freedom in the days ahead. 

Citing the so-called Douglas Fi- 
nance Disclosure Bill, he said 
NADA opposes it because of its 
basic policy against unnecessary 
government interference in the au- 
to business. 

“If the bill becomes law,” he 
said, “the Federal Government 
will have stretched its powerful 
arm in all of our finance and in- 
surance sales ... (this would be) 


' merely the first step the govern- 


ment would take to gain com- 
plete control over installment 
credit sales and eventually over 
insurance sales as well . . .” 

He warned against the emotional 
approach of saying, as some dealers 
have, that the bill should not be. 
opposed because there are many 
bad eggs in the finance business 
who would be curtailed by the pro- 
visions of the bill. 

* * * 

anes were brought up to 

date on Task Force Committee 
activities by James C. Moore, 
NADA executive vice-president. 
Moore also as- 
serted that NADA 
had revised its 
business man- 
agement concept 
and trimmed its 
staff somewhat to 
meet financial 
problems. The as- 
sociation hag re- 
organized its op- 
erations from 18 
committees to 
five working com- 
mittees and three standing com- 
mittees, 

Moore said that NADA directors 
had given the Task Force Commit- 
tee and the president power to act 
fast and forcibly. Abbott has the 
power to enlarge the committee as 
he sees the need. 

The immediate goal of the com- 
mittee was to improve the profit at- 
mosphere for dealers (makers al- 
ready appear to have acted in this 
area). 

The long-range goal is to insure 
survival of the franchise system, 
which is believed to be under 
Serious threat, and involves such 
questions as “will discount houses 
continue?” and “what is the fu- 
ture of dealer service?” 

First job was to build a record. 
Report No. 1 already has been 
mailed to members. This will be fol- 
lowed relatively soon by Reports 
No. 2 and No. 3. Already 12 reports 
have been outlined with the view 
that the work of the committee will 
continue for years. 

“NADA,” said Moore, “is acting 
with the idea in mind that the 
moment we go to Government to 
solve our problems, we will create 
more problems than we will solve.” 

More said that some misunder- 
Standing among dealers was cre~- 
ated because the committee was 





James C. Moore 


ing to members on its activities, He 
strongly urged that dealers be 
patient, warning especially against 
emotional resolutions sent to the 
makers which tend to confuse the 
work of the task force. 
” o* * 
AROLD DRAPER, veteran 
Chevrolet dealer from Saginaw, 
Mich.,“ who ‘is seeking to spread 
ideas on profitable standards of 
Operation under the auspices of 
NADA, told managers that he was 
prepared to put on profit rallies in 
any area where sufficient numbers 
of dealers can be gathered together. 


“We've never had,” he said, 
“standards of profit operation for 
all four departments—new Cars, 
used cars, service and parts. 

“Dealers do not realize what 
they do not know. Over 75 percent 
of the present dealers entered 
business since World War IL.” 

Draper termed automobile deal- 
ing as a simple but speculative 
business. Citing the need for checks 
and balances, Draper said: 

“There is not one dealer today 
who isn’t having something stolen 
from him. We'll tell him where to 
look to stop the thievery.” 

ok 


* * 


Maker Report 


IM CREEDON, of the Automo- 

mobile Manufacturers. Assn., 
gave the industry report to the 
managers, noting among other 
things: 

1. REGULATION — An __increas- 
ing tendency for congressmen to 
move into the area of regulating 
highway vehicle equipment, once 
the domain of the states. 

2. SMOG—A unique feature of 
the Los Angeles basin, but everyone 
wants to get into the act on the 
basis that all cities do have air 
pollution and that autos do con- 
tribute to this. 

In spite of claims and counter- 
claims and 17 projects pushed on 
an around-the-clock basis, the in- 
dustry view is that a muffler has 
not yet been developed which 
meets the industry requirements 
for this problem. 

3. TEMPERED GLASS — While 
‘the laminated glass firms have 
mounted one of the most powerful 
campaigns in history to turn back 
the industry move toward use of 
tempered glass in side and back 
windows, the industry will go 99 
percent tempered (except for wind- 
shields) in 1962 models. 

Much misleading information has 
been fed into the state legislatures 
and the issue is still pending in 
Ohio. ° 

The setup of the production lines 
will not be modified, however, if the 
bill in that state does go through. 
Practical considerations call for the 
makers to ship all cars with tem- 
pered glass. In states were speci- 
fications might call for modifica- 
tions, the modifications will be 
made in the shops of dealers and 
will involve a cost of $65 to $140 
extra to buyers. 

4. SEAT BELTS — This business 
has been a little slow, but the floor- 
boards of all ’62 models will include 
anchorages for seat belts, and this 
is expected to set off strong selling 
campaigns, 

(Safety groups indicate that the 
influence of the women of America 
has been enlisted through the Fed- 
erated Women’s Clubs. This does 
not mean that women will speak 
as one voice, however. The presi- 
dent of one club reported to an 
association manager that the girls 
on her safety committee decided 
that seat belts would disarrange 
their dresses and pull up their 
girdles, so to heck with them.) 

Dealers were cautioned that in 
the heat of selling campaigns 
they might be tempted by low 
prices to stock up on belts that 
do not meet SAE standards, and 
that this might lead to losses. 
Dealers were urged to check with 
association managers on this. 

5. GOVERNORS—Some states, in 
an atmosphere of hysteria about 
traffic fatalities, have considered 
getting into the realm of car design 
with bills to call for equipping cars 
with speed governors. The industry 
view is that such devices are unsafe 


and would promote more accidents 
than they would prevent. AMA says 
it can prove this to interested per- 
sons. 

6. VEHICLE INSPECTION 
Made little gains in recent sessions 
despite industry support, Opposi- 
tion in some states comes from the 
politically potent rural areas where 
there is opposition to any regula- 
tion which would call for expendi- 
tures to put older vehicles in safe 
driving condition. 

ok * * 


Dealer Sales Problems 


[ . pomnewrs spoke on dealer sales 
problems and their causes, 
which, he said were: 

1. Lack of knowledge. 

2. Lack of a pattern or uniform- 
ity. 

3. Lack of plans or a system 
geared to profits. 

Limited experience and failure to 
keep up with the market accounted 
for lack of knowledge, he said. 

Lack of uniformity was traced 
to failure of dealers to figure 
costs on the same basis, and di- 
vided opinion of the profit factor. 

Baker suggested that dealers get 
up a trading plan with spaces for 
these factors: Factory invoice, serv- 
ice or lot charge, reconditioning, 
true cost of unit, markup (dealer’s 
own), list price of unit, straight- 


deal price, discount, tradein (at| | 


wholesale), total allowance for used 
car, dollar difference, gross profit. 
Across the sheet would be columns 
for straight deal, deal with trade, 
first trade, second trade and third 
trade, 

Such a plan (see table with this 
article) would enable a dealer to 
keep tabs on the goal he was seek- 
ing. 

Baker suggested also that a com- 
pensation plan would have a vital 
effect on the dealer’s business. He 
stressed the value of one geared 
to the gross profit developed. Many 
dealers, he said, fail to enlist the 
most important drive to profitabil- 
ity—participation of their salesmen 
in the gross profit. 

He favored a plan which would 
give the salesman 25 percent of the 
first $300 gross. This gets the dealer 
out of the woods. After that, Baker 
suggested a rising participation. In 
the example he gave, he figured 35 
percent of all over $300 gross, but 
in his own case he goes 35 percent 
for the next $100 and 50 percent for 
the next. 

While a variable percentage 
based on gross involves problems, 
the rewards are so great, Baker 
said, that such a plan is essential 
to spirited auto selling. 

The table shows clearly how the 
percentage-of-gross plan links the 
interest of the salesmen and the 
dealer together. 

Dealers, said Baker, cannot ex- 
pect factories to do their planning 
for them. He cited the case of a 
dealer who was receiving plaudits 
from the factory men for his sales 
performance while he was losing 
$200,000 of his own money. He is 
now out of business. 

OK + oK 

EORGE D. GARDNER, Bing- 

hamton (N. Y.) dealer, and 
John Evers, manager of the N. Y. 
state association, explained the 
workings of the plan set up to 
advise dealers in trouble, or their 
heirs. 

Five dealer members and five al- 
ternates with broad dealer experi- 
ence have agreed to come on call to 
Albany to advise fellow dealers in 
need. This is not a wailing wall. 
Dealers in need, or their heirs, 
bring the books and get practical 


Compensation Plan 
(Suggested by Vince Baker) 


Gross 
Profit Trading 
Developed Difference Salary 


0 $1,000 Same 
0 1,500 - 
$100 2,000 * 
200 1,000 - 
300 1,000 » 
400 1,000 ? 
500 1,000 ” 


Straight 


Fixed 
Amount 
Per Sale 


Straight 
25% 
of of 
Difference Gross 


$50 0 
15 0 
100 $25 
50 

15 

100 


25% of 
1st $300, 
35% 
Next $100 


Pet. 








A Trading Plan 


(Suggested by Vince Baker) 


Straight With 
Deal 


Factory invoice 
Service or lot charge 
Reconditioning 


Markup (in this case, 15%) 
List price of unit 
Straight deal price 


Tradein (at wholesale) 


Total allowance for used car 
Dollar difference 
Gross profit 





(but not legal) advice from vet- 


erans. 
* * * 


be ror’ HAMILTON, head of 
NADA staff activities on mem- 
bership, told the managers that 
there is a need to motivate dealers 
to recruit more 
than 2,000 dealers 
this year. 

This, he said, 
is necessary to 
offset losses, even 
though NADA 
membership has 
recovered some- 
what in recent 
months, As of 
June 1, there 

me were 20,091 mem- 
W. C. Hamilton bers compared 
with 20,192 at the end of last year, 
19,908 at the end of January, 19,939 
at the end of February, 19,975 at 
the end of March, and 19,946 at the 
end of April. For the year to date, 
there has been a loss of 334 offset- 
ting a gain of 243 new members. 
* * oe 
R, DARLINGTON JR., man- 
* ager of the Auto Industries 
Highway Safety Committee, made 
a strong plea for greater dealer 
participation in 
the area of safe- 
ty. 

“Dealers,” he 
said, “contribute 
much to many 
causes, Yet here 
is a cause that 
affects them di- 
rectly. Dead peo- 
ple don’t buy new 
cars — or used : 
cars or service, k 
for that matter.” MM. R. Darlington 

Important areas for dealers — 
driver education, safe-driving pro- 
motions, condition of vehicle (call 
it periodic motor vehicle inspection, 
or inspection required by law—the 
term “compulsory” inspection has 
an unfavorable connotation) and 
seat belts. 

Darlington likened seat belts to 
insurance policies and told of ef- 
forts to enlist the support of 
women, 





* * * 


N A PANEL discussion on group 
insurance, it was pointed out 
that costs are going up because of 
an increase in the use of hospital 
and medical care as well as an 
increase in charges for these serv- 
ices, 
Costs can be controlled to some 


‘Buy American’ 
Drive Hurts, 


Renault Aide Says 


FT. LAUDERDALE, Fla. — A 
“buy American” campaign is hurt- 
ing the sale of imported cars, ac- 
cording to Marc A. Pampuzac, here 
from France to tour his company’s 
distribution centers. 


The Renault sales promotion 
manager said American compacts 
have not hampered the sale of im- 
ports, but that “we have to fight 
the ‘buy American’ campaign.” 

Renault tries to point out to 
Americans, Pampuzac said, that 
many important materials for Re- 
nault cars come from the United 
States. 

Five million Americans make 
their living from imported prod- 
ucts, he added. 

About 10 percent of the Renaults 
sold in the U. S. last year were 
distributed through Ft. Lauderdale. 


ist 


Tradein Trade 


extent through control of claims 
and eligibility. This is often a 
delicate problem. -For example, a 
dealer covered while active in the 
business may continue himself on 
the rolls after he becomes inac- 
tive and in a different category 
of insurability. 

Use may be controlled through 
some form of deductible policies or 
co-insurance, Questionable use of 
hospital or medical care declines 
when some part of the cost is 
borne by the insured. Another fac- 
tor in higher costs is dual cover- 
age, which makes it profitable to 
use hospital or medica] care. 

Another area for holding down 
costs might be provision for care 
outside hospitals, When it is neces- 
sary to be admitted to a hospital 
to get the benefit of hospital or 
medical insurance, costs are bound 
to go up. 

Participating in the insurance 
panel were D, W. Grant, Aetna; 
Allan MacKinnon, Prudential, and 
Robert Roach, Connecticut Gen- 
eral. 

New officers of ATAM are Otto 
P. Henneberger, New Jersey, presi- 
dent; Herman Schaefer, Indiana, 
vice-president, and William W. 
Egelhoff, Kansas City, reelected 
secretary-treasurer. 

Clive Bradford, Colorado, was 
elected director for a one-year term 
to fill the vacancy left when 
Schaefer was named vice-president. 
Elected to two-year terms were 
William V. Hood, Maine; William 
H. Fredericks, Montana, and Har- 
old E. Streetman, Alabama. Hold- 
over directors are Ralph L. Fowler, 
Houston, and Theodore C, Larson, 
Milwaukee County. 


Compact Cars 
Seen Halving 


Gas Consumption 


OCEAN CITY, Md. — Increased 
taxes resulting in a trend toward 
compact cars will prove to be costly 
legislation to state and Federal 
governments, a Sun Oi] Co. official 
predicted here before the North- 
eastern States’ Group of the North 
American Gasoline Tax Conference. 

Frederick B. Hafnagel jr., assist- 
ant to the vice-president of Sun Oil, 
cited a 33 percent drop in Pennsyl- 
vania gasoline consumption during 
the first month of the new seven- 
cent gasoline tax. 

By 1965, he said, a loss nationwide 
of $330,000,000 a year in gasoline 
taxes is almost a certainty. 


The speaker used Pennsylvania 
figures to bolster his claim that 
gasoline consumption in the next 
five years will be half of the aver- 
age for the past 10 years. 

The Pennsylvania Bureau of 
Liquid Fuels Tax reported only 
207,682,912 taxable gallons for April, 
compared with 310,661,555 in March 
and 276,616,217 for April, 1960. 


“Motorists are beginning to rebel 
against constantly increasing gas- 
oline taxes and they are looking 
more and more toward compact 
cars for more miles-per-gallon,” he 
said. 


“Highway consumption of gaso- 
line increased an average of 5% 
percent each year during the past 
10 years,” Hufnagel said, but em- 
phasized that the rate is declining 
sharply and is not expected to ex- 
ceed an average of 2% percent 
yearly during the next five years. 
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Rivals Dispute Divestiture Bill 


By Helen Kahn 
Washington Staff Writer 

WASHINGTON.—Testimony be- 
fore the House Antitrust Subcom- 
mittee on the highly controversial 
Celler bill to divest General Motors 
of GMAC showed wide disagree- 
ments and very little area of agree- 
ment, 

Cleavage between the supporters 
of the bill—the American Finance 
Conference and NIADA, among 
others—and the opponents — the 
auto makers and NADA, among 
others—was evident all along the 
line. 

The battle of statistics was 
again fought and economists of 
some note insisted on different 
methods and arrived at diamet- 


tively. After failing in his attempt 
to have the chairman call a sam- 
pling of individual dealers to testi- 
fy, Meader wrote to all auto dealers 
in Michigan’s second Congressional 
district asking them to write the 
committee—on or off the record— 
and state their views. (He also can- 
nily asked Walter Reuther for the 
UAW view.) 

Even with the national associa- 
tions stating their positions—NADA 
against divestiture and NIADA for 
divorcement—the picture was not 
entirely clarified, There were indi- 
cations both in correspondence to 
the subcommittee as well as within 
the hearing room itself that some 
independents opposed divestiture 


































rically opposite conclusions. In 

something as basic to the whole 

question of divestiture as GMAC’s 
percentage of the market, for ex- 
ample, there was no agreement. 

Nor was there any agreement 
between sides on what would happen 
if GMAC were spun off from GM. 
But all the major witnesses had 
strong opinions about the future 
and most of them seemed sensitive 
to the consumer—perhaps with 
some knowledge that “consumer” is 
almost a magic word during this 
session of Congress and likely to 
be even more magical in the elec- 
tion year of 1962. 

Both sides stoutly maintained 
that consumer prices would be af- 
fected. Ford Vice-President T. O. 
Yntema, for example, estimated 
that divestiture might cost the car 
buyer about $30 per new car and 
perhaps half that per used car. AFC 
argued that if GMAC competed 
across the board prices would fall. 

The situation in the whole auto- 
motive industry was discussed at 
some length with AFC predicting 
increased employment, greater sales 
and even greater export sales if 
divestiture is accomplished. The 
auto makers predicted dire results 
from divestiture. They foresaw 
higher wholesale and retail paper 
rates, the dealer caught in a 
squeeze forced to charge the cus- 
tomer more, fewer cars bought, un- 
employment in the manufacturing 
centers and its resultant effects 
both in the component market and 
the aftermarket. 

Several proponents of the bill 
stressed “administered prices,” 
the dominance of GM, and the 
plight of the smaller companies. 

Interestingly enough, the only 
two important witnesses who side- 
stepped the question of prices to 
consumers were Judge Lee Loev- 
inger, present antitrust chief, and 
Judge Thurman Arnold, former 
antitrust chief. Both of these ex- 
perts, thoroughly familiar with ar- 
guments about increased competi- 
tion reducing prices, refused to pre- 
dict. 

Arnold quite bluntly said that 
monopoly should be moved against 
as such; if prices were eventually 
reduced, that was good, but if they 
were not, the answer was to slap 
on price ceilings. Loevinger also 
felt that price questions were not 
germane. 

Second only to interest in the 
consumer came the impact on the 
dealer. The position taken by the 
proponents was that the non-GM 
dealer was in a non-competitive 
position because of special income 

“pockets” provided by GM. In op- 
posing the bill, NADA, speaking 
for the franchised dealers—both 
GM and non-GM, explained that all 
dealers had these so-called “abuses” 
available to them and even so, were 
having a struggle to survive. 

The auto makers felt their fi- 
nancing subsidiaries through 
lower rates benefitted not only 
GM and Ford dealers but all deal- 
ers because, they maintained, 
when the auto finance companies 
entered the field, the competing 
independent companies lowered 
their rates. 

The sticky question of rates 
either for financing or insuring—a 
fundamental issue — never seemed 
clearly settled in the testimony. The 
independents and the banks said 
they were competitive in financing 
dealers and the auto makers said 
the independents’ rates were high- 


er. _ 

As Rep. George Meader, Michigan 
Republican, pointed out repeatedly, 
the dealer is the only man who can 
answer these questions authorita- 



























































and that some franchised dealers 
wanted a spun-off GMAC and 
FMCC. 

The dealer was clearly the man 
in the middle with both sides want- 
ing to help him but also in the 


rather uncomfortable position of 


being supposed to provide the ans- 
wers. 

The dealer was also brought 
into the picture by the ancillary 
issue of repair. The Independent 
Garage Owners Assn. asserted 
that finance subsidiaries discrimi- 
nated against independent ga- 
rages by sending repair work to 
dealers. NADA pointed out that 
sometimes car owners got esti- 
mates from dealers and then 
undercut them by going to the 
independents and pocketing the 
savings. 

The relationship between factory 
and dealer came up from time to 
time during the hearings. Although 
the question of “coercion” arose, 
there seemed to be no serious ques- 
tion but that the auto makers had 
not only abided by their consent 
decrees but had probably bent over 
backward to do so, 

To some the mere relationship 
was a matter of “life and death” 
because the factory could cancel a 
franchise or use less drastic meas- 
ures such as withholding inventory 
in good times or forcing cars on 
dealers when there was overpro- 
duction. The relationship itself, as 
Rep. Celler and Judge Arnold in- 
sisted, was painted as “inherently 
coercive” and both maintained that 
the presence of the power—whether 
or not it was used—violated the 
antitrust laws. 

Judge Arnold said bluntly that 
GM was violating section 7 of the 
Clayton Act. The combination of 
GM-GMAC was “a more flagrant 
violation” than the duPont-GM 
combination, recently the subject of 
divestiture action by the Supreme 
Court. 

But Arnold said because of the 
“mistake” made by the Justice De- 
partment in signing the 1952 con- 
sent decree with GM, the company 
was “immune” unless Congress 
acted. Judge Loevinger basically 
agreed with this although he re- 
fused to get himself boxed in on 
the legal question in case he later 











had to take an official position. 
However, Loevinger did say that 
the approach through Congress 
seemed the practical and realistic 
way for divestiture. 

The attitude taken by the Justice 
Department was the one major dif- 
ference between the 1961 hearings 
and those held in 1959 before the 
Kefauver Subcommittee in the 
Senate. Then the Justice Depart- 
ment did not testify because of 
GM’s litigation in the Electro- 
Motive case, but it stood on its 
traditional position of opposing 
one-industry legislation. In fact, 
this time when the Justice De- 
partment supported the bill—al- 
though it did not ask for it— 
experts cited it as the first time 
the government agency has ever 
supported “special legislation.” 
Loevinger’s attitude compounded by 
the rather feverish antitrust activi- 
ties in Washington cannot be light- 
ly dismissed. 

Another difference in testimony 
between 1959 and 1961 was light 
on the refund arrangement made 
between GMAC and Prudential Life 
Insurance Co, The $21 million in 
refunds collected by GMAC is in 
no way illegal and it was implied 
that this was a common arrange- 
ment engaged in by independent 
sales finance companies as well. 

Nonetheless, Sen. Kefauver has 
described it as “shocking” and Ford 
—although it sees nothing wrong 
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with GMAC’s refunds—wants none 
at all from its relationship with 
Allstate Insurance Co, (In 1959, 
Sen. Kefauver found another 
“shocking” situation in the way 
GMAC handled subordinated deben- 
tures. That situation has been 
changed. Although there is in no 
sense a parallel between the situa- 
tions, there is publicity and it 
would not be surprising if GMAC 
were to change its agreement with 
Prudential.) 

The nts between in- 
dependent companies and their 
insurance subsidiaries may also 
get some attention because Mi- 
nority Counsel Crabtree request- 
ed information that would seem 
to lead in that direction. 

_ Outlook for the Celler bill is one 
of the “iffiest” questions around. 
The “climate’—composed of such 
amorphous items as “consumer in- 
terests” and the enthusiasm of the 
antitrusters—would seem more fav- 
orable although nothing will hap- 
pen during this session. 

Rep. Celler would not permit 
three Ford dealers to testify, but 
he did permit them to put their 
statements into the record, Eu- 
gene J. Ribakoff, Harr Motor Co., 
president of the Worcester 
(Mass.) dealers association and a 
member of the Nationa] Ford 
Dealer Council, protested bitterly 
to Automotive News that the 
subcommittee was unwilling to 
hear him. 

Ribakoff said that the creation 
of FMCC has made financing serv- 
ices available to small dealers in 
many communities where they 
formerly had “great difficulty.” 
Moreover, FMCC has lowered the 


inter- 








cost of financing to tne car-buying 
public and “has tended to reduce 
the cost of doing business for the 
dealers, particularly smaller deal- 
ers.” Ribakoff stressed that in his 
talks with “many, many dealers” 
and had found no evidence of 
coercion, He also made particular 
reference to how FMCC has helped 
in the financing of heavy-duty 
trucks. 

A. M. MclIlwain, president of 
MclIlwain Ford, Inc., Abilene, Tex., 
who paid his own way to Wash- 
ington, to protest divestiture, said 
he did not believe “in gouging the 
public on the rate they have to pay 
for their financing.’ He went on, 
“dealers smart enough to use a 
factory-owned finance company can 
profit personally and still give the 
car and truck buyer what, in my 
opinion, is a real break.” He noted 
that when Ford announced its in- 
tention to enter the finance field, 
dealers got lower wholesale costs 
from finance companies. He said 
that “the insurance cost alone on 
new units that my dealership has 
floor-planned with FMCC is iess 
than one-half the amount we paid 
to other finance companies.” 

In the example of credit life in- 
surance, McIwain said, FMCC of- 
fers it at less than 40 percent of 
what he was able to offer it before. 

Don Hinds, president of Don 
Hinds Ford, Inc., Noblesville, Ind., 
on his own stated: “FMCC’s lower 
rates have enabled me to pass sav- 
ings on to my customers and still 
make profitable deals for my com- 
pany.” He added that after he 
started using FMCC, independent 
companies have offered him lower 
rates. 
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Used-Car Auction Prices 





(Continued from Page 40) 


(6) %-ton pickup, $400. 

’54 Chevrolet %-ton pickup, $475; Dodge 
(6) %-ton stake, $240. 

'52 Dodge (6) %ton pickup, $365. 

’50 Chevrolet %-ton camper, $700. 

'48 Ford (6) %-ton pickup, $185. 

'46 Willys Jeep, $460. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of June 27. Red hot 
gale. Sold 502 cars from 507 consignments. 
BUICK — ’61 Electra 225 conv., $3,300* 

(ps). 
60 LeSabre conv., $2,330* (ps); Electra 
225 4-dr. Riviera, $2,310* (ps). 


"59 Electra 4-dr. hardtop, $1,780* (ps), 
$1,700* (ps); 4-dr., $1,500* (ps); Le- 
Sabre 4-dr. hardtop, $1,600* (ps); 4- 
dr., $1,250*. 


’58 Century 4-dr. Riviera, $1,350* (ps); 


Special 2-dr. Riviera, $1,350" (ps); 
4-dr. Riviera, $1,085*; 4-dr., $925* 
(ps). 


’57 Special conv., $960*; RM 4-dr. Rivi- 
era, $830* (ps); Super 4-dr. Riviera, 
$695* (ps); 2-dr. Riviera, $550* (ps); 
Century 4-dr., $515*. 

’56 Special Estate Wagon, $515; RM 4- 
dr., $500* (ps). 

’55 Special 4-dr., $400*. 

CADILLAC—’61 (62) conv., $4,925* (ps); 
4-dr. hardtop, $4,270* (ps). 

*60 (62) 2-dr. hardtop, $4,290* (ps); 
conv., $3,950* (ps); 4-dr. hardtop, $3,- 
750* (ps), $3,625* (ps); de Ville 4-dr. 
hardtop, $3,990* (ps), $3,980* (ps). 

’59 Eldorado conv., $3,455* (ps); (60) 
Special 4-dr. hardtop, $3,125* (ps); 
de Ville 4-dr. hardtop, $3,100* (ps), 
$2,735* (ps); 2-dr. hardtop, $2,920* 
(ps); (62) 4-dr. hardtop, $2,620* (ps). 


58 (60) Special 4-dr. hardtop, $2,325* 
(ps); (62) Sedan de Ville, $2,225* 
(ps); 4-dr. hardtop, $1,985* (ps). 


’57 (62) conv., $1,350* (ps). 
’56 Eldorado conv., $1,015* (ps). 
"55 (62) 4-dr., $620* (ps). 


CHEVROLET—’61 Impala (8) conv., $2,- 
600* (ps), $2,565* (ps); sport sedan, 
$2,425* (ps); Bel Air (8) 2-dr., $2,- 
015*, $1,955*. 


60 Corvette (8) conv., $2,675, $2,625; 
Impala (8) sport sedan, $2,425* (ps), 
$2,085* (ps), $2,055* (ps), $2,055*, 
$2,050* (ps), $2,025* (ps), $1,905* 
(ps), $1,870*, $1,860*, $1,825* (ps); 
conv., $2,200* (ps), $2,130* (ps), $2,- 
040* (ps), $2,025* (ps), $2,020*, $1,- 
950; sport coupe, $2,100* (ps), $1,- 
950; 4-dr., $2,100* (ps), $1,775; Park- 
wood (8) 4-dr., $1,795*; Bel Air (8) 
4-dr., $1,625*, $1,615*, $1,585*, $1,- 
530*, $1,520, $1,500*; 2-dr., $1,450; 
Biscayne (6) 2-dr., $1,590*; 4-dr., 
$1,215, $1,205*; Biscayne (8) 2-dr., 
$1,390; Corvair Monza (6) 2-dr., $1,- 
580*; Corvair 700 (6) 4-dr., $1,290*, 


Engineers’ Goal: 


100,000 Miles 
Without Failure 


DETROIT. — America’s automo- 
tive engineers are working on cars 
which will run 100,000 miles with- 
out a major overhaul or failure, 
visitors to the Design Engineering 
Show and Conference here were 
told. 


Eighteen-thousand engineers and 
other executives from major manu- 
facturing companies are expected 
to visit the $10 million exhibit spon- 
sored by the American Society of 
Mechanical Engineers. 


Manufacturers are reviewing 
their automobiles part by part to 
eliminate potential trouble spots, 
Will Scott, who is in charge of 
Ford Motor Co.’s central product 
planning office, said. 


“We realize that the cost of mak- 
ing a part right in the first place 
is only a small fraction of replac- 
ing or repairing it after the car 
is sold,” Scott said. “It is indus- 
try’s responsibility to minimize the 
cost of maintenance and we are 
making progress that the public 
can feel in its pocketbook.” 

Carl E. Burke, chief development 
engineer, American Motors Corp., 
said the popularity of compact cars 
is the low maintenance cost. He 
said the automotive suppliers are 
making the greatest contribution 
to car design. 

Another speaker, Herbert Bevans, 
executive engineer, chassis, elec- 
trical, truck section of Chrysler 
Corp. said that “although engi- 


_heers thrive on change, automobile 


companies resist change for 
change’s sake.” Any improvement 
Must improve car reliability and 
interest new customers, he said. 
Also speaking about model 
changes, Conrad F'. Orloff, assist- 
ant chief engineer, production en- 
gineering department of Chevrolet, 
said that intense competition with- 
in the industry required that com- 
Panies stay abreast of the market 
by having the latest in design. 
Shorter “lead time” in making 
changes is essential, he said. 


There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
for a clue to what is going on. 


$1,275*; Corvair 500 (6) 4-dr., $1,120. 
’59 Impala (8) conv., $1,645* (ps), $1,- 


560* (ps); sport sedan, $1,600*, $1,- 
555* (ps), $1,535* (ps), $1,500*, $1,- 
475* (ps), $1,475*; 4-dr., $1,360*; 
Parkwood (8) 4-dr., $1,420* (ps), 


$1,410*; Brookwood (8) 4-dr., $1,320* 
(ps); Bel Air (8) 2-dr., $1,200*; 4- 
dr., $1,185, $1,155*; Biscayne (8) 2-dr., 
$1,170*, $1,065; 4-dr., $1,120, $1,030", 


$1,015. 
"58 Impala (8) sport coupe, $1,220*; 
conv., $1,200* (ps), $1,090* (ps); Bel 


Air (8) 4-dr., $1,140*; sport sedan, 
$980* (ps); Brookwood (8) 4-dr., $1,- 
075*, $965* (ps); Yeoman (8) 4-dr., 
$870; Delray (8) 4-dr., $865*; Delray 
(6) 2-dr., $645; 4-dr., $635; Biscayne 
(8) 4-dr., $755. 

"57 Bel Air (8) 4-dr., $1,010; conv., 
$895; Bel Air (6) conv., $775*; Two- 
ten (8) 2-dr., $800, $700*, $650*; 
4-dr., $740*; One-fifty (8) 2-dr., $635. 

’56 Bel Air (8) conv., $875*; sport sedan, 
$600*; One-fifty (8) 2-dr., $600; sta- 
tion wagon, $505*; Two-ten (8) 4-dr., 
$565*. 

"55 Bel Air (8) 4-dr., $605*; Bel Air 
(6) 4-dr., $435. 

’54 Bel Air sport coupe, $660*. 

CHRYSLER—’59 NY 4-dr. hardtop, $1,890* 
(ps)y, Saratoga 4-dr. hardtop, $1,500* 
(ps); Windsor 4-dr. hardtop, $1,335*. 

’58 NY 4-dr. hardtop, $1,300* (ps); 4- 
dr., $720* (ps); Saratoga 4-dr. hard- 
top, $1,200* (ps), $1,170*. 

’57 NY 2-dr. hardtop, $710* (ps). 


ed 


Ce 


en 
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55 Windsor 2-dr, hardtop, $400*. 
COMET—’61 Comet 4-dr., $1,910*. 
"60 Comet 2-dr., $1,605*. 
DeSOTO—'59 Fireflite 4-dr. $1,- 
700* (ps). 
’57 Firedome 4-dr. hardtop, $585* (ps). 


hardtop, 


DODGE—’60 Phoenix (8) 4-dr. hardtop, 
$1,680* (ps), 
’*59 Custom Royal (8) 4-dr., $1,265* 


(ps); Coronet (8) 4-dr., $1,215* (ps), 
$1,100* (ps). 

’58 Coronet (6) 4-dr., $675*. 

’57 Coronet (8) 4-dr. hardtop, $530* 
(ps); Coronet (6) 4-dr., $330*; Royal 
(8) 4-dr., $310*. 

’56 Coronet (8) 4-dr. hardtop, $420*; 
Royal (8) 4-dr., $330°. 

’55 Custom Royal (8) 4-dr., $400* (ps). 

FORD—’61 Thunderbird (8) conv., $3,850* 
(ps); Falcon (6) station wagon 4-dr., 


$1,750, 

’60 Thunderbird (8) conv., $2,735* (ps); 
Galaxie (8) Starliner, $1,755* (ps), 

(ps), $1,500* (ps); Fairlane 
4-dr., $1,475* (ps); 2-dr., 
$1,300; Ranch Wagon (8) 2-dr., $1,- 
325; Fairlane (8) 4-dr., $1,280*, $1,- 
200. 

*59 Thunderbird (8) conv., $2,285* (ps), 
$2,280* (ps), $2,225* (ps); 2-dr. hard- 
top, $2,215* (ps), $2,210* (ps), $2,- 
150* (ps); Galaxie (8) Skyliner, $1,- 
530* (ps); 2-dr., $1,440* (ps); conv., 
$1,400*; 4-dr. Victoria, $1,385*, $1,- 
355* (ps); 4-dr., $1,205* (ps); Custom 
300 (8) 4-dr., $1,100*; 2-dr., $980* 


(ps). 

’58 Thunderbird (8) conv., $2,000* (ps), 
$1,925* (ps); 2-dr. hardtop, $1,835* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,190* (ps); Fairlane 500 (6) 4-dr. 
Victoria, $720*; Country Squire (8) 
4-dr., $1,125* (ps); Custom 300 (8) 
4-dr., $705*, $670*; 2-dr., $655*, $600*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $760* 
(ps); conv., $740*; 2-dr., $740*, $615*; 
Fairlane 500 (6) 4-dr., $500*, $450* 





Model Breakdown 
Of Auction Averages 














July, 1961 June, May, 

Model To Date 1961 1961 
$2,158 $2,360 $2,438 

1,844 1,887 1,900 

1,432 1,444 1,465 

929 983 989 

648 662 649 

418 422 427 

319 330 314 

214 200 220 

Average $ 995 $1,036 $1,050 





(ps); Country Sedan (8) 4-dr., $740*; 
Custom 300 (8) 4-dr., $575*; Custom 
300 (6) 4-dr., $405; 2-dr., $350*; Fair- 
lane (8) 2-dr., $465*, 

’56 Fairlane (8) conv., $550*%, $475*; 
Fairlane (6) 4-dr., $355*, $325*; conv., 
$320*; 2-dr., $300*; Country Sedan 
(8) 4-dr., $435*; Custom (8) 2-dr., 
$350; Custom (6) 2-dr. Victoria, $315*, 
4-dr., $300*. 

’53 Custom (8) 4-dr., $345* (ps). 

IMPERIAL—’59 LeBaron 4-dr., 
(ps). 
"58 Imperial 4-dr. hardtop, $1,410* (ps). 
’57 LeBaron 4-dr, hardtop, $1,270* (ps). 
LINCOLN—’61 Continental 4-dr., $4,645* 
(ps). 
’59 Premiere 4-dr., $2,250* (ps). 
’56 Premiere 2-dr. hardtop, $550* (ps). 
MERCURY—’60 Park Lane 2-dr. hardtop, 
$2,235* (ps). 

*58 Montclair 4-dr., $815* (ps); Monterey 
conv., $790*. 

’57 Colony Park 4-dr. (9 pass.), $820* 
(ps); Turnpike Cruiser 4-dr, hardtop, 


$2,415* 


WHAT'S 
INA 
NAME ? 





With STROMBERG-CARLSON® auto radios there’s perform- 
ance beyond the call of beauty, ease of installation 
unrivalled in the industry, and prestige that pushes a 
borderline buyer into a sale for you. And, oh yes! Profit. 


You get a full margin of profit— 


plus the BIG sale. Quality? 


You know it! All but service-free, with far fewer com- 


GENERAL DYNAMICS 


tn auto radios...THERE 
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$705* (ps); Montclair 4-dr., $550*; 
Monterey 2-dr., $495*, 
*56 Custom station wagon, $304*; 2-dr. 


hardtop, $315*, 

OLDSMOBILE—’60 (88) Super conv., $2,- 
420* (ps), $2,405* (ps); (98) 4-dr. 
Holiday, $2,400* (ps); (88) conv., $2,- 
380* (ps), $2,350* (ps). 


’59 (88) Super conv., $1,855* (ps); 4-dr. 
Holiday, $1,750* (ps); (98) 4-dr., 
$1,785* (ps). 

"58 (98) 4-dr. Holiday, $1,425* (ps); 
4-dr., $1,125* (ps), $920* (ps); 2-dr. 
Holiday, $860* (ps); (88) Super 4-dr. 


Holiday, $1,060* (ps). 

’57 (98) conv., $1,085* (ps); 
conv., $1,065* (ps); 4-dr. 
$765* (ps); (88) 4-dr. Holiday, 
030* (ps), $860*, $795* (ps), 


(ps). 

’56 (88) Super 4-dr. Holiday, $555* (ps); 

(88) 4-dr. Holiday, $535* (ps). 

PLYMOUTH—’60 Belvedere (8) 2-dr. hard- 
top, $1,455* (ps); Valiant (6) 4-dr., 
$1,290, $1,125. 

59 Belvedere (8) 4-dr., $965*, $865* 
(ps); Belvedere (6) 4-dr., $825; Savoy 
(8) 4-dr., $960*; 2-dr., $765* (ps). 

’58 Belvedere (8) 4-dr., $675*. 

57 Fury (8) 2-dr, hardtop, $800* (ps); 
Belvedere (8) 4-dr., $630*, $605*. 

’566 Belvedere (8) 4-dr., $345*, 

’55 Plaza (8) 4-dr., $350. 

PONTIAC—’61 Ventura 4-dr. Vista, $2,- 
650* (ps). 

’60 Bonneville 4-dr, Vista, $2,505* (ps), 
$2,395* (ps); Star Chief 4-dr., $2,450*; 
Ventura 4-dr. Vista, $2,300* (ps); 
Catalina 4-dr. Vista, $2,185* (ps); 
4-dr., $2,125* (ps), $1,980*. 

’59 Bonneville conv., $2,000* (ps), $1,- 
905* (ps); 4-dr. Vista, $1,925* (ps), 
$1,760* (ps); Star Chief 4-dr., $1,695* 
(ps), $1,550* (ps); Catalina 4-dr. 
Vista, $1,520* (ps); 2-dr., $1,375*. 

’58 Chieftain 2-dr. Catalina, $950* (ps); 


(Continued on Page 44, Col. 1) 


(88) Super 
Holiday, 

$1,- 
$700* 


plaints from customers — who decide to grouse about a few 
other things while they’re on the subject. So close up the 
complaint department and relax—with STROMBERG-CARLSON 
auto radios. For the substantiating facts on STROMBERG- 
CARLSON auto radios, write: Commercial Products, Box 
BC-2, 1407 North Goodman Street, Rochester 1, New York. 


ELECTRONICS 
LS NOTHING FINER THAN A STROMBERG-CARLSON® 
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Used-Car Auction Prices 





(Continued from Page 43) 
4-dr., $895* (ps); Star Chief 2-dr. ’58 Super 4-dr., $1,125* (ps); 2-dr. Rivi- 
Catalina, $790*. 


era, $1,100* (ps); Special 2-dr. Riviera, 
’57 Star ohiet 4-dr. Catalina, $1,140* $1,100* (ps), $885; Century 4-dr., $950* 


(ps); Chieftain 4-dr, Catalina, $635*, (ps). 
$560°; 4-dr., $525*. ’57 Super 2-dr, Riviera, $725* (ps); 

"56 Star Chief 4-dr. Catalina, $470*, Special 4-dr., $530*%; 4-dr. Riviera, 

$360". $625*; 2-dr., $540; Century 2-dr. Rivi- 

RAMBLER—’60 Rebel (8) Super station era, $600*. ; 
wagon, $1,595", $1,580*; American (6) | CADILLAC—’60 (62) 4-dr. hardtop, $3,- 
2-dr., $850, 500* (ps). 

’59 Ambassador (8) Custom 4-dr., $1,- ’59 de Ville 2-dr. hardtop, $2,825* (ps); 
300* (ps); Rebel (8) Custom Cross (62) 4-dr, hardtop, $2,625* (ps). 
Country, $1,190*; Super 4-dr., §$1,- "58 (62) 4-dr. hardtop, $1,900* (ps); 
050; Super (6) 4-dr., $955; American conv., $1,645* (ps). 

(6) 4-dr., $615. ’57 (62) 4-dr, hardtop, $1,325* (ps). 


STUDEBAKER—’59 Lark (8) 2-dr., $850; | CHEVROLET —’'61 Parkwood (8) 4-dr., 


Silver Hawk (6) 2-dr. hardtop, $725. $2,575* (ps), $2,420*%; Impala (8) 
conv., $2,555* (ps), $2,385* (ps); sport 

FLINT sedan, $2,400*; sport coupe, $2,350*; 

Corvair Monza (6) 2-dr., $2,115, $2,- 

Flint Auto Auction. Sale every Wednes- 080*, $2,050; Brookwood (6) 4-dr., 


$2,015; Corvair 700 (6) 2-dr., $2,005*; 
Biscayne (8) 2-dr., $1,755. 

"60 Impala (8) conv., $2,250* (ps), $2,- 
040*, $2,020*, $2,010, $1,920*; 4-dr., 
$2, 040°. (ps), $1, 960* (ps); sport sedan, 
$1,810; Corvair Monza (6) 2-dr., $1,- 


day. Prices are for sale of June 28, Good 

clean used cars in demand, Prices still 

holding steady on clean new cars, Sold 211 

cars from 308 consignments. 

BUICK—’61 LeSabre conv., $2,860* (ps); 
Invicta 2-dr. hardtop, $2,700* (ps). 


’60 Invicta 4-dr. hardtop, $2,415* (ps); 730° ; Bel Air (6) 4-dr., $1,550; 2-dr., 
4-dr., $2,280* (ps); LeSabre 4-dr., $1,500, $1,425*; Biscayne (6) 4-dr., 
$2,275* (ps). $1,465; 2-dr., $1,450; Corvair 500 (6) 

59 Electra 225 4-dr, hardtop, $1,775* 4-dr., $1,385, $1,380. 

(ps); LeSabre 4-dr. hardtop, $1,690* ’59 Impala (8) conv., $1,625* (ps); 2-dr. 
(ps); 4-dr., $1,500* (ps), $1,480*; 2- hardtop, $1,520* (ps); Impala (6) 
dr, hardtop, $1,560* (ps); 2-dr., $1,- conv., $1,515*; Bel Air (8) 4-dr., $1,- 
510*, $1,400*, $1,125; Invicta 4-dr. 300*, $1,275; Bel Air (6) 2-dr., $1,- 
hardtop, $1,570*; Electra 4-dr, hard- 290*; Brookwood (6) 4-dr., $1,265; 


Biscayne (6) 4-dr., $940. 


top, $1,550* (ps). 


‘58 Biscayne (8) 4-dr., $1,060*; Biscayne 
(6) 2-dr., $715; Bel Air (8) 4-dr. hard- 
top, $970*; Impala (8) conv., $850*; 
Del Ray (6) 2-dr., $765, $730. 

57 Bel Air (8) 2-dr, hardtop, $965*; 
4-dr. hardtop, $850*; Two-ten (8) 
station wagon 4-dr., $875* (ps), $860*; 
2-dr., $780; Two-ten (6) 2-dr., $755* 
(ps); 4-dr., $670. 

’56 Two-ten (8) station wagon 4-dr., 


$570*; 4-dr., $395*; Bel Air (8) 4-dr., 
$210*. 

OHRYSLER—’56 Windsor 2-dr. hardtop, 
$495". 

a Dart (6) Seneca 2-dr., $1,- 


’59 Coronet (8) 2-dr., $900. 
’57 Coronet (6) 4-dr., $465*. 
FORD—’60 Thunderbird (8) conv., $2,800* 


(ps); Galaxie (8) conv., $2,040* (ps), } 


(ps), $1,820* (ps); 
4-dr., $1,460*; Fairlane 500 (8) 4-dr., 
$1,500; Falcon (6) 2-dr., $1,350, $1,- 
275; 4-dr., $1,310; Fairlane (8) 2-dr., 
$1, 275; Ranch Wagon (8) 2-dr., $1,- 
230; Custom 300 (6) 2-dr., $1,205; 


4-dr., $1,035. 
’59 Galaxie (8) 2-dr., $1,570* 
2-dr, Victoria, $1,545* (ps); Custom 
300 (8) 4-dr., $1,165* (ps), $1,075", 
$1,030, $930*; 2-dr., $970, $900; Fair- 
lane (8) 4-dr., $960; 2-dr., $950. 
’58 Country Squire (8) 4-dr., $1,060* 
(ps); Fairlane 500 (8) Skyliner, $1,- 
060* (ps); Ranch Wagon (8) 2-dr., 
(ps); Custom 300 (6) 4-dr., 


’57 Fairlane 500 (8) 4-dr., $625*; conv., 


$2,025, $1,900* 


(ps); 


$610*; Fairlane (8) 4-dr., $400*; Cus- 
tom 300 (6) 2-dr., $360. 

IMPERIAL — ’61 Crown conv., $4,625* 
(ps), $4,490* (ps). 

MERCURY—’59 Montclair 4-dr., $1,165* 
(ps); 4-dr. hardtop, $530*; Colony 
Park 4-dr., $775* (ps); Monterey 2-dr. 
hardtop, $490*; 2-dr., $455*. 

OLDSMOBILE — ’61 (88) 4-dr., $2,615* 


(ps); F-85 4-dr., $2,050* (ps), $1,980*. 


Sell protection by the quart— 
the world’s best engine life preserver 


The motor oil you sell has two functions— 
to protect your customers’ engines, and to 
build your business. No other motor oil 
anywhere does both jobs as well as Quaker 
State. Super-refined from 100% pure Penn- 





Quaker State Oil Refining Corporation, Oil City, Pennsylvania 
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7. (88) 4-dr., $2,225* (ps); Fiesta 4-dr., 


2,000*; 2-dr., $1,575* (ps), $1,550* 
(ps), $1,450%; (98) conv., $2,020* 
(ps); 4-dr., $1,835* (ps). 


’57 (88) Super 4-dr. Holiday, $860* (ps); 
2-dr. Holiday, $645* (ps); (88) 4-dr., 
$665* (ps); (98) 4-dr., $540* (ps). 

PLYMOUTH—’58 Suburban (8) Deluxe 4- 
dr., $635*; Savoy (8) 4-dr., $530*. 

’57 Belvedere (8) 4-dr., $530*. 

PONTIAC—’61 Tempest (4) 4-dr., $1,995*, 
1,765, 

760 Bonneville sport coupe, $2,490* (ps); 
Catalina conv., $2,285* (ps), $2,130* 
(ps); 4-dr., $2,150*; Star Chief sport 
coupe, $2,220* (ps). 

’59 Bonneville conv., $1,965* (ps); Cata- 
lina. conv., $1,775* (ps); 4-dr. Vista, 
$1,700* (ps); 4-dr., $1,665* (ps); sport 
coupe, $1,665* (ps). 

’58 Chieftain 4-dr., $855* (ps), $805*. 

’57 Star Chief 4-dr., $655*; 4 4-dr, Cata- 
lina, $600* (ps). 

RAMBLER—’60 Super (6) 4-dr., -$1,405. 

’59 Custom (6) station wagon 4-dr., $1,- 


270. 
MISCELLANEOUS—’61 Chevrolet %-ton 
pickup, $1,460. 
’59 Chevrolet (6) %-ton pickup, $1,200. 


DANVILLE 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of June 28. 
Only 7 weeks away until our 14th An- 
nual Dealer Feast, August 23 is creating 
activity at Danville Auto Auction. 
BUICK—’57 Special 4-dr., $900*. 

’56 Century 4-dr, Riviera, $580*. 

’54 Special 2-dr., $125*. 
CADILLAC—’57 (62) Coupe de Ville, $1,- 


250* (ps). 
"56 (62) Coupe de Ville, $960* (ps); 
conv., $730* (ps). 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,040* (ps), $2,010*; Bel Air (6) 4- 
dr., $1,410. 

’59 Impala (8) 2-dr., $1,450; 4-dr., $1,- 





sylvania Grade Crude Oil—Quaker State 
is the world’s best engine life preserver. And 
because it brings satisfied customers back 
for other products and services you feature, 
itis unmatched for business-building power. 
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450*; conv., $1,285; Bel Air (6) 4-dr., 

$1,325*; Bel Air (8) sport sedan, §1,- 
i. 

58 Impala (8) 2-dr., $1,010*; Bel Air 

(8) 4-dr., $620*. 

’57 Two-ten (8) 

$800*, $635; 4-dr., 


station wagon 4-dr., 

$620*; 2-dr., $580*. 

’56 Bel Air (8) 2-dr., $875*; sport coupe, 
$725*, $615*; 4-dr., $690%; Two-ten 
(6) 2-dr., $595; Two-ten (8) 4-dr., 
2 at $560*. 

DeSOTO—’57 Firedome 4-dr., $500*. 

ae a 57 Coronet (8) 2-dr., $755; 4- 

$625*. 

65 "Daten Royal (8) 2-dr, hardtop, 
$425°. 

EDSEL—’58 Citation 4-dr. hardtop, $410*. 

FORD—’60 Thunderbird (8) 2-dr. hard- 
top, $2,470* (ps); Galaxie (8) Star- 
liner, $1,460*; Falcon (6) 4-dr., $1,- 
270. 

’59 Fairlane (8) 2-dr., $950. 

’58 Fairlane 500 (8) 2-dr., $700*; Gal- 
axie (8) 2-dr., $680*; Custom 300 (8) 
2-dr., $640*. 

"57 Fairlane 500 (8) 2-dr., $700* (ps) ; 
2-dr. Victoria, $650; conv., $535*; 
Country Sedan (8) 4-dr., $430*, $330*: 
Custom 300 (8) 4-dr., $465*, 

’56 Fairlane (8) 4-dr., $500* (ps), $455; 
conv., $480; 2-dr., $435*; 2-dr. Vic- 
toria, $400*. 

MERCURY — ’57 Turnpike Cruiser 2-dr. 
hardtop, $750* (ps); Montclair 4-dr. 
hardtop, $600* (ps). 

’56 Custom 2-dr., $375; Montclair 4-dr. 
hardtop, $375*. 

OLDSMOBILE—’ 57 Super (88) 2-dr. Holi- 
day, $750* (ps). 


°55 (88) 2-dr. Holiday, $420*, $380*; 
4-dr., $310* (ps); 4-dr. Holiday, $290*. 
’53 (88) 4-dr., $365*, $145. 


PLYMOUTH—’60 Savoy (8) 4-dr., $1,110*; 
Valiant (6) 4-dr., $1,350; Suburban 
(8) Deluxe 4-dr., $810*. 
’59 Belvedere (8) 2-dr. , $900*; Savoy (8) 
4-dr., $800. 
"58 Savoy (8) 4-dr., $750. 
’57 Belvedere (8) 4-dr., $600*, 
voy (8) 4-dr., $495*. 
’56 Savoy (8) 4-dr., $370. 
PONTIAC—’ 60 Catalina 2- dr., $1,910". 
’56 Star Chief 2-dr., 
’55 Star Chief 2- dr., 350°, $445*. 
MISCELLANEOUS—’56 Ford %-ton pick- 
up, $370. 
50 Ford pickup, $225. 
* * 


$410; Sa- 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (June 28). Increasing 
amount of clean sharp merchandise helped 
to keep the market firm. Sold 79 percent of 
734 consignments. 

* 7 + 


CHICAGO 
Greater Chicago Auto Auction, Sale every 
Thursday (June 29). A red hot sale on a 
hot day. Sold 372 cars from 543 consign- 
ments, 
* + aa 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
day (June 30), Weather: Clear, Sold 81 
percent of 868 consignments. 





Quality Service 
Is Called a Must 
In Daytona Beach 


DAYTONA BEACH, Fla. — “The 
only way to sell cars in Daytona 
is to have the best service facilities 
in town and no boiling point,” said 
Dean Martin, who opened Volusia 
County Motors, Inc. (Dodge), in 
1954. “We try to meet those re- 
quirements. 

“Last year we wrote 6,640 service 
orders,” he said, 

His facilities are such that a 1961 
Lancer which Volusia County Mo- 
tors entered in the 1961 NASCAR- 
Pure Oil Safety Economy Trials 
at the Daytona International Speed- 
way copped first place in its cate- 
gory. And a Dart he entered in 
the famed Flying Mile on the Day- 
tona Beach sands also came in 
first. 

“Frankly,” said Martin, “the reg- 
ular retiree residents here don’t go 
for the speed stuff. 

“But they do know it takes good 
servicing to win against highly 
tuned entries in the precision and 
performance driving tests that are 
run and we benefit from such pro- 
motions.” 


He has eight men in his service § 


department under Service Manager 
Charlie Harrington, plus two body- 
shop men and three new and used- 
car makeready people. 

A key to his success, Martin be- 
lieves, is that he spends over $40 
@ car on new car makeready and 
almost that amount on policy ad- 
justment. 

“In any area,” Martin said, “the 
proper makeready and maintenance 
of your cars are important, but in 
the Daytona area it is doubly so. 
We build our business on good 
service.” 


Rebsamen Honored 


LITTLE ROCK.—Raymond Reb- 
samen, president of Rebsamen Mo- 
tors (Ford), received a plaque from 
the Southwest Regional Council of 
the National Assn .of Housing and 
Redevelopment for his services to 
the Little Rock urban renewal pro- 
gram. 





Wondering how new-car and truck pro 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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TURNINGS ... 
‘Survival Car’ Features 
22 Safety Innovations 


By Joseph M. Callahan 


Engineering Editor 


eee MUTUAL INSURANCE CO. has challenged the 

auto industry to build safer cars by producing a car 
with 22 safety features which it claims could eliminate 60 
percent of all traffic deaths 
and injuries. 

The safety innovations, some of 
which are now optionally available 
on current cars, 
were incorporat- 
ed in a 1960 Chev- 
rolet Bel Air to 
demonstrate that 
it’s possible to 
build comparable 
safety into pro- 
duction vehicles 
without radically 
changing them. 

Frank Crandell, 

‘ Liberty Mutual’s 
J. M. Callahan chief engineer 
and designer of the company’s Sur- 
vival Car II, claims that, even 
though this car cost $10,000, the 
auto makers could include these 
features into their cars with little 
or no additional cost. Most knowl- 
edgeable automotive people would 
dispute this claim. 

Behind this car’s design is 
eight years of study with the 
Cornell Aeronautical Laborato- 
ries, plus information supplied by 
UCLA and Wayne State Univer- 
sity and Liberty Mutual’s experi- - 
ence with its first Survival Car 
in 1957. 

Most of the safety features ap- 
pear to be relatively sound. One 
exception was the claim that this 
car was extra safe because it has 
a unit body construction—some- 
thing that is sure to surprise Chev- 
rolet people. 

When this error was brought to 
Crandell’s attention, he nimbly 
cited a recent California study 
which showed that unitized and 
frame construction were equally 
safe. 


















































fine in this respect, but it’s doubt- 
ful if it would do a good job of 
steering the car, especially when 
the wheel is snapping back to posi- 
tion during the completion of a 
turn. 

8. This steering wheel’s reduced 
diameter would give greater driv- 
ing visibility—a case of designing 
a car for the small percentile of 
the population that can’t see over 
the normal steering wheel. 

9. Automatic fire control system 
which causes carbon dioxide to 
smother any fire in the engine com- 





* * * 


3 Cars to Be Exhibited 


ee said his company’s 
survival-car programs stem 
from its desire to perform a public 
service and from its position as a 
writer of automobile insurance. 
Liberty Mutual is also the nation’s 
largest workmen’s compensation in- 
surance company. 

Three identical Survival Cars 
will shortly be completed and 
they'll be shown throughout the 
country to demonstrate what can 
be done to make automobile driv- 
ing safer. 

Here are the car’s 22 safety fea- 
tures: 

1. Capsule chairs in the front that 
would completely protect the driver 
and front passenger from a 5,000- 
pound force from the back or from 
either side. The chairs would be 
secured to the floor with heavy steel 
castings and %-inch bolts so that 
they would remain securely fasten- 
ed in a 30-mile-per-hour collision. 

2. Protection for passengers in 
the rear seat against a similar 5,000- 
pound force. 

3. Lap belts and shoulder har- 
nesses on all seats. Crandell feels 
that the lap belt alone in current 
Cars is quite inadequate because 
there is insufficient room for adults 
to jack-knife forward. The com- 
pany said that 45 inches of clear- 
ance is needed for the average per- 
son and the typical car has only 27 
inches of clearance. 

cf ca ok 


OUR. Flexible steering shaft 
(made of twisted piano wire) 
that buckles in a crash, preventing 
injury to the driver’s chest from 
the steering wheel. 

5. Steering tube that telescopes 
eight inches in the passenger com- 
partment which also prevents in- 
jury to the driver’s chest and face. 

6. Headrests on both front and 
back seats that will provide pro- 
tection against whiplash injuries. 
They’re designed to retain up to 
500 pounds of force in event of 
a rear-end collision. 

7. A rectangular steering wheel 
to prevent injuring knee caps in a 
collision. This wheel apparently is 


throughout the nation. 





*Service mark of American Airlines, Inc, 


partment. Triggered by any ab- 
normal temperature in the engine 
compartment, a 20-pound cylinder 
will flood the area with carbon di- 
oxide, reducing the oxygen to a 
point insufficient to support com- 
bustion. Carbon dioxide causes no 
damage and leaves no mess to 
clean up. 
* * * 

Safety Brakes 
i bn Safety brake device which 

insures two-wheel brake opera- 


tion even if one of the hydraulic 
lines break. 


11. Roll-over bars in the capsule 
chairs. 

12. Power brakes. 

13. Power steering. 

14. Laminated windshield with 
double-weight plastic liner to 
provide greater resistance to 
penetration with no greater blow 
to the head. Crandell said he 
doesn’t know at present whether 
tempered or laminated glass is 
better for side windows. 

15. Windshield with a Saflex in- 
terlayer that eliminates 95 percent 
of the ultra-violet rays, reducing 
driver fatigue. 

16. Tinted glass for all windows, 
reducing the heat that normally 

(See TURNINGS, Page 48, Col. 5) 








Liberty's Survival Car li— 


A cutaway drawing of Survival Car Il, shows the 22 features that its builders say 
would make for safer driving. The capsule seats and shoulder belts are shown in the 
car. Below is the collapsible steering unit. 





THE 707-ASTROJET 


‘ALL THEY EVER SAID IT WAS— AND MORE” 


This is the acclaim of experienced air travelers—who 
have flown in the world’s most advanced jetliner, the 707 
Astrojet. They’ve told us the Astrojet provides the most 
comfortable, most dependable flights now available in 
daily transcontinental service. And as rapidly as possi- 
ble, American Airlines is extending this unique jet service 


Powered by revolutionary new fan-jet engines, the 


AMERICAN AIRLINES 


ICA'S LEADING AIRLINE 


Astrojet outperforms all other airliners. Once aboard, 
you notice that the Astrojet takes off quickly, climbs 
swiftly—you cruise confidently, quietly relaxed. Here is 
extra jet power, assuring better on-time dependability, 
even finer service to our passengers. 

In Jet Age: Stage II, the Astrojet is just one more 
dramatic reason why American Airlines is first choice of 
experienced travelers. 
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NEW PRODUCTS 


British-made Delswift mirror- 
aerial. 

The mirror-aerial provides per- 
fect radio reception through maxi- 
mum strength without adjustment, 
Bennett said, and the coaxial cable 
attaches easily to the radio by 
means of a positive plug-in con- 
nector at the end of a weather- 
proofed cellular polythene cable, 

* od * 
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HAND CONTROL — Gresham Driving 
Aids, 20444 Lesure, Detroit 35, Mich., has 
announced its 1961 hand control for han- 
dicapped drivers. The 1961 unit is smaller, 
slimmer and has a satin finish. The unit} 2> 
is lubricated for life and does not attach 
to the steering column. It attaches to the 
underside of the dashboard unit. The unit 
fits all makes of cars, it is said. 

eet, Se, 


Atex Foot Press Offered 


For Transmission Work 


The Atex Foot Press for assem- 
bling or disassembling components 
of automatic transmissions is of- 
fered by Atex, Inc:, 79 W. Ninth, S., 
Salt Lake City, Utah. 

The company says the machine 
will perform a variety of opera- 
tions by foot pressure alone, there- 
by leaving the operator’s hands 
free. 


as directors. 
* * 























CAR COOLER—Kar-Kool, portable radio- 
sized unit that is said to cool air in sec- 
onds, change air twice a minute, accom- 
modate air refreshants, end fogging and 
clear tobacco smoke and odors, has been 
announced by Dualair Corp., 62 Richmond 
St. W., Toronto, Ont. The unit features 
a screen-guarded air intake vent and two 
flanking manually adjustable outlet vents 
for directing cooled air flow. Kar-Kool op- 
erates off a 12-volt battery, using 2% 
amps. 





















ROCKER PANELS—A line of aluminum 
rocker panels has been introduced by 
Jiffy Rocker Panel Co., P. O. Box 65, North 
Olmsted, O. These rockers slip on over 
the original rocker and can be installed 
by the do-it-yourselfer or by the repair- 
man, the firm said. Although the rockers 
need no priming or painting, they can be 
blended with the car if the owner desires. 
Rockers are available for two-door and 
four-door 1952 through 1956 Fords, 1952- 
56 Mercurys, 1955-57 Chevrolets, 1955-57 
Pontiacs, 1955-59 Plymouths, 1955-59 
Dodges, 1957-59. DeSotos and 1957-59 
Chryslers. 










ASHEVILLE, N. C.—Mel Turner, 
a Chicago garage owner, took a 
critical look at what he called bad 
habits in the automotive industry 
at the North Carolina Automotive 
Wholesalers Assn.’s eighth annual 
convention here. 

Speaking on the subject, “The 
Forgotten Approach to Plus- 
Profits,” Turner said, “It has 
been drummed into us garagemen 
from all sides that we’re working 


















* * * 


Roll Towel Cabinet 


Towel & Tissue Division, Brown 
Co., Berlin, N. H., has introduced 
two roll towel cabinets into its 
Nibroc line of industrial and in- 
stitutional towels, tissues and 
washroom accessories. One is a 










* * * 


Radar Detection Device 












the 

























LIFT—Joyce-Cridland Co., 2027 E. First 
St., Dayton 3, O., has refined its ‘Quick 
Spot” automotive lifts by restyling the 


movable arms to produce a profile 3%, 


inches high, about the height of a pack 
of king-size cigarets. Known as the ‘“Pack- 
Hite" profile, the design is said to pro- 
vide more under-car clearance. Its primary 
advantage comes in the servicing of low- 


slung sports cars without scraping under- 
parts or damaging mufflers; it also speeds 
the spotting operation, because the arms 
can be preset in the proper lifting pattern 
without worrying about clearance, it is 


claimed. 
dee 


Soluble Oil Marketed 


Mastercut Premium Soluble Oil, 
produced by Ohio Industrial] Re- 
search Corp., is being marketed by 
S & S Engineering Co., P. O. Box 
158, Northville, Mich. The product 
is said to be an oil-base, water- 
Soluble oil which reduces heat 
caused by shock and stress in 
metal-working operations. 


* * 8 





MATS—Twin mats designed especially 
for the sunken floor contours of 1961 
General Motors cars have been introduced 
by Ace Rubber Products, Inc., 100 Beach 
St., Akron, O: Known as Glam-R-Twins, 
these complementing mats fit the front 
floors of 1961 Cadillac, Buick, Oldsmobile, 
Pontiac and Chevrolet cars, it is said. 

ee ee 


Radio Aerial Combined 
With Rear-View Mirror 


A radio aerial has been combined 
with an adjustable rear-view mir- 
ror to provide a compact dual-pur- 
pose accessory for all makes of 
autos, according to Don Bennett, 
genera] manager, Engine Imports, 
Inc., Broadway Pier, San Diego 1, 
Calif., exclusive distributors for the 


free feed type, Model 4FF; 
other a crank type, Model 3CT. 
* bd * 







FLOOR SHIFT KIT—A floor stick-shift 
conversion kit, featuring the ‘H"’ pattern, 
has been announced by Ansen Automo- 


| tive, 6317 S. Normandie Ave., Los An- 


geles 44, Calif. The unit includes plate 
and rubber boot. 
Ges 


Gas-Filter Assortment 


A gas-filter assortment, consist- 
ing of six in-line gas filters, has 
been introduced by Kem Mfg. Co., 
Inc., Fair Lawn, N. J. Each filter 
is supplied with special three-ply 
Buna-Neoprene hose and Corbin- 
type clamps for easy installation, 
the company said. 





FIBERGLASS HOOD—A fiberglass hood | = 


conversion for the Austin-Healey Sprite 
has been introduced by Denner Automo- 
tive Plastics Division, 1109 N. Allen, Pasa- 
dena, Calif. The unit features metal plates 
at all attachment points and nylon re- 
inforcement along the lower edges. The 
one-piece fiberglass construction weighs 
35 pounds—a saving of some 70 pounds 
over the stock Sprite hood. Also available 
is a polished aluminum grille (illustrated). 










Developed by Gepco 


Archer Rd., Summit, II. 


deep and 2% inches high. 






TEST STAND—King Electric Equipment 
Co., 9123 Inman Ave., Cleveland 5, O., 
has announced a series of alternator, gen- 
erator and regulator test stands available 
in models up to five horsepower. All mod- 
els are designed for six, 12, 24 and 32- 
volt testing and include a diode protec- 


tion circuit, claimed to prevent costly 
damage to alternator diodes from acci- 
dently reversed battery or test lead con- 
nections. The alternator-generator mount- 
ing fixture is said to accommodate units 
of all lengths, from 3 to 7% inches in 
diameter, and the regulator mounting table 
swivels, for testing regulators in the same 
position as when mounted on the vehicle. 
me ie 
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MOLDING CLIPS — Illustration shows 
“turn"-in, snap-in features of molding 
clips announced by Dorman Products, Inc., 
5757 Mariemont Ave., Cincinnati 27, O. 
The company claims that body shops now 
need only stock three sizes to fit all cars. 


A radar detection device for 
automobile and truck use has been 
developed by Gepco Mfg. Co., 6100 


The unit, called the Sentinel 
Radar Detector, warns motorists by 
beeps when they are in a radar- 
controlled speed zone. It is battery 
powered with transistorized circuits 
and needs no installation, It meas- 
ures 3% inches wide, 2% inches 





in an era of prosperity—and yet, 

sometimes, we don’t feel it.” 

He attributed the trouble to eco- 
nomic management—or rather the 
lack of it, 

The curriculum director of the 
Automotive Instruction in Our 
Schools Program of the Automotive 
Service Industry Assn. called his 
fellow garagemen “small-job 
happy” and said that the business 
has become “baby sitters for wait- 
ing jobs.” 

He urged that more attention be 
paid to the longer, more time con- 
suming work, such as motor over- 
hauls. 

“We are forgetting to do some of 
the things we used to do accidental- 
ly and now must do on purpose,” 
he said. 

Turner cited two examples of 
negative approaches to big jobs: 

When a customer complains of 
his car using oil, he’s likely to be 
told, “Pour more oil in it,” an an- 
swer which, Turner dryly observed, 
“The oil companies just love.” 

Or the customer comes in with 
some major troubles, only to be 
told, “It ain’t worth it. Trade it in.” 

“Seven to 10 cars are ring hun- 
gry,” Turner said. “And 24 per- 
cent of motor overhauls are do- 
it-yourself jobs. This is often be- 
cause it is hard to get an over- 
haul job done.” 

Then he advised, “Blue smoke 
can be turned into gold. Get stand- 
ing (overnight) jobs and cut down 
on hot-shot deliveries. The piston 
ring is the key to every other part.” 

Earlier in the convention, 
NCAWA members heard James W. 
Heizer, director of the National 
Congress of Petroleum Retailers 
and executive secretary of the Vir- 
ginia Gasoline Retailers Assn. 

Heizer, from Roanoke, Va., look- 
ed askance at restrictions placed 
on service station operators by the 
corporation they represent. 

“There is a shocking gap — 
sometimes a chasm—between the 
legal rights which service station 
operators are supposed to have 
under the antitrust laws and the 
rights which service station op- 
erators feel free to exercise in 
practice,” he said. 

“It is our job to close that gap.” 
Heizer reported that the nation’s 
service stations in 1960 had sales 
of about $17.5 billion, 75 percent of 
this in gasoline and only 25 per- 
cent in other automotive products 
and services. 

“The modern dealer-operated 
service station, to realize its sales 
and profit potential in 1961, and in 
the decade ahead,” he said, “must 
fulfill the opportunities afforded by 




















North Carolina Wholesalers Elect— 


New officers of the North Carolina Automotive Wholesalers Assn. elected at the 
eighth annual convention in Asheville, N. 
Wilson, president; W. E. Stanford, Greensboro, vice-president; R. L. Zucker, Raleigh, 
treasurer, and Jesse F. Jones jr., Raleigh, reelected executive secretary. The group also 
named O. B. Teague, Greensboro; R. A. Dickson, Gastonia, and Grady Davis, Conway, 


C. They are, from left, R. E. Kirkland jr., 


* * * 


Parts and Accessory Distribution .. . 
eee 


Go for the Big Jobs, 
Wholesalers Told 


its strategic location, convenient 
facilities and frequent contact. with 
motorists to become the primary 
point of sale, not just for gasoline, 
but for everything which goes into 
automobiles.” 
* * ok 


World Bestos Names Stutt 


Trade Sales Manager 


NEW CASTLE, Ind.—Robert W. 
Stutt, former replacement sales 
manager, has been named trade 
sales manager for World Bestos. 
He will supervise all sales of brake 





Van E. Aldrich 


Robert W. Stutt 
lining, blocks and other friction 


materials in the automotive after 


market. 

Immediately after his appoint- 
ment, Stutt named Van E. Aldrich 
Eastern division replacement sales 
manager. Aldrich, formerly was or- 
iginal equipment market sales 
engineer. Bf, ee 


Sterling Offer Announced 


CHICAGO.—A heavy-duty, all- 
welded steel tote tray is being 
offered free to dealers who order 
either of two introductory Ster- 
ling thermostat starter sets from 
Sterling Automotive jobbers, ac- 
cording to Sterling Automotive 
Mfg. Co., Elk Grove, Ill. The 16- 
unit assortment offers complete 
coverage of the automotive ther- 
mostat market with just four 
models, the firm said. 

* * * 


L. A. Auto Council Elects 


Brookins to Presidency 

LOS ANGELES. — Ralph W. 
Brookins, automotive staff assist- 
ant with the Southern Counties Gas 
Co. of California, has been elected 
president of the Automotive Coun- 
cil of Los Angeles, Inc, 

Other officers are Norman Mc- 
Kenzie, Southern California Edison 
Co., vice-president; Augie Schulze, 
Ralphs Grocery Co., treasurer; 
Robert Baird, General Telephone 
Co., secretary; Wally T. Johnson, 
Los Angeles Department of Water 
& Power, senior board member, and 
Robert L. Adrian, Richfield Oil 
Corp., junior board member. Adrian 
igs the outgoing president. 

* * ” 


Free Inspection Tags 


TOLEDO.—Inspection tags which 
serve as an inexpensive and time 
saving method of building sales 
and promoting customer goodwill 


are available free to Columbus | 


Parts Corp. dealer specialists, ac- 
cording to James Balough, sales 
manager. 
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Highways & Safety... 


Radio-TV Safety Aid 
Brings Sloan Awards 


The CBS Reports program, The 
Great Holiday Massacre, won three 
Alfred P. Sloan Radio-TV Awards 
at the 13th annual awards dinner 
in New York. 

Philip Morris, Inc., was cited 
for its sponsorship of the pro- 
gram on the CBS television net- 
work, Palmer Williams, producer, 
and George Vicas, writer, each 
won $1,000 awards. 

Albert Bradley, former General 
Motors chairman, presented bronze 
plaques to winners for outstanding 
work in highway safety promotion 
during 1960. 

Other recipients were Metropoli- 
tain Life Insurance Co.; Portland 
Cement Assn., Tennessee District; 
Shell Oil Co., Detroit Division; 













Broadcasters; William H, Lowe, 
treasurer, Inland Steel Co. and 
board chairman, National Safety 
Council, and E. J. Thomas, board 
chairman, Goodyear Tire & Rub- 
ber Co. and chairman, Automotive 
Safety Foundation, who presided. 
’ * * * 


Syracuse Dealers 


Cited by Schools 


Syracuse Automobile Dealers 


Assn, has been cited for outstand- 
ing achievement by the Central 
New York Safety Conference and 
Exposition. 


The award was presented by W. 


Eugene Stuffing, general chairman, 





program of the Syracuse Board 
of Education, 


The following dealers donated 
cars: Bresee Chevrolet Co., Dun- 
bar Buick Co., Reynolds Motors, 
Workman Motors, E. M. O’Donnell, 
Forsythe Motors, Rusterholtz and 
Rossell, Paul Henson, E. J. Arns- 
tine, Bill Rapp, Bob Barth, Barr- 
Llewellyn Buick Co., Bender Ford 
Co., Dan Curtin Dodge, Inc, and 
Fiegel Motors Inc, 

* * * 


Drinking Drivers Set Mark 


Drinking was a factor in a record 
number of traffic accidents here in 
1960, the Citizens Traffic Safety 
Board of Chicago reported. Police 
investigation showed 16,614 drivers 
in accidents had been drinking, a 
60 percent increase over the 10,306 
reported in 1959. 

oe * * 


21 States Act to Strengthen 


Curbs on Drunk Driving 


Proposals to strengthen enforce- 
ment of drunk-driving laws by re- 
quiring “implied consent” for 
chemical tests have been introduc- 





Connecticut Tightens 


Auto-Driving Tests 


A tightening of auto-driving 
tests in Connecticut has been in- 
stituted with the assistance of a 
committee from the Connecticut 
Automotive Trades Assn. 

Eight ad ditional1.inspectors 
have been put on to check un- 
licensed garagemen. Presently 
there is a deluge of work due to 
defective -equipment warning 
slips given out. Improved tests 
will be introduced and the work 
of screening out accident-prone 
drivers speeded up, said the Mo- 
tor Vehicle Department. 





test for intoxication should an offi- 
cer have reasonable ground to be- 
lieve he is driving while under the 
influence of alcohol. The driver 
must take the test or lose his 
privilege to drive in the state. 


Traffic Institute Grads 


Now Total 926 Officers 
Thirty police officers have been 


number of Traffic Police Adminis- 
tration graduates to 926. Many 
graduates hold top administrative 
and supervisory positions in law 
enforcement agencies in the United 
States and foreign countries, 

The Traffic Institute’s 1960-61 
class represents 17 cities, one coun- 
ty, seven states, and the Philip- 
pines. Twenty-seven officers at- 
tended the training program on 
grants-in-aid provided by the In- 
surance Institute for Highway 
Safety, Washington, D. C. 

* + * 


Voorhees Leaving ASF 
To Set Up Own Firm 


After nine years on the traffic- 
engineering staff of the Automotive 
Safety Foundation, Alan M. Voor- 
hees is leaving the organization to 
establish his own consulting firm, 
according to J. O, Mattson, ASF 
president. 

Voorhees has specialized in 
transportation research and plan- 
ning. He has been a consultant on 
major transportation studies in 
various cities and also assisted the 
National Committee on Urban 


‘4AA Brochure Explores 


Florida State Theatres, Inc., Jack- 
sonville, Fla., and Thomson Brake 
& Alignment Co., Emporia, Kans. 

Awards went also to radio sta- 
tions WNEW, New York; WGN, 
Chicago; WTKM, Hartford, Wis.; 
KLON, Long Beach, Calif.;. Televi- 
sion Stations WCPO-TYV, Cincinnati, 
and WQED-TV, Pittsburgh, and to 
the Canadian Broadcasting Corp. 

About 250 business, industry 
and media executives, civic lead- 
ers and government officials at- 
tended the presentation ceremo- 
nies. The awards are sponsored 
by the Alfred P. Sloan Founda- 
tion and administered by the Na- 
tional Safety Council. 

In congratulating the winners, 
Bradley declared that the strong 
support of broadcasting and other 
public information media had help- 
ed the nation achieve the lowest 
mileage death rate in automotive 
history last year. 

He also pointed out that traffic 
fatalities in 1960 were 1,769 fewer 
than in 1941, despite a more than 
100 percent increase in motor ve- 
hicles in the intervening period. 

Other speakers included Le Roy 
Collins, president, National Assn. of 


Driver Register 


Launched by U.S.; 
45 States Join In 


Secretary of Commerce Luther 
H. Hodges has inaugurated the op- 
eration of the National Driver Reg- 
ister Service. 

The Driver Register, set up and 
maintained by the Bureau of Pub- 
lic Roads, is a file on motor-vehicle 
operators whose driving privileges 
have been withdrawn for driving 
while intoxicated or for conviction 
of a violation involving a traffic 
fatality. 

The states that make use of the 
register will be able to prevent, or 
at least reduce the possibility, of 
the inadvertent granting of driver 
privileges to individuals whose li- 
censes have been withdrawn in an- 
other state. 

Hodges emphasized that the Fed- 
eral government is not entering 
either the driver-licensing or the 
traffic-law-enforcement fields. The 
program is a purely voluntary, co- 
operative state-Federal enterprise. 
Names and identifying data on 
drivers whose driving privileges 
have been withdrawn for the spe- 
cified causes will be furnished to 
the Bureau of Public Roads by the 
participating states. The states will 
request a check on new license ap- 
plicants against the register files. 

As the register prepared to go 
into official operation, 45 states and: 
territories had already agreed to 


participate, 
+. -. > 


Metro Transportation Needs 


A brochure, “Metro— Toward a 
Brighter Traffic Future for Cities 
and Suburbs,” has been published 
by the American Automobile Assn. 

Its aim, said, Charles L. Wilson, 
President, is to explore metropoli- 
tan area growth trends, to empha- 
size the need for prompt and intel- 
ligent action to meet transportation 
requirements, and to point out 
Suide-lines of action and various 
aids available to cities large and 
small in coping with local trans- 
Portation problems, 


to Harvey M. Stewart, president 
of the Syracuse group. It was given 
in appreciation for the car dona- 
tions of present and past associa- 
tion dealers to the driver education 

































graduated from the 1960-61 Traffic 
Police Administration Training 
Program at the Traffic Institute, 
Northwestern University. 

Their graduation brought the 


ed in 21 states this year, a survey 
by the National Highway Users 
Conference revealed. 

These proposals would require a 
motorist to submit to a chemical 


Transportation in developing re- 
search procedures now being used 
by many cities in long-range trans- 
portation planning. 
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and its on! 













Packard “SPRING-RING” battery cables require 






no special tools for installation. A pair of pliers 






... a squeeze on the tangs... . and they are on, 








providing a high-pressure contact. @ Available 






for both positive and negative battery posts, 


“SPRING-RINGS” are smaller than conven- 










tional terminals so there is less chance of inter- 








ference with battery filler caps and hold-downs. 








e Because they offer so many advantages, 
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equipment on many 1961 General Motors cars. 
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an official of Gaudin Motor Co. 
authorized Hampton to drive it 
for a test. 





Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


= time ago I received an 
inquiry from an official of an 
auto dealership who wanted to 
know whether or not a city can 
pass and enforce 


road and turned over. Except for 
its salvage value, the car was a 
total loss. Gaudin Motor Co. sued 
Hampton for full damages caused 
by such loss. 

Hampton’s only explanation of 
his loss of control of the vehicle 
was that a tire had suddenly gone 
flat. It was revealed after the ac- 





In subsequent litigation, the 
higher court enjoined both cities 
from enforcing any and all laws 
which would deprive the vehicle 
owners and their customers the 
ordinary use of the public streets 
going to and from the business 
an ordinance| Premises along a specified route 


ation of the cor- * * * 
poration’s motor! Driver Negligence Unproved 


ee eee | | gonna a higher court re- 
I located a high- fused to hold liable a prospec- 
er court decision,| tive purchaser of an auto which 
involving a quar-| he wrecked while on a trial run. 
ry corporation,|1m this case the testimony failed 

to prove that negligence of the 


which answers 
this same ques- an mata purchaser caused the 
wreck. 


tion of law. 
For illustration, in Wauwatosa For example, in Gaudin Motor 
Co. v. County, 86 N. W. (2d) 475,| Co. v. Hampton, 356 Pac. (2d) 638, 
the testimony showed that certain| the testimony showed that Gau- 
business premises lie within the| din Motor Co. was the owner of 
limits of two cities. Both cities in| an automobile which it loaned to 
which the business is situated] a prospective purchaser named 
Hampton. In order to demon- 


passed ordinances restricting the 
use of streets against certain autos.| strate the suitability of the auto, 


tire, and that all four tires were 
undamaged although the right 
front tire was flat. 

The officer who investigated the 
accident testified that, in his opin- 
ion, based on the skid marks, the 
car was going approximately 75 
miles per hour at the time of the 
accident, and that 70 miles an hour 
in that particular area was a safe 
and not unusual speed. 

* * * 


Court Clears Driver 

i IS interesting to observe that 
the lower court refused to hold 

Hampton liable to Gaudin Motor 

Co., and the higher court approved 

the verdict, saying: 





Leo T, Parker 








“Our Yellow Pages advertising builds sales and service 
business,”’ says C. E. Grentner, Pres., Grentner Bros. Inc., 
Miami, Fla. ‘Very few dealers handle the makes of imported 
cars we sell. So—customers for our lines have to use the Yellow 
Pages to locate a dealer. Our Yellow Pages advertising helps us 
get our share of this business. We buy the largest size display 
ad available because a lot of our export customers in Latin 
America turn to the Miami Yellow Pages whenever they need 
parts or service. We want them to turn to us!” 


Display ad (shown reduced) runs under 
AUTOMOBILE DEALERS—NEW CARS. Call the 
Yellow Pages man at your Bell Telephone 
Business Office to pian your program. 


J 


. 





During the trip Hampton lost; 7. 
control of the vehicle. It left the| ~~ / . 


cident that there was no blown-out, 


“The lower court was satisfied | cause not known to respondent 


PARTS SUPPLIER TO SOUTH FLORIDA 
& LATIN AMERICA 


* Grentner bros. 





Sellman Gets Award— 


William A. Sellman, right, Sellman Au- 
tomobile Co. (Dodge), Las Vegas, receives 
the Chrysler Corp. Quality Dealer Award 
from R. K. Brown, Dodge Los Angeles re- 
gional manager. The award is based on 
outstanding achievement in five cate- 
gories: Administration, service, perform- 
ance, teamwork and facilities. 


from the evidence that the dam- 
age to the automobile was the re- 
sult of a failure of the air pres- 
sure in one of the tires or some 
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(Hampton) other than his negli- 
gence or fault. 

‘It is sufficient in actions for loss 
of or damage for the defendant 
(Hampton) in order to escape lia- 
bility to show that he was not 
negligent, or, if he was negligent 
that his negligence was not the 
proximate cause of the loss or dam- 
age.” 

This court went on to explain 
that although the officials of Gau- 
din Motor Co, contended that the 
tire went flat due to Hampton’s ex- 
cessive speed, or that he was un- 
able to control the car. after the 
tire went flat due to his excessive 
speed, the lower court could make 


its own decision in this repect. 
* * + 


Retailer Has Valid Lien 


A FEW weeks ago a higher court 
rendered a decision unusually 
important to all auto dealers. This 
court, in effect, held that if a manu- 
facturer holds an unrecorded mort- 
gage on an auto which he sold to 
a retail dealer, or if the manufac- 
turer holds a recorded mortgage 
on an auto and knows that the auto 
dealer intends selling it to an in- 
nocent buyer, in either case, the 
buyer takes the auto without lien 
or encumbredness. 

For illustration, in Hooser Co. 
v. Brownlee, 329 S. W. (2d) 177, 
the testimony showed that a 
dealer sold two motor vehicles 
and other related equipment to 
one Brownlee under a condi- 
tional-sales contract, The manu- 
facturer had knowledge of the 
transaction. The dealer sold 
Brownlee’s note to a bank for 
$6,183.21. Later the manufacturer 
repossessed the vehicles. 

In subsequent litigation, both the 
jury and the higher court held the 
vehicle manufacturer liable for 
conversion of the two vehicles, title 
to which was claimed by Brownlee. 
The jury also held that the true 
and legal title to the vehieles was 
in the name of Brownlee. The 
higher court approved this verdict. 
Hence, the manufacturer’s lien was 
ineffective. The court said: 

“We hold that the verdict of the 
jury, which was, in effect, a find- 
ing that title to the vehicles was 
in appellees (Brownlee) was sup- 
ported by substantial evidence.” 


Turnings 
(Continued from Page 45) 


enters through the glazing by 30 
percent. 

17. Alert-O-Matic signal system 
that awakens the driver if he falls 
asleep or stops the car if he doesn’t 
awake. This is a somewhat complex 
device that automatically turns on 
a red dash light every minute. If 
the driver doesn’t depress a floor- 
mounted horn button within three 
seconds, the horn begins to sound. 


seconds and turn off the horn, the 
car’s ignition automatically shuts 
off. The mechanism can be turned 
off for city driving. 

* * = 


Se TaEN. Micro-siping of tires 
to increase traction on slippery 
roads. “Micro-siping” consists of @ 
series of crisscrosses in the tire 
tread which causes a squeegee 
action on the road surface and re- 
sults in less slippage because the 
surface is partly wiped clean. 

19. Reflective license plates for 
greater night visibility. 

20. Support arms to reduce driver 
fatigue. 

21. Side mirrors for greater 
driver visibility. 

22. Smooth hood to reduce pedes- 
trian injury, if hit. 

Summing up his presentation, 
Crandell said, “If I could make just 
one recommendation to the auto 
makers, I would say ‘Please pack- 
age the passengers as well as you 
can.’ ” 


Denver Firm to Sell 


New 105-Inch ‘Bug’ 


DENVER.—James F. Simmer- 
man, owner of Central Cushman 
Sales, said he has been awarded 
a franchise for the Bug, a multi- 
purpose vehicle manufactured by 
Crofton Marine Engine Co., San 
Diego. The Bug is 105 inches long, 
48 inches wide and weighs 1,000 
pounds. 

Simmerman said the vehicle can 
be used in manufacturing plants 
for running errands or delivering 
goods, for hunting or camping 
trips, as a golf cart or as an ice 
cream delivery wagon. 








If the driver doesn’t awken in 10 ' 
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Dealers Even See a Shortage .. . 
Best Cleanup in Years Predicted 


(Continued from Page 1) 


get one more before the end of 
the model year. 

Dealers handling Pontiac and 
Oldsmobile in some localities say 
that they have received the last of 
the ’61s they are scheduled to get. 

* * * 
OME dealer-to-dealer shopping 
among small-town inventories 
seems a sure bet as summer 
stretches toward autumn. 


Miami dealers, with the excep- 
tion of some Chrysler Corp. lines, 
say they expect to clean up satis- 
factorily and run into shortages 
of certain lines. 

A Tennessee dealer said this 
year’s cleanup would run into “the 
worst shortage in a long time.” 

Some predictions of shortages 
were also voiced in Dayton, al- 
though a Chryser dealer said, “How 
many new cars we have left over 
depends on when the new models 
come out. The grapevine says it 
will be some time in September— 
and if it is, we’ll have a few cars 
left over. But if it’s in October, 
we'll be in real good shape.” 

A Ford dealer in the Ohio city 
said, “We play it as we see it on 
ordering cars. If things stay rough, 
we'll have a few ’61s left over. If 
things pick up a bit we may be 
short a few—or come out even.” 

Other Dayton dealers said sales 
were moving along at an antici- 
pated pace and that they expect 
an orderly cleanup. A Chevy dealer 
said he expected to buy additional 
cars at the end of this year’s model 


run. 
* * * 


UFFALO dealers said inven- M 


tories are in good balance, al- 


Highway Fund 
Shows Surplus 
Of $297 Million 


WASHINGTON.—At the end of 
May, the Highway Trust Fund had 
a surplus of $297,286,705, according 
to the National Highway Users 
Conference. The figure included 
$154,895,000 in Treasury Certificates 
bearing an interest rate of 3.102 
percent. 

Since July 1, 1956, when the trust 
fund was established, receipts have 
amounted to $11,548 million, and 
expenditures have totalled $11,251 
million. 

In May, 1961, receipts came to 
$237,246,000, and expenditures were 
$184,752,441, including $5,153,145 in 
tax refunds. 

For 11 months of the fiscal year 
ended June 30, 1961; trust fund re- 
ceipts totalled $2,744,993,381, includ- 
ing highway user taxes, earned in- 
terest and advances from the gen- 
eral fund. 

Expenditures during the 11 
months were $2,566,927,493. They 
consisted of repayment of general 
fund advances, interest on those 
advances, tax refunds and expendi- 
tures for highways. 


though they are having some trou- 
ble securing certain models for 
cleanup selling, mentioning station 
wagons in particular. 

They reported absolutely no 
pressure from factories to load 
up on 61s. 

Sales, except for compacts, have 
been slowing down in recent weeks, 
the Buffalo retailers said, but they 
still expect to hit the ’62 season 
in good shape. 

In Fort Worth, dealers said 
cleanup prospects are good, with 
nobody reporting high inventories. 
Some patted themselves on the 
back for careful ordering in this 
regard. 

A volume Chevrolet dealer in 
Chicago, operating at 150 percent 
of quota, said his sales are running 
18 percent ahead of last year. 

“If all dealers would stop crying 
about the good old days and change 
their attitude regarding the pres- 
ent price-conscious market, their 


troubles would be over,” he said. 
oe € » 


Profits Edge Up 
OST dealers, meanwhile, re- 
ported that profits edged up- 
ward in June, with sales running 
a bit higher than they had hoped 
for. 

Generally, grosses are running 
from $125 up on both compacts 
and standards, topping out at 
about $215 on compacts, $275 on 
standards and $350 on mediums. 
On the “hot” high-priced lines, 

grosses reportedly are exceeding 
$500. 

In nearly every case, dealers re- 

ported grosses were improved over 


ay. 

A Chevrolet dealer in the South 
said June was his best month this 
year in terms of per-unit gross as 
well as in overall sales volume. 

In some areas of the Rockies, 
dealers said profits had taken a 
sharp upturn during the last two 
weeks of June. 

In Los Angeles, it was reported 
that average gross per deal during 
June for all dealers was $104.50. 

Smallest profits of any area were 
reported from New York City, 
where dealers termed grosses ‘“‘dan- 
gerously low.” 

In the Midwest, profit per deal 
was reported “definitely up” and 
higher than last year in all lines. 

* * 


OMPACTS continue a hot item 

in most dealerships. Among 
lines which offer both compact and 
standard series, compacts are tak- 
ing the largest share of sales in 
Ford showrooms. Some Ford deal- 
ers say Falcons account for as 
much as 60 percent of their new- 
car turnover. 

While this share is consider- 
ably smaller for Chevrolet deal- 
ers, the Corvair continues in stiff 
demand. In Los Angeles, the 
world’s best Corvair market, the 
compact is taking 40 percent of 
Chevrolet sales. 

“We sell them as quick as we 
can get our hands on them,” a 
Montana Chevrolet dealer said of 





Art Hannifin, seated, second from left, 


Lincoln-Mercury Dealers Elect— 





Foothill Motors, Pasadena, newly elected 


President of the Southern California Lincoln-Mercury Dealers Advertising Assn., 
receives gavel from C, B. Knickerbocker, C. B. Knickerbockers, Inc., Santa Ana, out- 


going president, seated second from right. 


The new LMDA officers, seated from left, 


Gre Robert Kitchen, Kitchen-Boyd Motor Co., Bakersfield, vice-president; Hannifin; 
Knickerbocker and Helen Sachs, Sachs and Sons, Downey, treasurer. Standing: Pascal 
Dilday, Pascal Dilday, Inc., San Diego, director; Bob Estes, Bob Estes, Inc., Inglewood, 
secretary, and Herb Stevens, Herb Stevens, Inc., Phoenix, director. The Southern 
California Lincoln-Mercury Dealers Advertising Association handles advertising for 
67 Lincoln-Mercury-Comet dealers in Southern California, Southern Nevada and Arizona. 


Corvairs. “We even buy them from 
other dealers when we can.” 

Everywhere, stocks of compacts 
are relatively low and dealers say 
inventories will be exhausted first 
in these lines. They say they can 
move all the compacts they can 
get. 

A Rambler dealer near Chatta- 
nooga, Tenn., said sales for the 
past three months have been a 
par with last year, 

An Oldsmobile dealer in Dayton 
said that the F-85, after a slow 
start, is now “doing better than 
we ever expected, accounting for 
40 percent of our new-car sales.” 

A Chicago Buick dealer reported 
the Special] doing “extremely well.” 

Among compacts, only Valiant 
and Lancer were reported sticky, 
although one Midwest dealer ad- 
mitted “Valiant isn’t selling well, 
so we don’t push sales at all.” 

+ * aK 


Used Cars Rolling 


LTHOUGH the used-car market 

was still reported running at a 
frenzied rate, there are indications 
of softening, some dealers said. 

A Chicago Chrysler-Plymouth 
dealer said the used-car picture is 
“fairly good,” but that sales have 
not reached the peak he had ex- 
pected. 

A neighboring Ford dealer, 
however, said his men were out 
shopping for used cars because of 
the profit potential and a Buick 
dealer described the situation 

on his used-car lot as “very 
healthy.” 

A New Orleans Chevrolet dealer 
said June was his best used-car 
month of the year. The used-car 
business has been “exceptional” in 
New Orleans, dealers say, with firm 
prices and a scanty supply. 

A Rambler dealer in New Or- 
leans, who formerly wholesaled 
almost all of his tradeins, has open- 
ed a uSed-car lot and is making 
“more dollars.” 

June was also termed the best 
used-car month of the year by 
several dealers in Buffalo. New-car 
sales have been below par, Buffalo 
dealers say, and the summer pickup 
in used-car volume has helped to 
take up the slack. 

* * * 

B= some dealers say they are 

running short of good used 
cars—with no real influx expected 
until ’62 trading starts—and they 
expect a resultant softening of 
used-car operations in the weeks 
ahead. 

Milwaukee dealers say used-car 
business is spotty, with invento- 
ries slightly over normal. 

In New York City, used cars 
turned downward sharply as June 
drew to a close. 

“If the trend continues, we could 
be in serious trouble,’ said one 
dealer. 

An Ohio Chrysler dealer said his 
used-car business is the best in 
years and that his inventory is the 
lowest in three years. 

In Florida, where used pieces re- 
portedly are in short supply, the 
market was described as “‘remark- 
ably good.” Clean cars are bringing 
more than they did in February, 
one dealer said, and a good ’58 is 
worth as much as it was a year 
ago. 

Clean cars reportedly bring $100 
over book retail in Southern Cali- 
fornia. 

In Billings, dealers reported 
used-car inventories were at a five- 
year low. 

* * * 

NE aspect of the brisk used-car 

market is the pressure that has 
been put on independent operators 
in many areas. 
chised dealers retailing their trade- 
ins, independents have found their 
sources drying up. 

A New England independent 
complained, “My lot is turning 
into a junkyard because the ‘big 
boys’ are taking in and reselling 
the better used cars and I’m han- 
dling old models because that’s 
all I can get.” 

In mood of midsummer well- 
being, dealers are even more hope- 
ful over the outlook for the ’62 
season. 

Given a good cleanup, barren 
used-car lots and fresh ’62 mer- 
chandise, they expect the fourth 
quarter to be a bell-ringer. 


Bright Star in Byers Lineup— 





John Lukeman, left, sales manager, and George W. Byers sr., chairman, George 
Byers Sons, Inc., are shown with a Simca, the French-built car handled by eight 


Byers dealerships in Columbus, Cincinnati and Louisville. ‘ 


Byers Expounds His Views... 


Simea Sales Formula 


COLUMBUS, O—What sells 
Simca in areas served by dealer- 
ships operated by George Byers 
Sons, Inc? Here’s the answer pro- 
vided by George Byers sr., board 
chairman: 

An enthusiastic and knowledge- 
able sales department, satisfied 
customers, strong advertising and 
promotion, and complete, com- 
petent parts and service facilities. 
The French-built car imported by 
Chrysler Corp. is handled by four 
Byers outlets in Columbus, two in 
Cincinnati and two in Louisville. 
Byers, who recently was named 
a Simca distributor for Kentucky, 
Ohio and Indiana, elaborated on the 
things that sell the Simca. 

He cited John Kappus as a sales- 
man with typical Byers enthusiasm 
and product knowledge. 

“On a recent evening he sold 
three Simcas,” Byers said, “and he 
didn’t give them away. He got full 
gross and gave minimum trade al- 
lowances.” 

An elderly postmistress who 
said she had never had a car 
which performed so well on ice 
sent in two buyers two months 
after she had purchased her 
Simca, said John Lukeman, sales 
manager. 

Byers said the firm spends sev- 
eral thousands of dollars a month 
on radio, TV and newspaper adver- 
tising and promotion, and that 
Simea gets equal representation 
with the other makes he handles 
—Plymouth, Valiant, Chrysler and 
Imperial. 

“If I can’t supply parts and pro- 
vide service for the product I sell, 
I can’t expect anybody to buy it,” 
he continued. 

Eddie Rayburn, shop foreman, 
said his top mechanic would rather 
work on Simca than any other car. 

“Simca’s a cinch to service after 
you once learn how,” he added. 
“And that’s not tough, either.” 

Byers also announced the ap- 
pointment of 10 more Simca deal- 

* * * 


With more fran-| G& 





Man at Work— 


From this office George W. Byers sr. 
guides the operations of George Byers 
family 
business founded by his father. Like his 
father, Byers averages 12 hours of work 
a day and knows most of his 500 em- 


Sons, Inc., a  multimillion-dollar 


ployes by their first names. 





ers in his three-state area. They 
are: 

Ou10: Dail’s Auto Service, Ba- 
tavia; Linden Motors, Inc., Colum- 
bus; West Side Motors, Inc., Col- 
umbus; Jule Hilgeford Motors, 
Fairborn; Drayer Motor Sales, Mi- 
amisburg; Driver Motor Co., Piqua, 
and Patton Motors, Wilmington. 

INpDIANA: Bales Motors Co., Inc., 
Jeffersonville, and Rowe & Carver 
Motor Sales, Inc., Corydon. 

Kentucky: M & W Motors, Inc., 
Shelbyville. 


62 ASI Show 
Set for Chicago 
Feb. 28-March 3 


CHICAGO. — The 1962 Interna- 
tional Automotive Service Indus- 
tries Show will be held here Feb. 
28-March 3 at the Navy Pier. 

More than 500 manufacturers are 
expected to join in the show, ac- 
cording to the sponsoring Motor & 
Equipment Mfgrs. Assn. ang the 
Automotive Service Industry Assn, 

Theme of the show is, “See all 
that’s new in ’62.” 

On Wednesday, Feb. 28, the show 
will be open from 10 a.m, to 6 p.m, 
to manufacturer and wholesaler 
members of the two sponsoring as- 
sociations only, including export 
agents of exhibiting manufacturers 
and overseas guests, 

On March 1, the show will be 
open from 10 a.m. to 6 p.m. to the 
above, plus guest wholesalers, car 
factory executives and national ac- 
counts. 

On March 2, the show will be 
open from 10 a.m. to 4 p.m. to all 
those eligible on Wednesday and 
Thursday, plus fleets operating their 
own service shops. From 4 p.m. 
until 10 p.m. it will be open to the 
automotive service trades. 

On March 3 it will open at 10 
a.m. and officially close at 4 p.m. 
All persons eligible on the preceding 
days are welcome, 


Arkansas BBB 
Warns Buyers of 


‘Referral Sales’ 


LITTLE ROCK.—A new warning 
against “referral plan” merchan- 
dising has been issued by the Bet- 
ter Business Bureau here. 

The BBB singled out a St. Louis 
dealership, which it said has sold 
cars to several Arkansas residents 
under a chain-selling scheme. 

Stewart Frazer, BBB manager, 
said persons who participate are 
given the impression they can 
“earn” their new car by referring 
other customers to the dealership. 

He said that several years ago 
he surveyed 80 persons who had 
participated in such a scheme and 
they averaged about one referral 
each, while more than half made 
no referrals. 

Frazer reminded consumers that 
a 1961 law, backed by the Arkansas 
Automobile Dealers Assn. makes 
referral selling schemes illegal. 
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At Plymouth’s Los Angeles Runoff . . . 








Teen Trouble-Shooters Sparkle 


Plymouth Trouble-Shooter Contest 
that attracted 182 entries from 63 
schools. 

The contest is sponsored by the 
Los Angeles city and county school 
systems, supported by the Plym- 
outh Dealers Assn. of the Los An- 
geles Region and Plymouth Divi- 
sion. It was the largest of 42 
similar contests held throughout 
the United States. 

Phil B. Hopkins, director of serv- 
ice development, Chrysler Corp., 
told Automotive News, “This form 
of stimulation gets the best (me- 
chanics students) interested in serv- 
ing as a career. We hope to some 
day have a national runoff of the 
best students from every part of 
the country. 

“In the meantime, we are con- 
sidering giving top students spe- 
cialized training at Chrysler 
Training Centers.” 

It is reported that Chrysler 
budgets some $50,000 annually for 
Trouble-Shooter contests. Though 
a corporation effort, they are han- 
dled by Plymouth Division. The Los 
Angeles Plymouth dealers associa- 
tion spent nearly $3,000 in sponsor- 
ing contests in Bakersfield, San 
Diego and Los Angeles. 

A spokesman for Los Angeles 
City Schools said they have a 12- 
man staff concerned with the con- 


By William Carroll 
West Coast Editor 

LOS ANGELES. — Twenty-five 
minutes after the starting gun, two 
teen-age mechanics found and cor- 
rected a series of man-made mal- 
functions that would have stumped 

an experienced mechanic. 

Their winning effort topped 90 
other teams of student mechanics 
from 63 high schools and junior 
colleges in the Los Angeles area. 

The boys, Donald Porter and 
Dan Sexton, Norwalk, are in a 
high school class with one hour 
a day devoted to automotive serv- 
ice training. 

The runoff was a finale to a 


Directors Named 
By Missouri Assn. 


JEFFERSON CITY, Mo. — Elec- 
tion of 16 directors to two-year 
terms has been announced by the 
Missouri Automobile Dealers Assn. 
They are: 

District 1, Charles G, Adams, 
Chillicothe; District 2, Earl Zenge, 
Canton; District 3, Bill Allen jr., 
North Kansas City; Jerry Scott jr., 
Kansas City; Charles Stevinson, 
Warrensburg; District 4, D. F. 
Riley, Jefferson City; Cal Rodgers, 
Sedalia. 

District 5, Gene Taylor, Sarcoxie; 
George Thompson jr., Springfield; 
District 6, J. V. Corrigan, Poplar 
Bluff; Sam Scism, Flat River; Dis- 
trict 7, Al Fuchs, Jennings; V. J. 
Koenig, Webster Groves; V. T. Mc- 
Mahon, St. Louis; R, E. Nolting, 
Kirkwood; R. T. Pundmann, St. 
Charles. 


TiCKEU 


see for yourself on 


ALCOA 
PRESENTS” 


JULY 17 


that aluminum adds practical 
glamour to cars . . . because 
aluminum trim resists time, 
grime and the weather. There's 
more about Alcoa® Aluminum 
—plus a fascinating story of 
psychic phenomena—on ‘‘Al- 
coa Presents,’’ July 11, 10:00 
p.m. EDT, ABC-TV. 
































would seem from the way they are 
taxed, economic status symbols. 

To meet the challenge, Belson 
said, ATA is going to propose that 
auto organizations get together and 
propose a moratorium on any addi- 
tional auto, gas and truck taxes 
until after a real study has been 
made of the equity of such taxes. 

* of 












Loss for Owners 


PUNE in, too, on Marjorie Baker, 
daughter of a dealer and astute 
manager of the Buffalo association: 
“The erosion of the dealer body— 
the failure to replace some dealers 
who go out of 
business — has 
beneficial aspects 
for dealers, but it 
also has some bad 
effects for cus- 
tomers who are 
left without near- 
by dealers, This is 
true particularly 
in the case of 
low - volume 
™ makes,” 
Marjorie Baker The low-volume 
makes often are the more costly 
ones, with the most demanding 
owners. Boe Te 
Necessary as Dope 


py=4*, too, from Mike Murphy, 
of the National Capital Dealers 
Assn., who notes 
that the push to 
give away such 
wanted and nec- 
essary products 
as autos is like 
a dope peddler 
advertising that 
he is giving away 
hashish at no 
profit. 

Cars are as 
necessary to 
Americans as 






































Michael Murphy 


out. * 
To Honor Klugh 


LAUDE KLUGH, the senior auto 
association manager of the 
country, was 
made an honor- 
ary member of 
ATAM, as he will 
retire soon from 
active duty. 
Pennsyl- 
vania dealers will 
give the -industry 
an opportunity to 
salute Klugh at 
a retirement din- 
ner Sept. 14. 





Claude Klugh 


K a ok 
A Sales Problem? 


OHN LEHMAN, Akron manager, 
urged that dealer and maker 


Dealer Forum _ 1x Rotert m. Fintay 

































dope is to addicts, Murphy pointed 
ba] ak 3 


test as collateral duty, with one 
man assigned to cooperate with 
dealers on a full-time basis during 
the month preceding the runoff. 

There were three classifications 
within the single contest. Industrial 
arts students, with some 300 hours 
of automotive seryice training, had 
the least number of malfunctions 
to find and repair. Their list in- 
cluded: Reset ignition points, cor- 
rect firing order, regap two closed 
plugs, find improperly wired charg- 
ing circuit, reconnect starter sol- 
enoid, fix transmission selector but- 
tons, connect battery, adjust idle 
mixture and speed screws, adjust 
automatic choke, unplug fuel hose, 
unplug fuel pump, unplug air 
cleaner inlet, remove wedge from 
fuel pump and connect the anti- 
smog hose at the carburetor. 

High school voeational arts 
students, with 800 to 1,200 hours 
of auto service instruction, had 
to find and repair the same mal- 
functions. 

Junior college students, with up 
to 2,000 hours of service training, 
had to repair, in addition to the 
previous malfunctions, a missing 
distributor drive gear, disconnected 
ballast resistor, disconnected trans- 
mission safety switch, disconnected 
gas tank and power brake lines. 





(Continued from Page 3) 


groups get together in an effort to 
come to grips with the public-rela- 
tions problem in auto retailing. 
Both makers and dealers, he said, 
have an interest in presenting the 
service end of the business to the 
public in a better light. 

It was indicated that this was 
a problem that might have been 
handled by the old sales man- 
agers committee of AMA, This 
was once one of the most potent 
AMA committees, but it became 
defunct about five years ago in 
the heat of competition. 

That was about the time when 
general managers were moving 
more into the realm of sales. 

Many believe that the dwindling 
influence of the sales managers is 
a distinct loss to the industry. 


Dutch Company to Assist 


U. S. Firms in Europe 


WHITE PLAINS, N. Y.—B. W. 
Berenschot Co, has completed ar- 
rangements with its parent organ- 
ization, Raadgvend Bureau Ir. 
B. W. Berenschot NV: Holland, for 
the establishment of a service to 
aid American companies operating, 
expanding or planning new Euro- 
pean facilities. 

Berenschot in Europe will act as 
liaison, consulting and training spe- 
cialist for United States manufac- 
turers who set up production fa- 
cilities on the continent or in Great 
Britain. It will assist in plant plan- 
ning, employe screening and train- 
ing and plant startup, including the 
integration of U. S. techniques with 
European methods. 






Trophy Winner— 

Nels Banham, left, won the O'Rourke 
golf trophy, donated by O'Rourke Motor 
Sales (Buick), Toledo, during the annual 
summer meeting of the Ohio Automobile 
Dealers Assn. at Mansfield, O. He receives 
the award from John Grimley, last year’s 
winner. 











AUTOMOTIVE NEWS, JULY 10, 1961 





Young Mechanics on the Move— 


The crack of a gun sent 91 two-student teams of young automotive mechanics 
in a race against the clock to determine which could spot and repair man-made 
malfunctions in cars assigned to them. The teams represented 63 high schools and 
junior colleges in the Los Angeles area, competing in the fifth annual Plymouth 
Trouble-Shooter Contest. 





Poor Service Called Threat 
To Warranty Sales Impact 


By F. H. Fullerton 
Staff Correspondent 


KELOWNA, B. C.—The extended 
warranty can generate new sales 
and its impact should not be jeop- 
ardized by neglect of service or 
poor administration, John D. King, 
marketing vice-president, Ford 
Motor Co. of Canada, said here. 

He spoke at a luncheon meeting 
of the Motor Dealers’ Assn. of 
British Columbia. 

Calling a buyer’s after-pur- 
chase needs equally as important 
as presale emphasis, King declar- 
ed “it is in this area (service) 
that as an industry we have fal- 
tered.” 

A car owner visits a service de- 
partment only because he is in 
trouble, and the visit is a tolerable 
experience only when the results 
are good, King reminded the deal- 
ers, 

“Since he came to you On an un- 
pleasant mission, you must try to 
make it the least unpleasant that 
you can,” he said. 

This doesn’t mean that service 
must be given away, he continued, 
“but there are far too many cases 
where the owner’s car is returned 
to him in a condition which is little 
improved from its condition when 
it came in.” 

King suggested what he called 
an appropriate shop rule: “Be as 
careful about discharging his 
case as you were in soliciting it.” 

In evaluating his own service op- 
erations, he added, the dealer 
should put himself in the place of 
the customer and proceed accord- 
ingly. 

The customer appreciates good 
service and is annoyed if he does 
not receive it, King reminded. 

“We know that customers are 
not always right, but these are 
some of the factors and some of 
the owner’s attitudes which I be- 
lieve deserve close attention on the 
part of all of us,” he said. 

“These are some of the things 
which, if not properly recognized, 
can add further to the dis- 
enchantment of today’s motor- 
ists.” 

Discussing auto sales in Canada, 
King said “we have a receptive 
market with definite indication 


Denver U.C. Unit 
Marks Birthday 


DENVER.—The Denver Inde- 
pendent Automobile Dealers Assn. 
recently celebrated its 20th anni- 
versary at a dinner, following 
which the members took these ac- 
tions: 

Voted 10 amendments to the as- 
sociation bylaws, discussed election 
of additional directors in keeping 
with an expanded membership, 
aided two new-car groups in elimi- 
nating “special-interest” bills in the 
1961 legislature. 

Riley Ringsby, Denver, is associ- 
ation president, and Howard Stark 
is executive secretary. 


that the consumer wants to in- 
crease his car ownership.” 

In the last 20 years, he added, 
car ownership in Canada increased 
from one car per eight persons to 
one car for each 3.5. 

“There is further indication that 
this trend will continue,” he said, 
“therefore we need not regard the 
Canadian market to be approach- 
ing saturation.” 

A. F. Stedelbauer, president of 
the Federation of Automobile 
Dealers Assns, of Canada, said 
the industry has lost a lot of bus- 
iness because of many dealers’ 
impersonal approach to sales. 

“If there is anything wrong with 
the auto business, it is the men 
who are in it,” he said. “Our big- 
gest job is to improve our image 
in the community. Anything that 
any one of us does that creates a 
black eye for the industry concerns 
us all.” 

Wesley Reid, Chilliwack, was 
elected president of the British 

Columbia association, succeeding 
Stewart Wilson, Kamloops. Thomas 
Lumsden, Victoria, is first vice- 
president, and Charles McDowell, 
Vernon, second vice-president. 





Restraints Eased 
On Parts Sales 
Among GM Deals 


DETROIT.—The General Motors 
Wholesale Parts Compensation Plan 
once again includes parts sales 
among GM dealers. 

When the parts setup was Over- 
hauled last fall, the wholesale com- 
pensation allowance was excluded 
from sales among GM dealers. It 
turned out that a Ford or a Chrys- 
ler dealer could buy GM. parts from 
a GM dealer cheaper than another 
GM dealer could. 

Dealers complained about this at 
last winter’s meeting of the GM 
President’s Dealer Advisory Coun- 
cil. The situation now has been 
modified. 

There are still a few restrictions 
on parts sales between GM dealers 
handling the same line of cars. 
These dealers can buy from each 
other (under the wholesale com- 
pensation plan) in case of emer- 
gency—if certain parts are needed 
to get a car on the road. 

It is estimated that GM dealers 
now can. provide proper parts avail- 
ability with a 20-week stock, com- 
pared with a 26-week stock a few 
years ago. The improvement is said 
to be the result of better ordering 
procedures, better stock control by 
dealers and an increase in the num- 
ber of parts warehouses. 


Valley Cadillac Celebrates 


ROCHESTER, N. Y.—A 25th an- 
niversary sale marked the silver 
jubilee celebration of Valley Cadil- 
lac Corp. in June. The firm has 
been under the same ownership and 
in the same location, 333 East Ave. 
since its formation in 1936. 
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System Set Up to Handle 150 Cars a Day... 


Shop Has Its Own ‘Assembly Line’ 


By M. B, Watson 
Staff Correspondent 

MONTGOMERY, Ala.—Service is 
big business at Capitol Chevrolet 
Co., about 150 cars daily, and the 
work igs handled on an assembly- 
line basis since the construction of 
a customer-reception center which 
has a lounge that resembles a 
motel lobby. 

The addition, which is 60 by 
120 feet, borrows some space 
from the working shop. In this 
area service orders are written 
up only, as the cars move down 
two lanes in the center of the 
building. 

On both sides of this entrance 
are single-lane exits through which 
the cars pass after repairs have 
been completed. 

Since no work is done in the new 
reception area, the customer lounge 
is quieter and cleaner. The addition 
also houses the service-control 
tower, service bookkeeping depart- 
ment, offices of the service director 
and service adviser, and the service 
salesmen’s desks. 

As each order is written, a big 
number is placed on the car’s 
steering wheel to identify the job. 
The control-tower operator then 
takes over, routing the car through 
the shop. 

With the aid of an intercom 
system, the operator oversees all 
the work, making sure that each 
of the 30 to 35 mechanics has 
something to do and the work is 
completed by the promised time. 

“We have found that it’s more 
advantageous to have the control 
tower in the customer-reception 
area than the shop itself,” said 
Walt Rogers, service director. 

“The operator can see and work 
closely with the service salesmen 
through the intercom, He also can 
see and guide the attendants in 
picking up cars and spotting them 
on the shop floor in the proper 
stalls. 

Rogers said a shop foreman also 
helps to move the cars along the 
“production” line. Mechanics get 
half of the labor charges and an 
effort is made to keep them busy 
all the time, he added. 

Repair tickets are written in 
triplicate. One copy is for the cus- 
tomer, one for the customer file 
and the hard copy for the me- 
chanic. The hard copy also has a 
detachable half for the parts de- 
partment. 

Rogers said one of the features 
he has introduced is a reserva- 
tion system. Reservation is a bet- 
ter word than appointment, he 
added. 

“If a customer cannot be accom- 
modated on the day he brings his 
car in, a reservation is made,” he 
said. “We have found that more 
than 90 percent of those who make 
a reservation come in at the ap- 
pointed time.” 

Another new feature is the cus- 
tomer-relations department headed 
by R. L. Meek. 

“His job,” said Rogers, “is to 
smooth the feathers of the dissat- 
isfied customers, either by doing 
the job over, adjusting the bill, or 
in some cases telling them they 
are unreasonable and that the 
company is sticking by its guns. 

“This contact has been quite 
helpful in improving service,” he 

* of * 
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Prices Posted— 


Prices for various jobs done by Capitol 
Chevrolet Co., Montgomery, Ala, are 
Posted on the wali of the firm's new cus- 
tomer-reception area, where customers 
may wait for their cars. 


added. “It may be, for instance, 
that some mechanic is turning out 
shoddy work. If so, this contact 
with customers usually showsg it up. 
Or it may be that some technique 
in the shop may be improved.” 


On each car the company 


K.C. Deal Sold 
By’Dumas Milner 


KANSAS CITY.—Dumas Milner 
Chevrolet Co. here has been sold to 
Bill Ireland, who has been a part- 
ner in the firm. He will operate 
as Bill Ireland Chevrolet, and has 
announced plans to add 35,000 
square feet of space to his present 
headquarters. 

Ireland also is president of the 
Motor Car Dealers Assn. of Greater 
Kansas City. 

Dumas Milner also has interests 
in Chevrolet dealerships in Jack- 
son, Miss.; New Orleans; San An- 
tonio; Miami and Fort Worth, and 
a Pontiac outlet in Little Rock. 


places a return postcard thank- 
ing the customer for coming in 
and asking them to send in their 
answers to these three questions: 

Was your car ready when prom- 
ised? Was the work performed sat- 
isfactorily? Were you treated cour- 
teously ? 

“We get some brickbats on these 
return cards, but by far the ma- 
jority are very complimentary,” 
Rogers said. “All of them give us 
a true picture of our operation.” 

Rogers said he also has set up a 
quick-service department, and cars 
requiring such work are pulled out 
of the lineup as soon as there is an 
opening. 

“Some of our younger, ‘eager- 
beaver’ mechanics are assigned to 
this department,” he added. “Na- 
turally, they are trained to any 
extra selling where they find a need 
exists.” 


Croan VW Opens 
DENVER.—Mel Croan Motors, 
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4 & einen in : 
Looking at Shop's New Addition— 


This is the entrance and exit area of the new addition to the service department of 





start 


Inc. (Volkswagen), has opened at/| Capitol Chevrolet Co., Montgomery, Ala. Cars get on the “assembly line” in the two 


4300 Old Spanish Trail. 


lanes in the center of the building, and leave via single lanes on either side. 


When a customer has you 
over the barrel on price 


NAIL HIM WITH THIS 








ARMSTRONG 








CHANGEOVER PLAN! 















1. You 


e Armstrong Tires have patented Safety 
Disc feature — stop deadly skids as no other 
tires can. That’s extra safety at no extra cost! 
e National advertising: Look, Coronet, True, 
Argosy, Outdoor Life, Field & Stream, 


HERE’S THE DEAL: 


Why this Plan is Easy to Sell! 





just offer your customer 


Armstrong PREMIUM grade WHITE- 
WALLS that cost you no more than 
original equipment tires. 


2. You get from $45.75 to $123.50 


more room for trade or profit. 


3. No contract to sign, no invest- 
ment, no inventory. You just phone 
for your tires! Get all the details 
from the Armstrong man in your city. 









Sports Afield, Mechanix Illustrated, Popular 
Mechanics, Popular Science and on TV. 

e Lifetime Guarantee with famous Road 
Hazard feature (nationally serviced, adjust- 
ment pro-rated for tread wear). 












Only ARMSTRONG offers this unique plan! 


ARMSTRONG RUBBER COMPANY, Home Office, West Haven, Conn. 
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anizers Rebuffed .. . 


Union Loses 2 Akron Elections 


those negotiations, with some ex- 
ceptions. 

Walter P. Reuther, UAW presi- 
dent, led the union negotiating 
‘teams into the opening-day talks 
at each company. He ig not ex- 
pected to return until a settlement 
is near, sometime shortly before 
the contracts expire Aug. 31. 

ad & * 


UAW Presents Demands 


S NEGOTIATIONS were re- 

sumed at Chrysler, the UAW 
outlined four areas of basic prob- 
lems involving corporation workers. 

UAW Vice - President Norman 
Matthews, who heads the union’s 
national Chrysler department, 
said areas under discussion in- 
cluded specific problems involved 
in union recognition, representa- 
tion, grievance procedure and 
production standards. 

The union presented problems 
connected with broadening the con- 
tract’s seniority provisions with 
their related layoff and recall prac- 
tices at Chrysler. 

At the GM talks, the corporation 
was presented with four demands 
on working hours and overtime, 
holiday and vacation pay. 


37 Dealers Back 


Syracuse Special 


SYRACUSE.—Thirty-seven deal- 
ers in the Syracuse area teamed up 
with the Syracuse Herald-Journal 
in a promotion designed to reduce 
new and used-car stocks and keep 
business coming during the sum- 
mer season. 

The promotion, billed a “Sell-a- 
Thon,” ran for 11 days. Participat- 
ing dealers placed ads in a special 
section of the newspaper and fea- 
tured special displays at the deal- 
erships to promote the event. 
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tion electiong can be scheduled at 
some 50 dealerships. 


by the dealer for an injunction 
against the pickets. 
Mifflin held that the dispute 
a should be settled by the NLRB. 
Dealer Offer Rejected Pickets were reduced to three and 
N MARTINEZ, Calif. auto me-| Photographs were banned. The dis- 
chanics affiliated with Local| pute grew out of a night-opening 
1173 of the International Assn. of| situation. 
Machinists are continuing to work e228 
despite expiration of their contract Tells Rom J 


with the Contra Costa County Au- 
tomotive Assn. On THE factory front, negotia- 
The contract expired June 1 tions for a new labor contract, 
and was extended two weeks. No | proceeding at a leisurely pace in 
ee has been terse me the early stages, resumed last 
Fone ral seotaenen 1s eaeiaia the Thursday (July 6) at Ford Motor 
Co., General Motors Corp. and 

t Chrysler Corp. after a recess for 


negotiators. 
The union is seeking a 30-cen the July 4 holiday. 
In addition to the resumption 


hourly raise which it contends is 

necessary to bring wages up to a 
of talks between the United Auto 
Workers and the Big Three, the 


level with those paid in the Oak- 
union also opened talks with 


land (Calif.) area. About 300 me- 
chanics in 45 shops are affected. 
In Seattle, the Metropolitan Auto| American Motors Corp. While the 
Big Three present a “united 
front” in negotiations, that is, ex- 


Dealers Assn. has offered me- 

chanics in 55 dealerships a 1.4 per- 
changing information and coordi- 
nating their responses to the 


cent wage increase, or four cents 
an hour on the journeymen’s scale. 

union, American Motors is going 
it alone. 


To date, the union has rejected the 
In 1955 and 1958, American Mo- 


offer, 
The association’s new-contract 
tors signed agreements after the 
Big Three had settled, and its con- 


proposal also contained a bonus 
based on shop productivity and a 
tracts followed the pattern set by 


change in overtime provisions. 
* * * 


Pickets Restricted 


EATTLE’S Superior Judge W. Scott Gets Volvo 
Mifflin’ has restricted pickets} WESTWOOD, N. J.—Scott Mo- 
posted by the Auto Salesmen’s| tors, 316 Third Ave., has received 
Union at Evergreen Rambler, Inc.| a Volvo franchise, Lawrence Scott 
Mifflin turned down a request | is the owner. 


RAMBLER 
DEALERS- 


USE NORICK ACCOUNTING 
FORMS — Designed and 


aD 
Approve 


American Motors Corporation 


Your Choice of Eye-Protection 
Green or Buff 







JACKSONVILLE, Fla.—Henry A. 
McClellan, who dropped a competi- 
tive product to take on Simca, has 
become one of more than 100 deal- 
ers included in Simca’s “key” deal- 
er program. 

Under this new marketing pro- 
gram, volume-selling dealers are 
designated in the nation’s major 
markets, according to Peter 
Nunez, general sales manager, 
U. S. Simca Sales, Chrysler Corp. 
Export-Import Division. 

“These key dealers are putting 
all of their emphasis on Simca sales 
and service rather than on any do- 
mestic makes, and they already are 
responsible for much of our recent 
sales gains,” said Nunez. 

Like other “key” dealers, he con- 
tinued, McClellan is organizing a 
group of associate Simca dealers in 

o* * 








NORICK HAS A COMPLETE 
LINE OF BUSINESS FORMS 
DESIGNED FOR YOUR USE 


oS 
| rata ees ae 
3909 N. W. 36th 


Vv. 36t @ OKLAHOMA CITY, OKLAHOMA 






ranch Stores in Chicago 


San Francisco 


Nation 


Los Angeles 


Representatives in Major Cities Across the 






WANTED 
AUTOMOTIVE REGIONAL SALES MANAGER 
SOUTHEASTERN TERRITORY 


Excellent opportunity for man with automotive sales experi- 
ence to join factory owned distributor of leader in the import 
car field. Applicants must have knowledge of automobile 
dealer and sales operations. Must be available to travel 
southeastern territory. Attractive salary and other benefits. 
Your reply will be held in strictest confidence. Send resume 
outlining experience to Box No. AN-14, Automotive News, 
Detroit 7, Mich. 








dark coat. 





McClellan Drops Rival Make... 


Simea Adds ‘Key’ Dealer 










Simea Salesmen Learn About Product— 


New and used-car salesmen of Henry A. McClellan’ Simca Sales of Jacksonville, 
Inc., learn about Simca's 50-horsepower Flash engine from Howard Miller, right, 
service instructor at the Chrysler Corp. Training Center. McClellan is wearing the 
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How Canadian Car-Truck Makers Fared ... 


6 Months Production—'6l vs. '60 


Six Months Pct.of Six Months Pet. of 

Output, Total Output, . Total 

1961 Output 1966 Output 

CHRYSLER CORP. ...... 25,301 13.78 31,471 15.07 
FORD MOTOR 53,081 28.91 
GENERAL MOTORS .. 98,529 53.66 
AMERICAN MOTORS.. 3,215 1.75 
DE TI a sccigciasercesisscovve 3,500 1.90 
Total Cars, Canada....183,626 100.00 
(TRUCKS) 
CHRYSLER CORP. ...... 3,977 10.41 
FORD MOTOR 9,887 25.89 
GENERAL MOTORS .. 17,871 46.80 
INTERNATIONAL 6,453 16.90 
Total Trucks, Canada 38,188 100.00 


Nationwide Life Dismissed 
From Antitrust Action 


“finance a certain percentage of the 
purchases” of Fords through Ford 
Motor Credit Corp., a wholly owned 
subsidiary, 

The credit firm, plaintiff alleged, 
then informed dealers it would 
finance only cars covered by Na- 
tionwide credit-life policies. 


‘Backyard’ Lots 


Face Crackdown 


AUGUSTA, Ga. — Richmond 
County will soon begin a crack- 
down on illegal “backyard” used- 
ear selling. 


Gain 
or 
Loss 


—1.29 
+0.23 






COLUMBUS, O.—Nationwide Life 
Insurance Co, has been dismissed 
as co-defendant in an antitrust suit 
filed in the United States District 
Court in Miami. The Miami attor- 
ney who filed the suit acknowledged 
it was a case of mistaken identity. 

The suit was brought by Ameri- 
can Bankers Life Assurance Co. of 
Florida. It accused Nationwide, 
Ford Motor Co., and Ford Motor 
Credit Corp. of conspiring to domi- 
nate a large part of the credit-life 
insurance business in Southern 
Florida. 

In a letter to Murray D. Lincoln, 
Nationwide president,-attorney 
Thomas B. DeWolf said “the in- 
formation upon which Nationwide 
was named in the suit has turned 
out to be incorrect .. .” He said 
another large insurer (Allstate In- 
surance Co.) will be named instead 
of Nationwide. 

American Bankers Life had 
charged the defendants with vio- 
lating the Sherman Antitrust Act. 
It accused Ford Motor of coercing 
its Southern Florida deale 8 to 





















against a violator through the use 
of the license requirements set 
forth in the Used Car Dealers 
Registration Act. 

Paul Bennett, president of the 
Georgia Independent Automobile 
Dealers Assn., and Carl Ficken, 
president of the Augusta chapter, 
have pledged their support. It has 
been estimated that hundreds of 
thousands of dollars are lost in 
tax revenue because half of the 
used-car sales in Georgia are trans- 
acted through unlicensed and il- 
legally operated dealerships or 
through individual sales. 




















IN CHICAGO 






his territory who will obtain their 
cars from him and work together in 
a cooperative advertising and sales 
promotion program. 

Howard Miller, a Simca service 
instructor, was assigned to ‘the 
McClellan dealership to conduct a 
five-day school for all of the new 
retailer’s employes. 

Miller used a specially equipped 
service training van which included 
engines, transmissions, tools, charts 
and diagrams to help diagnose any 
type of service problem. 

McClellan called the training ses- 
sions especially helpful to his sales- 
men. 

“Now they can sell with author- 
ity,” he said. “Each one has driven 
the car often and is convinced that 
if he can persuade the prospect to 
take a demonstration ride, the sale 
is made.” 
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6-Month Total Is 2,739,663 ... 


Car Output Off 28 Pet. in Ist Half 


(Continued from Page 1) 


was no change for Checker Mo- 
tors. 

Ford Motor’s share was up 3.60 
points over the 26.75 percent it reg- 
istered in the first half of 1960. GM’s 
share this year was 2.92 points 
higher than a year ago. 

The biggest loser was Chrysler 
Corp., which saw its share fal] 5.23 
percentage points as auto produc- 
tion dropped from 611,465 units in 
the first half of ’60 to 296,287 this 


year. Dodge Dart was down 3.79 
points. 

AMC’s share was down 0.65 of 
a percentage point, and Stude- 
baker-Packard’s was off by 0.64 of 
a point. Checker’s output in both 
the ’61 and ’60 periods accounted for 
0.11 percent of the totals. 

* * * 


HEVROLET and Ford account- 
ed for 60.24 percent of truck 
prodtiction in the first half. 


Chevrolet’s 174,819 assemblies, 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














compared with 239,195 in the like 
period a year ago, took 30.25 per- 
cent of the total. Ford was only 
a shade behind, accounting for 
29.99 percent on 173,302 units. In 
the first half of 1960 Ford turned 
out 200,803 trucks. 

International Harvester was the 
only major producer to build more 
units in the first half of ’61 than in 
’60. The company assembled 75,363 
units, a gain of 6.4 percent over 
last year’s 70,869, and accounted for 
13.04 percent of the first-half total. 


International also was one of only 
four Major producers to improve 
its share of production in the first 
six months of 1961 over 1960. It 
gained 3.27 percentage points. 

Other producers and their gains 
in. percentage points were: Ford, 
2.30; White Motor Co., 0.21, and 


How Each U. S. Maker Fared ... 


6 Months Car Output—'6! vs. '60 


First Half Pct. of 
Output, Total 


1961 
AMERICAN MOTORS 


CHRYSLER CORP. .............. 296,287 
Chrysler-Plymouth Div..... 





Ford Division 
Falcon 
Ford (Std.) 
Thunderbird 

L-M Division 





201,820 


First Half Pct. of 
Output, Total 
1960 Output 


Gain 
or 
Loss 


Output 
6.60 
10.81 
7.36 


7.25 
16.04 
9.80 
1.29 
0.41 
0.23 


276,544 
611,465 
93,478 


— 0.65 
—5.23 
—2.44 
+0.42 
—0.41 
—0.10 
—0.58 
—1L77 
—2.79 
—3.79 
+0.81 
+0.19 
+3.60 
+2.59 
+2.24 
—0.05 
+0.40 
+1.01 
+1.24 
+0.28 


— ti-— 2 Sa ro| «ne | Dodge, 0.14. ry —0.51 

July8, Week, July1, Output, July9, July 8, oy elim GENERAL MOTORS +2.92 

1961 1960" 1961* June* = 1960" = 19611" [THE long July 4 weekend cut last|| Buick Division +0.61 

AMERICAN MOTORS pit week’s auto output to an esti- Buick (Std.) —0.98 
SED os denscaithasiibadsine 7,500 9,715 8,066 40,481 288,187 188,270 mated 86,643 units, 30.9 percent +1.59 
Chae, -- 10,150 18,335 15,096 66,316 637,036 306,437) under the previous week’s 125,395. +0.70 
rysler- ou Truck assemblies also dropped Chevrolet Division 1.59 
NU isusaterstescecdies 6,450 10,185 9,852 43,183 371,530 208,270) sharply, from 27,322 to an estimated cae Pos 
ee 1,250 1,620 2,038 8974 50,616 47,991) 16171, a decrease of 40.8 percent. Chevrolet (Std.) —1.32 
IE, -ikeerecsersceesetiee ne 141 625 8,663 3,727| Some Ford Motor Co. plants Oldsmobile Div. .................. +0.06 
TPRGUOTIO cscsscvesceveess 2,850 3,844 4,581 19,479 151,042 92,265) worked Saturday (July 1), and last F-85 +1.20 
TUNED hcidlskcvsssseaviove 2,250 4,721 3,092 14,105 161,209 64,287| wronday (July 3), but the majority Oldsmobile (Std.) —1.14 

Dodge Division. .......... 3,700 8,011 5,244 23,133 249,501 98,167) were down from June 30 to July 5 Pontiac Division -—0.04 
Dart-Polara .............. 2,900 8,011 4,155 18,178 249,501 75,041| in observance of the holiday. Pontiac (Std.) —2.34 
AIOE: cs scusicsvessorssecensis ee Wiseleiees 1,089 a Te 23,126 In the comparable holiday +2.30 

FORD MOTOR. ............... 25,222 11,710 38,022 169,899 1,037,293 856,893) week in 1960, makers turned out —0.64 

Ford Division .............. 19,890 9,953 29,988 134,926 854,316 693,986| 99831 autos and 14,982 commer- 

PIII casrsevsecscvsosceseeves 9,036 2,281 12;196 54,543 272,464 263,374! «ial vehicles. The estimated total 
Ford (Std.) .............. 10,854 7,672 16,167 72,641 530,348 383,040) of 102,814 autos and trucks as- 0.00 
ES er ee om 1,625 7,742 51,504 47,572! sembled last week was 2 percent __ 

L-M Division ................ 5,332 1,757 8,034 34,973 182,977 162,907) under the 104 863 produced in the 3,813,529 
IEE nisiesathtecpascossntese 3,537 689 4,960 21,475 77,986 93,494) jike week a year ago, and 32.7 
I (ah cis seid shcnnidic Ugandan: ot) iaeiaael 507 2,363 11,286 15,553 percent under the previous 
Mercury oo... 1,795 1,068 2,567 11,135 93,705 53,860! week’s count of 152,715. ° ° 

GENERAL MOTORS .. 43,671 48,056 64,035 278,215 1,891,686 1,442,530| General Motors accounted for N. Carolina Dealers Join 

Buick Division ........... 4,734 3,974 6,558 27,985 167,978 138,302|594 percent of last week’s auto 

or yaad cvccocevesee res 3,974 om ar 167,978 an output, producing an estimated 43,- ee 
ik (Sid) Se Sam oa lien i | guint promucing an extmated | 1 Dt on Mlecal Car Sal 

I 2,016 2,718 3,369 14872 94,089 86488 | Fora Mutor Co took oo1 Percent ls on esa ar sates 

Chevrolet Division .... 25,100 28,514 38,588 168,402 1,144,796 868,384 | 5, 25,222 assemblies, 2,897 of which 
UNI iv ccensstsbscdeierses 5,000 2,748 34,978 148,808 189,595) wore produced July 3. By Douglas C, Brookshire motor vehicles” without proper 
Chevrolet (Std.) .... 20,100 25,766 30,299 133,424 995,988 678,789 | Output of compact cars totalled Staff Correspondent Seense. 

Oldsmobile Division .. 5,621 5,623 7,140 = 30,359 219,100 159,856 | 33179 units last week, 25.4 percent| ASHEVILLE, N. C. — A crack-| The law does not prohibit an 
BE Pacietaetichnigipmaeetionnis or 1,301 5,800 _.......... 33,965| under the 44,490 assembled in the} down on bootleg auto sales in| owner from selling his individual 
Oldsmobile (Std.) .. 4,599 5,623 5,839 24,559 219,100 125,891) previous six-day period. The small] Western North Carolina was|car, but when an individual buys 

Pontiac Division ........ 6,200 7,232 «= 8,385 = 36,647 265,763 189,500) cars accounted for 38.3 percent of launched here at an organizational| a string of cars with the obvious 
ponmes Gk.) Sieitate — 7,232 rend ae 265,763 “ne last week’s total. meeting of the WNC section of the| intent to sell them at a profit, he is 

se oa. dtebasabsicoanssess FOOD eccccscens 90K veeseesees D es North Carolina Independent Auto-| a dealer, Williamson said. 

to 1.958 74 «4,563 «67,184 29,527 E. N. COLE, Chevrolet general| mobile Dealers Assn. Some 30 independent dealers 

Srsasicascctatécevatssuducinven | Gabetians , manager, announced that Cor- ; } . aie f ; 
CHECKER.  .............scc00008 100 112 100 441 4,193 3,044 vair production in June set a The section will be affiliated with| from three counties attended the 
~~ ~~ | monthly record of 34,978 units. The the North Carolina and national as-| Creatas wsetne. — ~* 

Total Cars, U.. S.** .... 86,643 89,881 125,393 559,915 3,925,579 2,826,701 | post previous high ‘of 33,189 was sociations and participate actively co- Db etn” wie uae 


**Totals for 1960 include DeSoto production. 
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registered in January, 1960. 

He said the Corvair total for 
the first six months of 1961 also 
set a record, the first-half total 


in the statewide crackdown, said 
W. J. Williamson, Charlotte, state 
executive vice-president. 


Numerous auto deals through 


Raleigh Robinson, secretary-treas- 
urer, All are from Asheville. 





Car Tire Prices 


eek Week Jan.l = Jan. 1 . | Service stations vate homes 
Ended — 2 ee ae ee cout Saher Soe ‘mee snore a and other tides sulin are 
(961, 1960" + 1961*" = June* 1960 1961" | duced in the first half of 1960, | being negotiated with “open ti: |) Canada Cut 
4,551 8,587 34,132 244,482 179,819| the previous six-month high. tles,” he asserted. 
48 53 210 1,600 980| Ford Motor reported that its} All legitimate dealers pay about B 10 Percent 
24 56 112 2,087 1,160| combined auto and truck output in| $700 a year for licenses and insur- y 
1,416 1,610 6,778 43,922  35,350| June—169,899 cars and 30,738 trucks| ance required by state and local| ~ORONTO. — Car tires for the 
2,724 7,265 30,738 202,916 177,781| for a total of 200,637—was the best| agencies, Hayne H. Baucom, Mon- popular passenger models dropped 
1,616 1,672 6,757 62,896  37,616| June performance since 1955, when| roe, state president, said. $2.50 to $6.50 last week. 
1,906 3,154 13,966 73,314 «77,715 | 222,016 cars and trucks were built.|| Other program principals includ-| 4 19 percent retail price reduction 
260 286 =-:1,087 8,181 5,199 Ws ye ed Harry T. Atkinson, president of | was announced by Goodyear Tire & 
291 102 580 9,011 _3,883| (~ANADIAN producers turned out| the Charlotte association, and J. B.| Rubber Co. It applies to “certain 
296 386 =s-:1,668 += 10,201 9,334 an estimated 7,158 cars and| Johnson, Charlotte, insurance rep- types of passenger tires, pneumatic 
1,770 4,061 16,267 80,054 + 62,808| 1,720 trucks last week, compared| resentative for the state associa-| <4 solid truck tires. tractor tires 
80 90 431 2,446 2,432 ee and 1,622 in the previous | tion. and garden and implement tires ” 
antes ceememeaias | WEE : ( 
Total Trucks, U. S.... 16,171 14,982 27,822 112,726 741,110 594,077| __ Auto output last week was up | 00° eae biol beh Rasid uae We So nee 
Total Cars, Trucks, 57.8 percent over the 4,535 units ir 1 t , ; 
bled in the lik k quirements and state sales tax,| News of the price change hit the 
BEE eects 102,814 104,863 152,715 672,641 4,666,689 3,420,778 | assembled in the like week a year | Wijjiamson said. The crackdown is| industry like a bomb. 


CANADIAN PRODUCTION—CARS 
Week 

















ago, when Ford and Chrysler 
Corp. were down for changeover, 
and truck production rose 48.7 


designed to help close a major 
sales-tax loophole in the process, 


“This is the first I’ve heard about 
it,’ said George F. Plummer, execu- 




















Week Jan. 1 Jan. 1 Baucom told the group. i ice- i i 
Ended Same Ended Total ‘To ‘To percent over the 1,157 turned out State zs fal a id — > Lea. president of Dunlop Can 
July 8, Week, July 1, Output, July 9, July 8, | in the 1960 week. association officers sal la oe : 
1961 1960*  1961* June* —-:1960* 1961* Although the total of 8,878 cars| State law prohibits “selling, so- Automatically we'll have to do 
CHRYSLER CORP. .... 1,100 __.......... 1,089 5,097 31,471 26,401| and trucks built last week in Can-| liciting or advertising the sale of | the same. 
— MOTOR. .............. ee ssscsosins 2,563 9,956 59,894 55,381) ada was 61 percent under the 
ENERAL MOTORS .. 3,500 4,376 3,840 17,917 118,699 102,029| previous week’s 9,453, it was up 
AMERICAN MOTORS 180 ___.......... 180 oa 3,395 | 56 percent over the 5,692 assemblies|| How Each U. S. Maker Fared .. . 
BoP CORP,  ....0..0..cecesceseeee 18 159 159 703 3,292 3,578|in the comparable period a year ; , 
_ —_——— ———_| ago. 
Total Cars, Canada... .7,158 4,535 (7,831 34,465 213,356 190,784| An analysis of how each Cana- Ist Half Truck Output— 61 vs. 60 
. a a al dian car and truck maker fared eee 
CANADIAN PRODUCTION—TRUCKS during the first half is on Page 52. oo aa a ‘Selah 
Week Week Jan. 1 Jan. 1 1961 Output 1960 Output 
Ended Same Ended Total To To ° 174,819 30.25 239,195 32.99 
“at ar Gk? hm: “mk ome | Firms to Supply meses 
CHRYSLER CORP. ... 150 _.......... 148 702 3,731 4,127 | 9 ° ; ’ F 
- [| FORD MOTOR .......... 450 170 354 1,612 11,902 10,337 62 Chrysler Tires 591 = 41,871 5.77 
GENERAL MOTORS .._ 850 747 847 3,691 24,188 «18,721 20.99 = 200,803 27.69 
INTERNATIONAL .... 270 240° 273 1,184 6851  6,723| DETROIT.—Chrysler Corp. an- 6.35 8.39 
j hoe ee. en motinced last week that Suctony INTERNATIONAL 13.04 9.77 
installed tires on its 1962 vehicles|]| MACK 0.90 1.09 
. + er tee te 1,720 1,157 1,622 7,189 46,672 39,908 will be supplied by Goodyear Tire &|| STUDEBAKER 0.67 1.19 
‘ ‘Canad: Eee 8,878 5,69 9,453 41,659 260,028 230,692 ee Nes a fet cri gained | Be oy —— i 
a ec ’ ebeonndien : : y*| with Goodyear the principal sup-|}| WILLYS 10.56 10.82 
. Grand Total, plier. MISCELLANEOUS 0.41 0.45 
oF Cars and Trucks, : s: Goodrich is a newcomer to the 
. U. S. and Canada....111,692 110,555 162,168 714,300 4,926,717 3,651,470| Chrysler family of suppliers, a Total Trucks, U. 100.00 100.00 











*Revised. Chrysler spokesman said. 
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Vancouver Service Managers Laud Apprentice Program . . . 
How B.C. Trains Mechanics 


By Robert J. Frith 
Staff Correspondent 

VANCOUVER, B. C.—When vo- 
cational training was begun in the 
Vancouver area, service Managers 
in 100 auto dealerships saw in it 
an opportunity to train and develop 
badly needed apprentices. 

So, highly specialized courses 
were arranged for boys who had 
graduated from high school and 
wanted to make auto mechanics 
their life work. 

In addition to Vancouver school 
trustees, the federal and provincial 
governments contributed to the 
planning and maintenance of the 
school. Special courses were set up 
and developed under the direction 
of Col. J. W. Inglis, an automotive 
specialist, who later was assigned 
to the new and enlarged schools set 
up by the provincial and the Fed- 
eral governments in Burnaby, near 
Vancouver. 

Inglis is principal of all of the 
schools set up there for adult edu- 
cation, but his first love is the auto- 
motive schools for both auto and 
heavy-duty mechanics in both gas 
and diesel engines. 

These two schools occupy ample 
space in a new permanent building 
the governments built, and the 
schools possess all the equipment 
that may be found in the mos 
modern service shop. 

Among the many four, six and 
eight-cylinder engines is a Rolls- 
Royce power plant. There also 
are several cars and trucks in 
various stages of repair for the 
apprentices. The tool rooms look 
like the showrooms in wholesale- 
parts houses they are so com-~ 
plete. 

These schools are endowed by 
various governmental departments, 
and to an extent so are the appren- 
tices. They are paid a modest 
monthly allowance for living ex- 
penses and they pay the moderate 
tuition fees that are requested. 

They must be high school grad- 
uates with good marks and their 
LQ. usually is quite high, The auto 
course runs from six to 10 months, 
and the truck mechanics’ takes up 
six months. 

Vancouver service managers 
have praised the achievements of 
such schools, the original one in 
Vancouver, the Nanaimo school 
and the Burnaby school. A new 
vocational school, including a de- 
partment for car and truck ap- 
prentices, also is being completed 
in Prince George, B. C. 

Dick Draper, service manager of 


Lawson Oates Motors (Chrysler),| ¢ 


said the schools are thorough, “A 
boy coming here is a step ahead of 
those who have neglected the op- 
portunity to get the technical edu- 
cation available to him as an ap- 
prentice,” he said. 

Said George Jarvie, service 
manager, Pacific GMC, Ltd.: “On 
the average we are reasonably 
pleased with the boys we have 
had. It has been our experience 
that boys who have elected to go 
to these automotive vocational 
schools for a period of a year or 

+ * ok 





Learning by Doing— 


These apprentices in British Columbia 
vocational schools learn all about auto- 
motive mechanics both in the shop and 
in the classroom. Daily classroom instruc- 
tion supplements on-the-job training in 
elaborately equipped shops which turn 
out badly needed mechanics for Van- 
couver area auto dealerships. 


so, at their own expense, have 
dedicated themselves to their 
trade and show more interest 
than those who have not. The 
serfous-minded will naturally 
make better tradesmen,” 


Other service,managers who 
have commended the schools and 


the abilities of their students are: 


Syd Edworthy, Black Motors, 
Ltd. (Ford); Andy Lovick, Phillip- 


son Motors (Buick-Pontiac) ; Mich- 
McDonough, Clarke Simp- 
Colin 
Cruickshank, Johnston Motor Co., 
Ltd. (Chrysler-Plymouth); Gordon 
‘'Skene, Dueck-on-Broadway, Ltd. 
(Cadillac-Oldsmobile-Chevrolet), 
and Herb Welsh, member of the 
advisory, 
committee who now is with Johns- 


ael F, 


kins, Ltd. (Rolls-Royce) ; 


automotive apprentices 


ton Motor, 





Ford and Rambler Tops 
In Magazine Poll Choices 


NEW YORK.—Ford and Rambler 
were tied as first choice among 
readers of Mechanix Illustrated for 
the make of new car they intend 
to purchase in the next 12 months, 
according to a marketing study 


published by the magazine. 

Ford and Rambler each scored 
12.9 percent, followed by Chevro- 
let, 11.6 percent; Falcon, 7.8; Pon- 
tiac, 69; Plymouth, 6.5; Buick, 
5.6; Oldsmobile, 4.7; Dodge, 3.9, 
and Volkswagen, 3.9. 


Respondents said economy was 


the major reason for their choice. 


t| Design and appearance ranked 


second, and past experience with 
the given make was third. 


More than 40 percent said they 


would buy a station wagon, while 
only 19.7 percent voted for a four- 
door sedan, the runnerup model. 

Most popular accessories planned 
for their next new car, according 
to respondents’ replies, were heater, 
selected by 85.7 percent; radio, 76.7 
percent; backup lights, 68.7; auto- 
matic transmission, 51.1; tinted 
glass, 38.4; power steering, 30.9, and 
power brakes, 27.3 

Owners of compact cars were 
asked to rate a number of qualities. 
Ease of parking rated highest, fol- 


Obituaries 


Pearl F. Comstock 
WATERFORD, O.—Pearl F, Comstock, 
71, a former Chevrolet-Buick dealer in 
Chesapeake, died June 26. 
* * * 
Howard C. Ehmann 
CANTON, 0O.—Howard C. Ehmann, 
past president of the 
Dealers Assn., died July 2, 
* * * 


Lester F. Carlson 
TACOMA, Wash.—Lester F. Carlson, 64, 
retired Oldsmobile advertising director, died 
of a heart attack on June 26. He joined 
Oldsmobile in 1942 after service with Olds- 
mobile’s advertising agency, D, P. Brother 
Co. 





75, 


* * * 


Osmond Barringer 

CHARLOTTE, N. C.—Osmond Barringer, 
believed to be North Carolina’s first auto 
dealer, died June 29. He was 86. He be- 
came a dealer in November, 1900, when 
two Locomobiles were shipped to him. Mr. 
Barringer later handled Chalmers, Stanley. 
Buick, Cadillac and Packard. 

* * * 


Joseph Palmerone 
YONKERS, N. Y.—Joseph Palmerone, an 
auto dealer here for 29 years, died June 


28. He was 66. 
* * * 


Angelo P. Oliver 
PHILADELPHIA.—Angelo P. Oliver, 73, 
Norristown, Pa., 


an early-day race driver. In World War I, 


he was on the staff of Gen, John J. Persh- 
ing and helped to organize the Army Motor 
Transport Corp in France. In World War 
II, he supervised the construction of air 


‘bases and military posts in Texas. 
* * * 


Bertram J. Bickel 
ST. PETERSBURG, Fla. — Bertram J. 
Bickel, 
retired auto dealer from Milwaukee. 
* * * 


John H. Mack 
BELLEAIR, Fla.—John H. Mack, 75, 
died June 25 in Clearwater, Fla. He re- 
tired 10 years ago from Chrysler Motors 
Corp., which he had served for 25 years. 
* * * 


Jack K, Lester 
MEMPHIS, — Jack K. Lester, former 
manager of the old Memphis Ford plant 
and chief of the War Production Board 
here during World War II, died here June 
24. He had been a Ford dealer in Iowa 
before joining the Memphis Ford plant in 

1923 as an assembly worker. 

- * * 


Albert B. Hupp 
FAIRPORT, N. Y.—Albert B. Hupp, 86, 
president of Hupp Motors, Inc. (Ford) and 


a devotee of antique autos, died June 26. 

He opened his Ford dealership in 1920 and 

retired in 1951 although he retained the 

title of president of 
* 


the 
* 


Richard Keating 
BALTIMORE, — Richard Kenting, 83, 


firm. 
* 


who operated Baltimore’s first Buick deal- 
ership before World War I, 
Mr. 
automobile show held in this city in 1906, 


died July 1, 
Keating was president of the first 


Stark County Auto 


died here June 23. He 
was once the Mercer distributor here and 


62, died here June 20. He was a 


lowed closely by ease of handling 
and gas mileage. Lowest marks 
went to tradein value and roomi- 


ness. 
Among those who said they plan 


to buy a car, 30.9 percent said they 


would pay with tradein plus cash 
and 19.5 percent said they would 
pay cash. Another 39.9 percent said 
they would need a loan along with 
their tradein. 

Only 8.1 percent said they pur- 
chased motor oil from a car dealer. 
An oil additive is used by 24.7 
percent. 

Asked what kind of fiber they 
would select in tires they would 
buy, 67.4 percent specified Nylon 
and 19.0 percent picked Tyrex. 

Among items replaced in the 
past year, and the percentage of 
respondents noting each, were: Oil 
filter, 76.0; spark plugs, 75.3; muf- 
fler, 43.4; battery, 36.5; brake lining, 


29.0; ignition equipment, 28.8; wind- 


shield wiper, 28.8; shock absorbers, 
17.3; air cleaner, 15.9; fuel pump, 
14.4; carburetor, 7.3; piston rings, 
6.0; engine bearings, 4.4, and rod 
and crankshaft, 0.9. 


Renault Enlarges 


Dallas Facilities 
For Southwest 


DALLAS.—An enlarged ware- 
house and office building to facili- 
tate the distribution of Renault 
cars and parts to dealers in. the 
Southwest region is now in opera- 
tion here, according to Gordon S. 
Cummings, manager, Renault 
Southwest, Inc., newly created re- 
gional subsidiary of Renault, Inc. 


The parts depot has 26,000 square 
feet of storage space and will have 
a parts and accessories inventory 
valued in excess of $1 million with- 
in several months, Cummins said. 

Renault Southwest also is ex- 
panding its port-of-entry facilities 
in Houston, Cummings announced. 
An estimated $1 million will be 


spent by Renault in this phase of 


its operations over the next year. 

Renault Southwest is the Renault 
distributor for dealers in Texas, 
Oklahoma, New Mexico, Louisiana 
and Arkansas. 


The subsidiary also is handling 


the distribution of cars to dealers 


in Wyoming, Colorado, Kansas and 
Missouri. Parts for dealers in these 


states will continue to come from 


the Kansas City depot. 


Latin Division 
Miami Dealership Woos 


Cuban Refugees. 
MIAMI.—To cater to the thou- 


sands of Cuban refugees in the 


Miami area, a Latin Division has 
been established by Ray Griffith, 


general manager of Dumas Milner 


Chevrolet. 

Heading the operation is Eddie 
Escribano, a former Buick dealer 
in Havana. He is assisted by Luis 
and Raymond Blanco, who former- 
ly headed a finance company in the 


Cuban capital. The Latin Division 


is a separate entity and has its own 


building. 


Griffith said most of the refu- 
gees do not speak English and pre- 
fer to do business with their coun- 
trymen. About 90 percent of the 
Latin Division’s deals are cash 
sales, he said, and few involve a 
trade. . 


VOLKSWAGEN-PARTS MANAGER, 












Circuit breaker (automatic reset) 
Electric windshield wipers 
Windshield washers 
Remote-control outside mirror 
Safety-Rim wheels 

Recessed outside handles 
Safety door latches 
Foot-operated parking brake 
10. Wide (left-foot braking) pedal 
11. Power brakes 

Parking brake warning light 


PS PNOMeawne 











SAFETY BY THE NUMBERS 






13. Automatic transmission 19. Double ball-joint mirror mount 25. Safety belts 

14. Guarded transmission controls 20. Prismatic (day-nite) mirror 26. Rear seat cushion retainers 
15. Oil warning light 21. Windshield defogger-defroster 27. Aluminized muffier 

16. Variable instrument lighting 22. Padded visors 28. Turn signals 

17. Recessed-center steering wheel 23. Padded instrument panel 29. Backup lights 

18. Power steering 24. Custom-positioned (6-way) seat 30. 4-way emergency flashers 


Safety Features in Focus— 

Year after year, automobile manufacturers build new features into their cars which 
are specifically designed to make driving safer and more pleasant. Shown above are 
30 safety features on a typical standard-size car, a 1961 Dodge Dart. 


HELP WANTED 


SERVICE MANAGER—CHEVROLET, nic- 


est town in northern California, 50 min- 
utes from San Francisco. Good shop. 
Full benefits, pay open to right man. 
Must be proven man who has not moved 
around. Full authority, Honest, der 
50, immediate. A going concern. Reply in 
confidence to Box 2607, c/o Automotive 
News, Detroit 7. 


NEW CAR SALES MANAGER—Well qual- 


ified to take complete charge of a volume 
operation in Midwestern city, Must be 
good organizer and closer, Outstanding 
opportunity for qualified man not over 
the age of 45 years. Send complete 
résumé in confidence to Box 2634, c/o 
Automotive News, Detroit 7. 


AUTOMOTIVE MEN—Continuous earnings 


year after year, taking orders for lead- 
ing automotive services. Redbook, Na- 
tional Automobile Parts and Labor Man- 
uals, etc, Over 85% repeat orders. No 


objection to non-competing sidelinég, Earl 
D. Eaton, Sales Manager, National Mar- 
ket Reports, Inc., 900 8, Wabash, Chi- 
cago 5. 





SALES MANAGER — Young, aggressive, 


knowledgeable, pleasant. Charlee Aiken 
Motors, 620 No. Dixie, Lake Worth, 
Florida. 


em- 
ployed with Canada’s largest independent 
dealer, will immigrate to U. S. A. 42 
years, married, fifteen years’ automotive 
experience, factory trained, parts field 
experience. Used to very efficient opera- 
tion. Box 2638, c/o Automotive News, 
Detroit 7. 


DESIRE TO HANDLE 3 or 4 quality lines 


—auto parts, accessories. Have vast con- 


tacts dealers, jobbers, stations. Travel 
Northern California counties, Western 
Nevada, Oregon. No ‘‘gyppo’’ lines— 


only acceptable competitivelyspriced lines. 
44 years old. 25 years’ experience auto 
sales, parts equipment. Write 2639, c/o 
Automotive News, Detroit 7. 





BOOKKEEPER — 


Dodge News Photo 















POSITION WANTED 
CHEVROLET AND FORD DEALERS — 


Ambitious young man, age 27, would 
like to learn the new car business. I have 
five years’ experience in buying, selling 
and reconditioning used cars. Desire gen- 
eral, all-around work and experience in 
a new car agency, My reputation and 
character would be open to the most 
thorough investigation. I would like to 
live and work in a smaller, progressive 
city in the Western area. Might consider 
investment. Reply to Box 2628, c/o Au- 
tomotive News, Detroit 7, 


SERVICE MANAGER with demonstrated 


ability for improving all phases of dealer 
service operation. Age 36, married, excel- 
lent physical condition, better than aver- 
age education, high rating on vocational 
tests, technical and modern management 
practices training. Ability to analyze, or- 
ganize, deputize and supervise proved 
and supported by references. Operation 
with large potential monthly sales in 
multiple dealer city preferred. Box 2611, 
c/o Automotive News, Detroit 7. 





BUICK DEALERS, FLORIDA — General 


sales manager, top performer in organ- 
ization and training of productive and 
quality sales force, 25 years’ experience 
all departments of dealership, Highest 
references factory, past and present em- 
ployer. Available now. Box 2613, c/o 
Automotive News, -Detroit 7. 


PARTS OR SERVICE MANAGER wants 


to relocate in Florida, Have 20 years’ 
experience in GM products. Best of ref- 
erences and best of relations with factory 
representatives. Box 2643, c/o Automo- 
tive News, Detroit 7. 

OFFICE MANAGER. 
Seven years’ automobile accounting with 
Chrysler-Ford dealerships. Age 31, effici- 
ent, qualified to handle all phases of au- 
tomobile accounting and office manage- 
ment. Box 2635, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT—BUSINESS MANAGER— 


Experienced office organizer and man- 
agement counselor. Qualified accountant, 
budgets, forecasts and internal control 
techniques with daily control for plan- 
ned operations, M. H, . experience, 
married and available immediately. Box 
2636, c/o Automotive News, Detoit 7. 


ACCOUNTANT - BUSINESS MANAGER, 


having heavy business management ex- 
perience with large Chevrolet—Ford deal- 
ers. Thoroughly familiar with both ac- 
counting systems. Can control and as- 
sist in reduction of expense and operate 
an efficient office. Box 2621, c/o Auto- 
motive News, Detroit 7. 


HELP WANTED 


fidential. 


SALES MANAGER AND 
ASSISTANT TO DEALER 


Should be handling monthly sales of 100 to 200 new cars profitably now. Look- 
ing for a young man in 30's who wants to advance to partnership in dealership. 
Salary $1,200 per month to start—increased to $1,500 per month at end of 6 
months, plus 10% of the profit. Large “Big 2" deal in the Delaware Valley. 
Potential 2,000 new cars and 2,000 used cars retail. Applicant must have proven 
record of profit performance and be able to train and supervise sales depart- 
ment. Send complete resume with recent photograph. All replies held con- 


Reply Rox 2580, c/o Automotive News, Detroit 7. 
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POSITION WANTED 


EXECUTIVE PLACEMENT now has avail- 
able a general manager that has been 
thoroughly screened and possesses the 
finest qualifications available. Age 40, 
married, college graduate, very settled. 
Has outstanding promotional record, very 
profit-minded and completely honest. 
nows all departments well, can read 
statement from every angle, 10 years’ 
management experience, Gets along well 
with people and could move into organ- 
ization smoothly. Has finance for buy-in, 
but will not hurry the subject. Now em- 
ployed, but has perfect reason for change. 
Present general manager of large dealer- 
ship. Desires a good dealer who wants 
an assistant who is still willing to learn 
and listen. This must be permanent and 
secure. Prefers Southwest or Northwest, 


BUSINESS OPPORTUNITIES 


INVENTOR—of Patented Safety Brake for 
automobiles and trucks seeks capital or 
will sell or enter into a mutual satisfac- 
tory arrangement with person, firm or 
corporation to exploit his invention. 
Reply to Philip Elterman, Attorney, 565 
Fifth Avenue, New York City, Telephone 
MU 2-0161. 


REPRESENTATIVE now calling on new 
car dealers in metropolitan Los Angeles 
area wanted to add complete line of 
quality business cards to present related 
items. Person selected would also take 
over present customers in this area. If 
interested, write listing related items 
now handled, extent and frequency of 
area now covered, Dealer references de- 
sirable. Box 2629, c/o Automotive News, 


but will move anywhere for opportunity. Detroit 7. 

Don’t pass up a look at this man if you 

want to build a solid foundation. Yet a 

man who can build a sales and service | —_—_—_—_?>—_—_———— as 


organization, maintain volume and ac- 
ceptable-type promotion. Write or wire 
for complete résumé, picture and refer- 
ences, All replies confidential. No obliga- 
tion. Interview at your request only. 
Executive Placement Co., 7811 Caron- 
delet Ave., Room 301, Clayton 5, Mo. 


EXECUTIVE PLACEMENT has available 
used car manager that knows his busi- 
ness, Age 49, settled, family man, Vast 
experience, proven record, closed his own 
deals, works from dawn ‘to dark, profit- 
minded. Will work on high incentive 
basis. Will move anywhere, but wants 
permanent position. Now employed but 
has excellent reason for change. Write 
for complete résumé and history. No obli- 
gations. Executive Placement, 7811 Car- 
ondelet Ave., Room 301, Clayton 5, Mo. 


LEASING EXECUTIVE seeks management 
position offering growth potential, Full 
maintenance and finance lease experience 
with leader in field as general sales man- 
ager. Proven record of accomplishment. 
Résumé available. Reply Box 2640, c/o 
Automotive News, Detroit 7. 


A BANK FINANCE PLAN 
FOR EUROPEAN DELIVERIES 
OF AUTOMOBILES TO 
U. S. TOURISTS OR MILITARY 


Write to: 
Atlantic Fiscal Corporation 


375 Park Avenue 
New York 22, N. Y. 











'-° DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


GENERAL MANAGER — SALES MAN-| APPRAISAL SERVICE 
AGER, ‘‘Big Three’’ experience plus Mo- Tools 


Furniture—£Equipment—Machiner y— 
For Sell Agreements, Annual Fiscal 
out, Tax, Banking ‘ne tncurancee 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 


“4 WEbster 3-6445 


tors Holding dealer management, Good 
organizer and closer, proven background. 
Factory references. Box 2620, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP NOW HANDLING FORD, 
Mercury, Continental and complete line 
of trucks in Midwest. Sales last year 506 
new, 658 used. Parts and equipment only. 
Practically new building on reasonable 
lease. Write Box 2637, c/o Automotive 
News, Detroit 7. 


DEALERSHIP AVAILABLE IN fastest 
growing town in Georgia. Excellent 
building on lease, Well located on auto- 
motive row, Potential 100 cars a month, 
Write Box 2600, c/o Automotive News, 
Detroit 7. 


DEALERSHIP NOW HANDLING CHEV- 
ROLET. Rent free for 90 days, 235 
planning potential in North Georgia, Re- 
quires $45,000. Box 2601, c/o Automotive 
News, Detroit 7. 


DEALERSHIP NOW HANDLING FORD 
on Route 66 in Northern Arizona. Grow- 
ing community, three new industries 
moving in, Dealership is being operated 
from distance. Sales are good and so is 
profit, but dealer has other full time 
sales and lease companies which require 
his full attention. Box 2599, c/o Auto- 
motive News, Detroit 7. 


FOR SALE: 50% interest and stock in 
established dealership handling Rambler, 
located within 75 miles of New York 
City. Real estate, including modern build- 
ing and equipment. Must be working 
partner. Wonderful opportunity. Box 
2632, c/o Automotive News, Detroit 7. 


DEALERSHIP NOW HANDLING DODGE 
in Northern Ohio. Good location on busy 
highway. Old established going business. 
Will lease buildings, Owner wishes to 
retire. Apply Box 2614, c/o Automotive 
News, Detroit 7. 


DEALER NOW HANDLING VOLKSWAG- 
EN will sell part of business to individ- 
ual who will assume the position of gen- 
eral manager. Auto management experi- 
ence necessary, Located in the South. 
Write to Box 2616, c/o Automotive 
News, Detroit 7. 


100 CAR DEALERSHIP NOW HANDLING 
RAMBLER, good location in Northern 
New England, for inventory and equip- 
ment, Inventory 15% below cost, equip- 
ment 50% replacement cost, Favorable 
lease on real estate. Box 2618, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP HANDLING FORD in mul- 
tiple point city in the South. This dealer- 
ship has facilities for selling 1,500 new 
units or more per year. Parts and equip- 
ment of about $175,000 plus new car in- 
ventory is all you need buy. Real estate 
can all be leased, Good service absorp- 
tion and good reputation, Box 2644, c/o 
Automotive News, Detroit 7. 


DEALERSHIP IN INDUSTRIALLY pro- 
gressive Piedmont, North Carolina, han- 
dling premium dual line General Motors 
autos. 200 car potential. Excellent service 
business. Purchase only assets, no land 
or buildings, suitable lease, Box 2641, 
c/o Automotive News, Detroit 7. 


Auto Salesmen 
Wanted Everywhere 


Now available a course on Auto Sales by 
Dick Munro. Endorsed by 9 Auto Editors. 
Three vols. $20.00. Money back guarantee. 
Free details, write Westminster Auto Sales 


Consultants, Dept. A-I, Box 
borough, Ontario, Canada. 


Results! 


USE THE WANT AD 
DEPARTMENT OF 


Automatiue 
News 


TO BUY OR SELL 


130, Scar- 





CARS WANTED 


“WANTED”? GOOD CLEAN USED ’58-’59- 
’60 Renaults and 403 or 404 Peugeots. 
Must be in excellent condition. We will 
buy 5 or 500. Phone MA, 4-4424, Mr. 
Dees, vice-president, Renault Motorama, 
Tueson, Arizona. 





AUTO DEALERSHIP 


Established 15 years, handling Chrysler line, 


ideal location in Chicago, Hlinois. Operat- 

ng comely elpng and moma 8 a Ta UIE ade el 
rsonnel. Annual gross five million—never in nanan : : , 

the red. Always profitable and a real money- penne qeutat teaae allinent Coe 

maker. Real opportunity for proper group. portation, Southern Buyers, Box 165 

Owners desire to retire. Only interested Summerville Georgia. Call: '857-1491 . 


apply. Box 2592, c/o Automotiwe News, De- 


nn a 


WE WILL PAY TOP DOLLAR FOR 


Mercedes-Benz 
OR 





DEALERSHIPS WANTED 

MAN seeks author- 
ized Volkswagen agency or opportunity 
to buy half interest, Factory approval 
assured—cash waiting—excellent refer- 








ences. Box 2587, c/o Automotive News, 

ess Opels 
WANTED: GENERAL MOTORS deal in . 

Florida, preferably Chevrolet. 200 and Any Year — Any Body Style 


up potential. Please reply to Box 2642, 
¢/o Automotive News, Detroit 7. 


STONE 
BUICK & MERCEDES 
Box 388 
250 Broadway, Bedford, Ohio 
BE 2-4400 





SEE PAGE 38 
for the nation's 
TOP AUTO AUCTIONS 











CARS FOR SALE 


IMPORTANT NOTICE 


they 
check the seller at to what, if ony, 
duties have 


excise taxes and 
been paid on the vehicles. 


nator, air-conditioned, good rubber, 


headroom, any terms, $1,500.00. 1—1957 
Cadillac Superior ambulance, perfect con- 


dition, Delco alternator, air-conditioned, 
good rubber, 48” headroom, any terms, 


$1,800.00. Gates Ambulance and Oxygen 
Ridgewood 


Service, 
27, N. 


1630 George S&t., 














Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 














PARTS FOR SALE 
LLOYD PARTS for all models, 


ration, 1812 South Andrews Ave., 
Lauderdale, Florida. JA 2-7491. 


parts? Try Bill White Chevrolet, 


CLASSIFIED WANT ADS 
BRING RESULTS 


PARTS WANTED 





ATTENTION 
BUICK DEALERS! 


Will buy full 
down). leeve your parts 


Sidney Aberman, 1210 Beechwood 
Pittsburgh, Pa. 


Bivd., 





BUSES FOR SALE 


1958 INTERNATIONAL 60-passenger 


school buses; 1957 Marmon-Herrington 
61-passenger school coach, Are you re- 
covering bus floors? We have R.C.A. 
Transit-Flor at 35% to 50% off. Imme- 
diate delivery from stock, Babcox Bus 
Sales, Twinsburg, Ohio. 


SCHOOL BUSES 


150 — USED 


Ford, Chev., Dodge, Int'l., GMC 
1955-1961 — Capacity 54-66 
Good Mechanically — Clean Bodies 
Good Paint — Tires 
From $1,200 up, Terms 
Immediate Delivery 
COUNTY SCHOOL SERVICE, INC. 


23 South St., Danbury, Conn. 
J. Egan — Tel: Pl 3-4437 








TRUCKS FOR SALE 





TRUCKS FOR SALE 


One Govt. surplus Holmes 850 wrecker crane 
and body, This unit has never been used. 


One Holmes 850 crane mounted on White 
truck, Braden rear winch fully equipped. 


One Holmes 650 crane mounted on White 
truck with Braden rear winch fully equipped. 


One Holmes 525 crane mounted on ‘58 Inter- 
national—fully equipped. 


Three Holmes 400 cranes with FC-170 Willys 
Jeeps and pick-up body, tow slings. These 
are new units and have not been used, 


William B. Brody 


TERMINAL GARAGE, INC. 
200 West Depot Ave., Knoxville, Tennessee 





ACCESSORIES FOR SALE 





PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compacts. 
Automatic transmission $25; standard $30. 
Money back guarantee. PORTABLE DUAL 
eh ROLS, iINC., 1701 Balmoral, Detroit 3, 
ich. - 








Complete 
stock, Fast service, Foreign Cars Corpo- 
Fort 


LLOYD PARTS—complete stock, Prompt 


shipment, Green County Motors, Cats- 
kill, New York, Phone: 2000. 
HAVE A CHEVROLET ‘“‘TIED UP’’ for 


Tulsa. 
$250,000 inventory perpetually controlled. 











lot of obsolete parts (1950 
man contact me. 


55 













ACCESSORIES FOR SALE 
VINYL CONVERTIBLE TOPS, $30.95. 
Carpet floor mats, front and rear, $18.00. 
Headlinings, $12.50. Free Catalogue. BIG 
BUCK, 12 Elliott St., Beverly, Mass. 


SHOP EQUIPMENT FOR SALE 


JOHN BEAN VISUALINER, less than year 
old. Twenty-seven Lyons parts bins. 
Washmobile, ten-ton porto power-Alemite 
truck balancer, Will sacrifice for quick 
sale. Ohio Valley Automotive, 3418 Read- 

ing Rd., Cincinnati 29, O 





Us 
ELIDA LITE ISIS 8 ES 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 








GARAGE OPERATORS 


John Bean Visvaliner 
Just Like New 








$1,250.00 — Bargain YOKES WITH HEAVY DUTY 
poraay mover COMPANY TUBULAR STEEL "V 






SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


Phone 647-2228 























LEASING COMPANIES WANTED 


WANT TO PURCHASE 
LEASING COMPANIES 


New York Area 


i 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
-— 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


e 
THE SUPERIOR 
BLUE CHIP 


Replies held in confidence. 


KONNER RENTALS CORP. 


375 GREAT NECK RD. 
GREAT NECK, N. Y. 





MISCELLANEOUS 


WESTINGHOUSE SEAL BEAM BULBS 
No. 4001- No. 4002, $1.05; No, 6006- No. 
6012, $1.15, prepaid in gross lots, Auto- 
motive bulb No, 1034, $14 per c; No. 
1154, $15; No. 1073, $13; No. 67, $7; 
No. 57, $5.50 prepaid. Acme Sales Co., 
3885 Federal St., Camden 5, N, J. 





CARPETS CARPETS 


All replacement carpets very best you can 
buy. Popular cars 54's to 6I's—7 colors, $19.90 
set. Front, $10.89, rear $9.54. Also available— 
carpet over tunnel mats for 59 and 50 Pontiac, 


Chev. Check with order we pay post. OW oO 
YOU WILL BE SATI a. : T PIL T 
Fleetwood Fabrics Beaver Dam, Wisconsin | With Lubricated Automatic Brake 


and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 












“ORIGINAL YELLOW BRAKE BAR" 






Automatic Brakin(; |) scrct aes rea. tar tne 
ONLY BAR MANUFACTURED TODAY 
Mwnisracrion + $B 45 THE FAMOUS 


Incldg. BRAKE HOOK-UP 


NEW ROADKING 


standard Four Point Hooke $AQ5O 
$ 52°° 


Universal Wrist Action Bar 
$4500 






TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel _— Coupler 
Dealers’ List F.O.B. Factory ....... oo ES 







COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TowKinG .cc'tt 


TRAIL KING 
BALL BAR 
Compac-Tow Intra- 


State Tri-Bar 









Fed. Tax. Inc. 





















* SPECIAL, 3 FOR $100.00 Dealers’ 25% Discount . coos 1278 
Dealers’ Net with 2 $38. 25 
NOW AVAILABLE! BERLUTI GEE HOOK- lao —— vad Yon Ee 






ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—CONVERTS $] 9% 


Any Tow Bar to Fit 
All 2” Ball Hitches ONLY 


Carrying Bags .................. $2.00 & $2.95 
SAFETY CHAINS, set of 2, only...... $2.95 


Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1!-8717 
pay charge: 

Call Collect $ Ogos aus. 

40 So. Clinton St., Chicago 6, Ill. 





Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 












New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [[] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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Maintenance Executive 
Specifies Spicer Because... 


“We need the most serviceable, the most 
rugged equipment there is—in order to haul 
up to 88,000 pounds of steel on stop-and-go 
runs throughout Michigan and Ohio.” So 
says Harry Murphy, maintenance superin- 
tendent for Hess Cartage Company, Detroit. 


For over fifteen years Mr. Murphy has had 
charge of the Hess fleet of over 600 pieces 
of equipment, including 80 Spicer-equipped 
GMC tractors. “‘We’ve standardized. on 
Spicer components,” says Mr. Murphy, 


*‘*because they’ve proven longer lasting, less 
costly to operate, more trouble-free than 
any other kind. : 


“Our preventive maintenance program calls 
for overhauling our transmissions every 
250,000 miles. Frequently, however, when we 
check our Spicer transmissions we find prac- 
tically no bearing wear—and gears almost 
never have to be replaced. And something 
else of tremendous importance to us—replace- 
ment parts are available wherever we operate!’ 





FOR TRUCK DEALERS THIS MEANS... 


. . . that Spicer components have been proven superior over the 
years right on the job. And that to be sure your fleet customers get 
the most dependable equipment, you should SPECIFY SPICER. 
Transmissions, auxiliary transmissions, clutches, universal joints 
and propeller shafts—all made by Spicer, all preferred by experi- 
enced maintenance executives in most of America’s largest fleets. 


If you don’t know what Spicer components are available, or can 
be specified, write the truck manufacturer or Dana Corporation, 


Toledo 1, Ohio. 












SPECIFY SPICER! 


Spicer 












Harry Murphy, maintenance 
superintendent of Hess Cart- 
age, Detroit, places his con- 
fidence in Spicer components 
—such as this 1700 series 
universal joint. 


One of 80 steel-hauling GMC 
diesel tractors owned by Hess 
Cartage, Detroit, all of which 
are equipped with Model 
6853-C Spicer 5-Speed 
synchronized transmissions and 
1700 series universal joints. 


CORPORATION 


Toledo 1, Ohio 
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